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37 big-space advertisements— most of 
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One of the hard-selling advertisements in the 
biggest advertising campaign in screen cloth 
history ... that will be seen by the more than 
20 million readers of American Home, Better 
Homes & Gardens, Country Gentleman, Good 
Housekeeping, Mechanix Illustrated, Popular 
Mechanics, Popular Science, Progressive 
Farmer, Small Homes Guide, Sunset. 
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IN LINE WITH GOVERNMENT BRISTLE CONSERVATION ... 


Wooster announces its 
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VV DEFENSE FS 










OF QUALITY MIXTURE BRUSHES 


Wooster has begun delivery of a new line of qual- 
ity bristle-horsehair paintbrushes in all popular 


: SELL AN EASIER, FASTER PAINTER : medium and longer lengths ... the Wooster 


Defense Line. 
h WOOSTER In full compliance with N.P.A. Conservation 
- il j Order M-18, as amended January 12, 1951, bristle 
' pent : ‘ ) content in Wooster Defense Brushes will be limited 
(00-0) to 70 percent in lengths exceeding 25%” (clear of 
WV ° ferrule). Bristle-horsehair brushes in ratios of 
70-30, 60-40 and 55-45 are being produced.* 
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PA i N T It is Wooster’s intention to provide in the Defense 
2 line the best paintbrushes possible under existing 
No. 279 Combination ROLLER S conditions. These brushes will be made with the 


same care and skill that have always been a part 
of Wooster Brushes. 
For complete information on sizes and types of 


Here's a profit-builder that's catching on with amateur 
and professional painters alike! Improved Wooster 
Roll-on Painters feature uniform fabricated sheep's- 





wool covers on either open or closed cylinders. Cover , Wooster Defense Brushes available, consult your 

ends are precision-trimmed to prevent lap-marks, and a distributor representative. 

cylinder turns on bronze bearings for smoother per- ° cl 

formance. Combination outfit consists of Roll-on z 

Painter, metal paint tray with folding legs and spe- . *N.P.A. order applies only to medium and longer-length 

cial cleaning tool. Replacement covers are available : all pure bristle brushes. Still authorized are Wooster All 

in fabricated sheep's-wool and hard-twist stipplers. é Pure Bristle Brushes in lengths of approximately 244” or 

less (clear of ferrule). In addition, all Wooster 100% ' 

eT ee ee ee yee ee peer Pure Nylon Brushes are available. See 
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IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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“Just a kid, but he already knows enough to use a 
SOUTH BEND FLY ROD!” 


Ait! South Bend 
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le These new rods give you everything you’ve ever wanted 
ed . South Bend’s famous quality for its “sweet” action, 
of balance and accuracy — glass for carefree ruggedness. 

f You'll long cherish your XL® Hollow Glass Rod for the 
S joy it will add to your fishing hours. 

Available at your dealer’s in popular lengths in both 

SE 4 é dry fly and bass-steelhead actions, $22.95 to $27.50. 
ngs i as pias ag @ 
he ee se OREN-O-MATIC® FLY ROD REELS—the most 
wet popular automatic reels made. Balance perfectly 







with rod. Quiet. Free stripping. Automatic line 
brake. Four models. $9.50 to $11.50. 


of : 
ur ARE YOUR EXCEL-ORENO® FLY LINE — for long, easy casts 
j and hard wear. Specially braided, oil processed 
STOM . and impregnated. “Shoots” and floats perfectly. 
cu ERS Nylon or silk level, double taper and bug taper 


sizes. $2.20 to $11. 


Get This FREE Book 

Over 100 pages of helpful fish- eS 

. > : ‘ = - y 
ing tips, casting instructions, =. /| 
a M ~~ ».." 
fish pictures, tackle, etc. Sa | 


SOUTH BEND BAIT CO. 
910 High Street, South Bend 23, Ind. 
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Checking grain structure of steel 
to assure proper heat treatment 


Inspecting ‘fracture’? samples of 
file blanks after annealing. 


Checking drawfiled three-square 
blanks for twists. 


Checking drawfiled flat blanks for 
levelness. 


Inspecting file teeth with 
microscope. 


Checking edge of mill or flat files 
for proper taper. 


Ringing finished files for 
soundness. 


Testing finished files for uniform 
sharpness and hardness of teeth. 


I ISN’T EASY to stand up under a guarantee like that. But Nicholson 
has always believed that “‘A thing worth doing is worth doing well.” As a 
result, Nicholson and Black Diamond files are widely regarded as 
uniformly high-quality products of their kind. 


From the inspection of each batch of Nicholson-specified ste 
final packaging, every basic step of producticn is subjected to rigid 
checks and tests. A few of them are shown here. 


What do such high standards and such a sweeping guarante 
That the customer’s confidence in Nicholson quality and value is 
gained by those who handle Nicholson brands. 


FREE BOOK, “FILE FILOSOPHY," gives 48 pages of further in- 
formation on kinds and quality of Nicholson files. Send for it. 


NICHOLSON FILE CO. © 25 ACORN ST., PROVIDENCE 1, R. |. 


In Canada, Port Hope, Ont.) 
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Toys Can Be a Profitable 
Hardware Store Line 


The past two weeks have been busy ones for 
toy buyers and if many of them are now sport- 
ing sore feet, it’s quite understandable. Sore 
feet are the badge of those buyers who attended 
this year’s Toy Fair in New York. Toy buyers 
of many hardware wholesalers were in evidence 
at the Fair and our conversations with them in- 
dicated that the most important assets of a suc- 
cessful toy buyer this year were a strong pair 
of legs and a crystal ball. 

In case the bosses of these toy buyers are 
wondering, we can report from first hand obser- 
vation that they really shopped all the exhibits 
many times and impressed us with being very 
alert to the practical problems of the dealers 
who will be selling these toys. 

A detailed report of conditions at this year’s 
Toy Fair will be found in the news section of 
this issue. A summary of this report would be 
that while cutbacks in metal supplies will affect 
production in some lines, most other lines will not 
be so seriously affected and will be in reasonably 
good volume. The action of wholesalers in placing 
orders early, before the cutbacks in metal become 
serious, assures hardware dealers of a fairly good, 
representative line of all types of toys for this year. 
Next year may be a different story, but for the 
present year at least, the toy situation is fairly 
good. 

The number of hardware wholesalers in town 
for the Toy Fair emphasizes the growing im- 
portance of toys to hardware dealers. Dealers 
who do not handle toys are missing a profit 
building opportunity. Many store owners have 
already discovered that with only a moderate 
effort, toy volume can be built up to 10 pct of 
total volume. A surprising number of stores are 
doing 15 pct, and some have reached 20 pct. The 
markup on toys is good and with intelligent buy- 
ing and good promotion, inventory hangover does 
not need to be a problem. 

The benefits that accrue from handling toys 
are not limited to the dollar profits alone. In 
fact, in some stores, the profit angle is secondary 
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Informal Editorial Comments 


By W. A. Phair 


to the trattic building capabilities of toys. More 
than one dealer has told us that nothing com- 
pares with toys when it comes to building traffic, 
not only at Christmas, but all year ‘round. 

Some store managers object to taking on toys 
because they feel that successful selling of toys 
demands specialization. It’s true that they do 
demand a degree of specialization, but so does 
any profitable line, from power tools to house- 
wares, and from paint to appliances. 

But this specialization pays off, as experience 
shows. Another consideration that should guide 
dealers’ decisions is the possibility that they may 
be looking for lines to replace volume lost due 
to material shortages. Everyone well remembers 
the tremendous growth of housewares during 
the past war. Today housewares are an integral 
part of practically every hardware store. There 
is no reason why this accomplishment cannot be 
duplicated with toys. 

If you are not now carrying a toy line, why 
not try it for the Christmas season? Then after 
you’ve had this experience, you’ll be ready to 
consider them for a year ’round effort. The pages 
of HARDWARE AGE have contdined many case his- 
tories of stores that have found toys a source of 
worthwhile profits. If you want to reread these 
reports, we’ll be glad to send you tear sheets of 
a half dozen successful toy programs. . 

Because of the outlook for metal and some 
other materials used in making toys, it is very 
important that you place your toy orders early. 
And an important part of any good toy promo- 
tion program is the use of a consumer toy cata- 
log. See your wholesaler now and make arrange- 
ments for obtaining a supply of such catalogs. 

It’s not too early to start thinking of toys. 





Labor Union Walkout 
Is Small Boy Action 


The current walkout of labor leaders from 
the mobilization effort is quite confusing to us 
ordinary taxpayers, and we suspect it is equally 
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confusing to the rank and file of labor. The en- 
tire affair smacks very much of the small boy 
psychology of “if you won‘t play my way, I’m 
going to take my ball and go home.” 

It demonstrates conclusively that labor unions 
are still not mature enough to be granted any 
real responsibility in the management of the de- 
fense program. We wonder what the reaction of 
labor would be if the nation’s retailers decided 
to walkout on the grounds that the recent margin 
freeze was unfair. 

Comments on the United Labor Policy Com- 
mittee on the “profits” of retailers under the 
new margin freeze controls gives clear cut proof 
of a complete ignorance of the regulation and of 
retailing problems. The action of the American 
Retail Federation in publicly pointing out the 
fallacies of the labor statements was both timely 
and justified. 

Selfish actions, such as those of the United 
Labor Policy Committee, can only hurt the cause 
of labor. 





Margin Freeze Reports 
Need Simplification 


The margin freeze order, known officially as 
CPR 7, has gone into effect with much less con- 
fusion than had been anticipated. However, 
this order has had little effect upon hardware 
stores, except those doing a fairly substantial 
volume in apparel and certain housefurnishings. 
With those few exceptions, hardware stores are 
still operating under the old maximum price 
freeze order. Another margin freeze order 
specifically covering hardware merchandise is 
reported to be under development and may be 
issued at any time. 

From a hardware dealer’s viewpoint, the chief 
objection to the terms of CPR 7 is the extensive 
and complicated bookkeeping and record filing 
which the order requires of retailers. While 
pencil work of this type may be easily absorbed 
by the large department stores to whom CPR 7, 
was primarily directed, it would represent an 
extremely onerous burden if applied to the aver- 
age hardware retailer who customarily keeps his 
own books. 

There is a good reason to believe that OPS is 
aware of this fact and may write the anticipated 
hardware margin order along the lines of the 
old OPA margin freeze which involved less com- 
plicated pricing methods. This would be a step 
in the right direction. 

In the meantime a word of caution is in order 
for dealers who do handle some of the lines 
covered by CPR 7 and who are thinking of exer- 
cising the option of remaining under the general 
price freeze rather than go through the book- 
keeping requirements of CPR 7. If you make a 
decision to remain under the old price freeze, 
it is an irrevocable decision. You can’t switch 
back and forth at will. Once you make a de- 
cision, you must stick to it. So give careful 
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thought to the question before making a de- 
cision. 

We have on many occasions criticized the 
inefficiency of the staffs of some Washington 
bureaus. In the interest of fairness, we feel that 
we should also acknowledge the very helpful 
assistance that has been rendered us over the 
past few weeks by both NPA and OPS in our 
efforts to obtain detailed information on how 
these orders effect hardware business. 

The helpfulness of staff members of OPS and 
NPA is reflected in the information we are able 
to give our readers in the Price and Priority 
Digest (page 178) in this issue. The legalistic ter- 
minology of government regulations is often very 
confusing. We know by our contacts with deal- 
ers that they are anxious to live up to the rules. 
But first they must be able to understand them. 
Our efforts to interpret these regulations are 
immeasurably aided by the type of cooperation we 
have been getting from both OPS and NPA. We 
hope it continues. 

Requests from readers for more information on 
the various government regulations are being re- 
ceived by HARDWARE AGE in ever growing volume. 
We are very happy to assist dealers in solving 
problems that arise under these controls. If we’re 
not sure of the correct answers, we will get the 
correct answers from OPS or NPA. 





Random Notes 


Robert Burns’ advice to look at ourselves in the 
mirror was taken literally by Marshall-Wells 
dealers at their recent meeting in Duluth, and the 
result was one of the most interesting and in- 
structive sessions we have ever sat through. 


The management of this wholesale firm hired 
a woman shopper, gave her a list of typical hard- 
ware articles to buy, and sent her out to purchase 
them from Marshall-Wells stores. 


Her experiences, as she reported them to the 
assembled dealers, left many managers saying to 
themselves “that could be my store.” 


The picture Mrs. X so candidly reported was 
not all black, but it did point up the fact that the 
average dealer has to alter his ideas and selling 
methods considerably if he wants to attract and 
hold women customers. 

You might try this idea on your own store 
sometime. You’ll probably be surprised at the 
picture others get of your operations. 

A Wisconsin dealer writes that he is in com- 
plete agreement with our recent comments on 
this page on the importance of discouraging 
scare buying. He sent us some clippings of re- 
cent ads run by his store and each ad has a little 
box prominently displayed which is capitioned 
“Buy Only What You Need.” The comments in 
this box end with this gem of a thought: “There 
are goods enough to satisfy our needs, but there 
can never be goods enough to satisfy our fears.” 
This is an idea other dealers can put to use. 
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No. 219 — No. 218 
LIKE OL MAN RIVER 











. an’ Ol’ Silent Salesman 
he don't say nothin’... he 
jus’ KEEPS 'em rollin’ along! 


The ILCO No. 219 Night Latch is in the popular price range, 


is of rugged construction and gives real protection. “Heavy cast 
iron case, black wrinkle finish. Has solid brass 5 pin tumbler 
security. Backset 254%”. 


ILCO No. 218 Night Latch is the same as No. 219, except 5 


pin tumbler cylinder is die cast. 


INCREASE YOUR ILCO 
NIGHT LATCH SALES! 


In times like these, be ready to keep along” without extra effort. Check 








your night latch volume up with 
the “old dependable” ILCO No. 219 
and No. 218, steady sales producers 
for many years. Display them... 
use this attractive counter demon- 


Strator . .. keep your sales “rollin’ 


your stock and place your orders 
NOW. Vacation-time means in- 
creased demand. Inquire about this 


business-building night latch mount 


from your nearest ILCO distributor * 


... Of, write us direct. 


The articles described are subject to any Government restrictions or limitations which may be imposed. 


INDEPENDENT LOCK COMPANY 


FITCHBURG, 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Hardware Price Order Nears Final 
Draft; May Omit Price Chart 


Margin-type price contro] over hardware and appli- 
ances is nearing the “final draft” stage at OPS. 

Complications arising from the fact that every hard- 
ware store carries literally thousands of items in stock 
have now convinced OPS officials that the chart- 
keeping requirements of CPR 7 (which covers furni- 
ture, house furnishings, and apparel) would impose 
too heavy a burden on the hardware trade. 

At the same time, OPS does not believe the solution 
to its problem of how to get the hardware trade “out 
from under” the general price freeze lies in a dollars- 
and-cents type of regulation. Too many retailers would 
be caught in the vise of rising manufacturers’ prices 
and frozen retail prices, the government believes. 

Current OPS thinking in regard to control of retail 
hardware prices is centered on the drafting of a new 
margin-type regulation which would simply freeze, 
on a percentage basis, all retailers’ price lists as of a 
given date. No pricing charts would be required. 
“Compared with CPR 7, the hardware regulation would 
be very simple,” one official told HARDWARE AGE. 


OUTLOOK — Hardware retailers are going 
to have to bear the burden of operating under 
more than one type of price regulation. If 
present plans at OPS are carried out, a hard- 
ware retailer may within the next few weeks 
be compelled to price hardware under a hard- 
ware regulation, appliances under CPR 7, and 
articles not covered by either of these regu- 
lations under the General Ceiling Price Order. 
OPS admits that this would impose heavy 
bookkéeping load on the average hardware 
retailer, but says tt “can’t be avoided.” 





Congress Gets Legislation Aimed 
At Clarifying Delivered Pricing 


While pricing methods are of secondary importance 
in the present seller’s market, efforts to clear up the 
legal status of delivered pricing and freight absorp- 
tion continue unabated. 

In Congress, Sen. McCarran, Dem., Nev., and seven 
other Senators have introduced legislation (S. 719) 
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which would legalize freight absorption by declaring 
that price differentials made in “good faith” to meet 
equally lower prices of competitors provide a complete 
defense to charges of discrimination that may be 
brought by the Federal Trade Commission. Similar 
legislation (H. R. 2820) has been introduced in the 
House by Rep. Walter, Dem., Pa. 

At FTC, it will be remembered that the 314-year-old 
price-fixing charge aimed at the steel industry is still 
pending, despite the fact that the industry dropped 
its basing point method of pricing following the Su- 
preme Court’s outlawing of a similar method in the 
now-famous Cement decision. 

Last year, the FTC rejected a steel-industry pro- 
posed cease and desist order which would have ended 
this case. Steel industry attorneys negotiating with 
the FTC staff have come up with another proposed 
order, which it is believed FTC will accept. 

This new proposal supposedly guarantees the legai- 
ity of delivered prices and freight absorption, since 
it contains a section which puts FTC on record as 
‘not acting to prohibit or interfere with delivered 
pricing or freight absorption as such and when inno- 
cently and independently pursued, regularly or other- 
wise, with the result of promoting competition.” 


OUTLOOK—Legislative efforts to solve this 
problem are not likely to bear any fruit this 
year, due to Congressional preoccupation with 
other matters. Congressional interest, how- 

& ever, does serve to keep FTC warned that the 
problem is not being forgotten on Capitol Hill. 
Best hope for solution lies with FTC in its 
action on the proposed steel order. 


Treasury's Proposed Co-Op Tax 
Falls Short of Tax Equality 


The government’s urgent need for new sources of 
revenue is winning converts to retailers’ proposals 
for taxation of co-op dividends. 

House tax-writers were deeply impressed this month 
by the case for tax equality presented by spokesmen 
for scores of retailing and wholesaling industries. But 
disagreement within the House Ways and Means Com- 
mittee over the extent of the government’s revenue 
requirements will probably postpone a passage of 

(Continued on page 176) 
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EXCLUSIVE QUALITY GIVES YOU THE 
FASTEST SELLING HOUSEWARE 
LINE IN AMERICA 


NATIONALLY ADVERTISED 






















¥ ARISTO-MAT sales are larger. 
¢¥ ARISTO-MAT profits are bigger. 
¥ ARISTO-MAT buyers are satisfied customers. 


There is nothing like a satisfied customer to bring you more 
business — and more business means more and bigger profits for you. 


Made of U. S. STEEL, ARISTO-MATS ALL-Purpose 
Stove and Utility Mats give your customers the most 
beautiful protection that money can buy. 


The ARISTO-MAT line is pre-sold through national advertising and 
is a sales tested line that is in demand by your customers who want 
only the best. ARISTO-MATS not only protect stove tops and other 
fine surfaces, but add beauty and charm to every kitchen and add 
extra work space, too. 


Stock the complete ARISTO-MAT line. 
Display ARISTO-MATS in your windows... 
and use our Display Merchandisers. 

Check your stock and order ARISTO-MATS 
often. 








GET THE FACTS 
FROM YOUR JOBBER 
ows Nap op 


oF A “a Guaranteed by > 
WRITE DIRECT a! Good Houschooping 


<éor 













45 aoveanisto HE 


PHOENIX TABLE MAT COMPANY - ¢€ 
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Pin Tumbler Padlocks 


Model No. P95 red pin tumbler 
padlock is a Hardware Week spe- 
cial. The lock case is solid die-cast 
metal, 134 in. wide, and shackles 
are hardened steel, zinc plated. A 
baked-on red enamel finish is a fea- 
ture of this lock. Six locks are 
available on a yellow and black dis- 


Py 


« 
A RED HOT VALUE 


VP» 
> 
> 
& 


HARDWARE WEEK 





play board free with the first order 
of locks. Corbin Cabinet Lock 
Div., American Hardware Corp., 
New Britain, Conn. 


Wrench Dispenser 


Billings Magic-Clerk counter 
dispenser, EBC-66 includes 12 
wrenches on a magnetic holding de- 
vice and five box wrenches on wire 
supports. Refill stock is in the par- 
titioned picket behind the display. 


12 





Display also includes envelope stuf- 
fers and newspaper electro order 
blank. Cost to dealer: $41.39, re- 
tail: $62.14. The Billings & Spen- 
cer Co., Hartford 1, Conn. 


Glue Promotion Material 


Franklin glue dealers will re- 
ceive a supply of 50 book matches. 
In addition, upon request, special 
envelope enclosures and a display 
card in four colors is available. The 





glue is packed in a counter display 
box. The Franklin Glue Co., Colum- 
bus 15, Ohio. 


Special Priced Tools 


Hand drill features solid gray 
iron white flanged gear, two steel 
pinions all with machine cut teeth. 
Three-jaw steel chuck with hard- 
ened and ground jaws, % in. ca- 
pacity, nickel] plated and polished. 
All-steel nickel plated frame. Eight 
drill points in handle. Detachable 





side knob. Special price, $2.99 (reg- 
ular price, $3.25). Deluxe hack saw 
features composition handle and re- 
inforced back. The frame is adjust- 
able for 8 to 12 in. blades. Blade 
may be faced in four directions. 
The depth of the cut is 3% in. Spe- 
cial price, $1.39 (regular price, 
$1.50). Both tools are to be packed 
in die-cut boxes calling attention to 
the value. The Forsberg Mfg. Co., 
Bridgeport, Conn. 





Screw Driver Sets 


Two screw driver sets selected 
from the Fuller line as the largest 
volume builders have been specially 
priced for Hardware Week. The 
drivers feature oil-tempered and 
hardened hi-carbon steel blades and 
unbreakable amber handles. To pro- 
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mote the specials, colored window 
circles are available. The three 
driver set, special price, 75 cents 
(regular retail, 95 cents), and the 
5 in 1 set, illustrated, special price, 
$1.10 (regular price, $1.40). Fuller 
Tool Co., Inc., 905 Faile St., New 
York City. 


Burner Wicks 


Flamemaster sets for Florence, 
Airoflame and other burners. The 
metal band is woven into the wick 
itself. The wick will not double 
over. Mailing pieces are available 





to tie in with Hardware Week pro- 
motion. Atlas Asbestos Co., North 
Wales, Pa. 


Thermometer Displays 


Refrigerator thermometer No. 
489 is designed for both freezer 
and refrigerator temperatures, 
with safety zones marked in color 
on the scale. Six thermometers 
come in white plastic cases mounted 
on the green display (illustrated) 
and six additional thermometers 
packaged individually complete the 
unit. Retail: 89¢. Double Duty 
cooking thermometer is for candy, 
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icing, jellies, and deep fat frying, 
and is of all-glass construction. Six 
thermometers are mounted on a 
counter card, and recipe booklets 
for each are included in a Hard- 
ware Week package. Ohio Ther- 
Walnut St., 
Springfield, Ohio. 





Pressure Canner Cookers 


All-aluminum pressure canner 
cooker line includes six sizes. Fea- 
ture of all American pressure cook- 
ers is the metal-to-metal seal, elimi- 
nating the rubber gasket. All the 
sizes are constructed alike. They 
are equipped with a combination 





steam release and control valve and 
a bakelite handle and wing nuts. 
Each model includes inset pan 
equipment for complete meal cook- 
ing along with a wire rack and 
basket for canning and an 80-page 
cook book. Sizes include—mode] 
907, 7 qt., 921%, 21% qt., 910%, 
101% qt., 925, 25 qt., No. 7, 15% qt. 
and 941, 411% qt. Wisconsin Alumi- 
num Foundry Co., Inc., Manitowoc, 
Wis. 


Lavatory Brush 


New Art self-wringing lavatory 
brush No. 90 is made of dripless 
Latex sponge and designed espe- 





cially to clean lavatory bowls. This 
Hardware Week special brush has 
all metal parts cadmium plated for 
rust prevention, and the handle is 
varnished hardwood maple. First 
shipment has free display easel 
packed with 12 brushes each. Re- 
tail: $1.50. Artmoore Co., 1319 N. 
Third St., Milwaukee 12, Wis. 
(Continued on page 158) 
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Business census shows wholesale hardware 


sales doubled in decade . .. Dealers’ sales 


high in January .. . Jobbers' stocks lower 


13% Less Hardware Suppliers But 
Sales Doubled From 1939 to 1948 


There were 13 pct fewer firms 
doing a wholesale hardware busi- 
ness in 1948 than there were 10 
years earlier but the dollar volume 
of the wholesale hardware trade 
more than doubled in the decade 
between 1939 and 1948. 

According to the final figures re- 
leased by the Bureau of the Census, 
Dept. of Commerce, there were 673 
general-line wholesale hardware 
houses in 1948, as compared with 
772 in 1939 and 610 in 1935. 

The dollar volume of the general 
line wholesale hardware firms in 
1948 was $1,698,107,000; an _ in- 


crease of 215 pct over the $539,540,- 
000 sales in 1939. The 1948 volume 
was 339 pct higher than the sales 
in 1935—$387,020,000. 

In addition to the 673 firms classi- 
fied by the Bureau of the Census 
as general line hardware whole- 
salers, doing business in 1948, there 
were 1,480 establishments selling a 
limited line of hardware items at 
wholesale. 

These 1,480 specialty line whole- 
salers had sales of $316 million in 
1948, or six times 1939 sales. How-, 
ever, in 1939 there were only 571 
such firms. In 1935 there were 519 





TRENDS IN WHOLESALE HARDWARE 
1948 


1935-1948 
Chart by: HARDWARE AGE 
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specialty line houses with sales of 
$41,229,000. 

Total operating expenses of gen- 
eral hardware wholesalers, includ- 
ing payroll but not cost of goods 
sold, amounted to 15 pct of sales, 
off somewhat from the 18 pct re- 
corded in 1939 and in 1935. 

Stocks of these 673 wholesale 
houses, on hand at the end of 1948 
were valued (at cost) at $309 mil- 
lion or 18.2 pct of annual sales. 

(Continued on page 208) 


Consumer Buying Eases 
But Still Above Normal; 
Jobber Stocks Taper 


A tendency toward slower buy- 
ing in consumer lines is becoming 
evident, toward the middle of 
March, although sales volume in re- 
tail lines continues stronger for the 
first quarter than last year. 

Part of the easier atmosphere is 
consumer buying has probably been 
psychological. The world news dis- 
patches of recent weeks have not 
engendered the same feeling of ur- 
gency that they did earlier this 
year; and this is probably reflected 
in buying at all levels. 

Latest reports on January hard- 
ware business contain some almost 
unbelievable reports on dollar vol- 
ume. Reports from West Coast cit- 
ies, especially, indicate that Janu- 
ary was a boom month. 

Even after discounting the sales 
increases for substantially higher 
prices, the rises in dollar volume 
have been noteworthy. 

Department store sales for the 
week ended March 3 showed a sales 

(Continued on page 209) 
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There's turnover in RB&W's 
“upside-down” package! 





Profits aplenty are packed for you in each unique 
RB&W “upside-down” package. 
Displayed on your shelves, the attractive red and 


green colors catch customers’ eyes . . . and the easy- 
to-order-from label (big black type, white back- 
ground, with the product pictured) clinches the sale. 

When you open the package to fill the order, the 
clever “upside-down” feature comes in mighty 
handy. You can’t spill a single RB&W bolt, nut, screw 


RUSSELL, 


BURDSALL 





& WARD BOLT 








or rivet .. . the label’s upside-down so the cover will 
be always underneath and the bottom won’t drop 
out. Its strong, light, Brightwood construction can 
take constant opening and closing without bending 
or breaking. 

Stock and feature the complete quality line of 
RB&W bolts, nuts, screws and rivets . . . a great 
hardware staple that’s always in demand, never out 
of style, sure to build traffic. 


AND NUT COMPANY 


Plonts at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill, Los An- 
geles, Calif. Additional soles offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Dallas, Oakland Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


O¢A~© 


CGE SAAAD 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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THE NEW 


YALE 


HOME DUTY TUBULAR LOCKS 
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YALE engi- 
loped advantages *° r 
poste a built into this competi 


tively priced, residential tubular 


New YALE ideas for faster, easier installation 
Triplex Spindle 


First time in a lock 
of this kind! Triplex 
spindle with ingeni- 
ous wedging action 
holds inside knob 
firmly, permanently 
in place. 


Bridge Girder 
Construction 


Automatically places 
roses and latch case 
in precise alignment 
and holds them there, 
rigidly, an exclusive 
feature of the H11. 








Pre-assembled 
into 5 Components 


Only 5 parts to handle—and évery one 
designed to slide into its proper place 
with unbeatable ease. YALE does most 
of the assembly work for you—reduces (Latch bolt can be 
the final installation job to three simple reversed, simply by 
steps! : rotating.) 





YALE “Twin-Bar” Cylinder for extra security 


Here is YALE’s latest development for improving 
tubular lock security—the ‘“‘Twin-Bar’, a disc- 
type cylinder with double side bars. Any attempt 
to pick this lock causes the side bars to lock 
tighter than ever. 





FOUR 
MODELS 





Luxury Styling at a competitive price 


H 22, 1951 


Entrance doors H11 


Passage doors H33 


Bedroom doors H34 
Bathroom doors H35 


{HI is self-aligning, eatet 
others plain trim, brass plate 


As in all YALE hardware, the quality in this 
residential lock goes far beyond its smartly styled 
surface. The lockset knobs and roses are brass. 
The girders are steel, zinc plated and dichromated; 
the latchcase is steel. Every part, in fact, is built 
for easier operation and longer wear. 


THE YALE & TOWNE MANUFACTURING COMPANY 


Stamford, Conn. 
In Canada, St. Catharines, Ontario 
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ADD TO YOUR PROFITS 
By Stocking These Items 
From the Wide G.P.&F. Line 


grunt 

































@ For over 70 years, American Be iy \GOOn® 
farm and city homes have used and praised G. P. & F. coum = , 

Cream City Galvanized Ware. Individually hand- 
dipped . . . every seam and crevice is sealed with molten 


‘Wn 
zinc to protect it against rust and corrosion. Special a eS : it } 
metals are added to give the finish an attractive spangle. “aS he | 1 

ae tak i i 


Here are just a few leaders 
in the Cream City Line 

















@ The Cream City Tinplate 
Line of Dairyware is a profit line for the hardware 
trade. It’s complete in items that are well constructed 
and easy to clean. Gives you quality that creates cus- 
tomer satisfaction. There are a variety of items in the 
line, including pails, strainers, cream cans and milk 
kettles. The pails and strainers are available in all 
popular sizes and price ranges. 





18 HARDWARE AGE, MARCH 22, 1951 HARDWAI 











22, 1951 





“ CANUP LIGHT UPTIME 


SELLS 
CLEANING 

SUPPLIES 
= 






























...WHILE 

IT SELLS 
LAMP 
BULBS 









xy LEAN-UP...LIGHT-UP” TIME helps 

housewives brighten up for Spring 

two ways. It reminds them to get the cleaning 

supplies they need. And it shows them how to 

put the finishing touch on their houseclean- 

ing job... by lighting up with G-E lamps! 
“Clean-up ... Light-up”’ is 


backed by General Electric's jcueaN 


national advertising. And \ 


oe 
there are counter and window \e5 

\ GO 
cards, streamers, and other CRA 





\ 
display materials — including © Ni : 
the “Clean-up...Light-up” girl ie. 
poster shown at right —to fe Na 
LAMPS help you feature ‘Clean-up... gH 
Light-up” time in your store. | 
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: $33 
MEMO: it 
3 
30 
¥3 
>>? 
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| 
1211 Size: 10 x 12"' 
1212 Size: 12 x 14" 
1213 Size: 13 x 16" 
— Colors: Red, marble- 
' ——— ah a OS ized black, blue, RE 
1103 Size: 16 x 23" yellow, green . _ 
1104 Size: 16 x 17" : _—__ 
1106 Size: 16 x 14" (LLAZ 
Colors: Red, marble- GZ eS <= 
ized black, blue, ei Z 
yellow, green P G76 
1170 Size: 1534 x 154" Wo 
(for short drainboards 0 
un Size: 20 x 154" POP 
DR AINBOARD 1173 Size: 21 x 24" F 
MAT (extra — rub 
Colors: Red, black, 
blue, yellow, green NK LINER MAT awa 
1302 Size: 114% x 18" TRAY —— 
1370 Size: 16 x 20" colo 
Colors: Red, marble- in tl 
ized black, blue, 1702 (heavy, large) n 
yellow, green Colors: Red, black, R 
blue, yellow, green 
repl. 
eS ‘ae not. 
SS , apo ih . 
OVE Top pba cet oul 
Colors: Red, marble- 
PROTECTOR ized black, blue, green, ——. SINK STRAINER put ) 
Rubk 
FLOOR MAT pre: 
1820 Size: 1144 x 18" y! 
1822 Size: 16 x 20" 
Colors: Red, marble- ’ 
ized black, blue, 1610 Size: 11% x 24" 
yellow, green 1613 Size: 11% x 30" 
1616 Size: 11% x 36" 
eory) ge marble- 
——~ po doey — 


2001—All Rubber 


Colors: Red, black, 
blue, yellow, green 


— 






Beis HANDIMAT 
13 x 16 x 4%" 
ef, poy CUTTING BOARD SHELF KUSHIONS 


Colors: Red, white, 
blue, 





6201 Size: 6 x 11%" 
6202 Size: 6 x 20" 
Colors: Red, white, 
y' 












6072 Size: 
17% x 14% x 6" 







Colors: Red, white, 
blue, yellow, green 







PLATE 





TWIN SINK tones iaig x5" 


DISH DRAINER eeageet maga 








7010 Size: 14 x 26" 
7011 Size: 1644 x 28" 
7022 Size: 18 x 30" 
Colors: Light blue, 












6256 Size: 8% x 14%" 
Colors: Red, white, 












PLATE & 
cR APERS 





BASKET Bowl § 


1901—Plain Handle 
1903—Colored Plastic 


RACKS 





























2270—Deluxe Revers-- Handle 

ible Soap Dish seen eens Plastic 
Colors: Red, marble- ae 24 

ized black, blue, Sion ashe 2 35" Handle Colors: Red, 
yellow, green 4 4 4 white, yellow 


Color: White 
7201 Size: 64 x 19" 
Colors: Light blue, 
peach, dubonnet, 
yellow, light green 


2601 Color: Red 








) x 12" 
2x 14" 
‘ ; ioe 2501 Colors: 
marbDie- 
siue, EVER SIBLE Rel, qece DOG 
“er RN SOAP DISH FEEDING DisH 
= 
¢ € 
Why Rubbermaid 7 Get on the winner / 
Women need Rubbermaid . . . It’s easy to sell in Women need Rubbermaid . .. women want Rubber- 
popular matching sets for profit-building multiple sales. maid . . . and they’ll come to your store to get it if 
Rubbermaid is the only complete line of quality you let them know you have it. All you have to dois: 
rubber housewares for kitchen and bath .. . far and 
away the outstanding leader in its field! e Stock this complete basic Rubbermaid assortment. 
Women want Rubbermaid . . . And to presell more 


e Display it in the front part of your store where folks 


women, Rubbermaid is running nearly 60,000,000 : F iy? : 
will see it and put plenty of it in your windows. 


colorful, large-space, sales-producing advertisements 
in the nation’s leading women’s magazines. 
Rubbermaid means PLUS VOLUME sales... It 
replaces no other line you carry because there’s 
nothing else like Rubbermaid. e Reorder often to keep this basic stock complete. 


e Advertise it in your local newspapers. Tie-in with 
the national ads by using the free material available. 





Your jobber is ready to 
AINER put you in the profitable 
Rubbermaid business to- 
day! Call him now! 














/\ Ribbermaid @ souseware 


. The Fastest Growing Housewares Line in America 
ot THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 


RACK 











3000 customers asked us! 
Make sure YOU have the answer! 


are reading about 

new Kitchen 

K-Veniences in 

Better Homes & 

@ Gardens, House & 


r 4 Garden, House 


13,000 customers answered this ad on new Kitchen K-Veniences— 


° ‘2 ‘ ’ : ‘ . : : : ,¢e Beautiful, 
and the inquiries are still coming in! Cash in on this enthusiastic. \ ~ 2 'ste% ictcon: Mone, 
s, toy & 


; ob yes 
demand! Display Kitchen K-Veniences and watch your customers ,. $rf) a ' \ 
stop—look—buy. These handy kitchen fixtures make any 2 N23 a CV k | / (' 


4 ny 


finished in gleaming chrome, easily installed with a screwdriver. 
Let your customers know you have them! 


A 


kitchen more attractive—and much more convenient! They're } TW y ; VENTE pI % 
awa NCES” A\* 
\ CEs; 









‘793 
DISAPPEARING 

TOWEL RACK 

Three bars for your towels. 
Fastens to either side wall of 
any cupboard. 


DISAPPEARING 

TOWEL RACK 

Towels slide out for easy 
selection! 4-bar model, easily 
mounted under shelf. 


e+. 


#790 DISAPPEARING 
PAN RACK 









Holds 14 utensils, glides in and 
out at a touch! Easily 
attached under cupboard shelf. 





! 
Remember: There are over 40 


K-Veniences for closets and kitch- 
ens. Feature K-Veniences... the 
original line, the quality line... 
for over 30 years THE name in 
household fixtures. 


#753 

EXTENSION ROD 

Pulls out to 10” length 
* to hold freshly ironed clothes. 





—————> 
Attractive new counter display has Kitchen K-Veniences 
on both sides... takes less than 2 sq. ft. of space... 
sells K-Veniences faster! 


NNR TALE 





TWEE 


GRAND RAPIDS 4, MICHIGAN 


a KITCHEN K-VENIENCE DISPLAY 
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)) NOW THERE ARE 2 
POPULAR SIZES 






New “Junior” 
IS A DAISY” FOR 
EXTRA SALES 


AT ONLY $2.98 


CSJ-4F Junior canisters have at- 
tractive daisy decoration which 
permits varied content use, 
as flour, sugar, coffee, tea, etc. Square 
design for full capacity—sizes: 5-%4''x7-56", 
5-Ye"x6-9%4", 4-36x6", 3-9%4"'x5-e". 

L113-CF Matching cookie jar, size 6-%4'’x8-’e". 





Salad Bowls. B2— T5—Derving q rays in 
: : Large 11” mixing. crystal, transparent & 
CS-4L Extra capacity Canister Set with letter- BI—6” serving. colors. T10-Round. 


ing. Flour  6-34”x8-%4”, Sugar 5-34”x7-56"", —— 
Coffee 5-4”x6-34”, Tea 4. -¥4"xb’’. R q 


Capitalize on a year of enthusiastic acceptance for 







the Lustro-Ware plastic canister set by also featuring 


the new Junior Daisy canisters in addition to the ~ 
P25—Divided Plate, out- L14-8 oz Tumbler, re- 


. 2 of-the-way cup recess. sists hot water, alco- 
larger capacity set. Stock both to meet all com es veggens ee J se Qh ggg Je 0 





L113-CL—Cookie Jar MF , : 
to match canister, set. petition . . . assure extra sales! Value-wise shoppers 
sq. x BY” high. 


me 
place Lustro-Ware Plastic Housewares at the top of she 
their list just as you will find them at the top for sales i m 
and profits. Illustrated are only a few of the nearly > ‘ if 
100 Lustro-Ware items which are bringing beauty H6-Napkin Holder in SMS1—Candy Stripe 
popular colors. Sani- Straws, 8 straws to bag 


and utility into thousands of American homes. Share tary, easily cleaned. 4 color combinations. 






L45-Pitcher for refrig- 
erator or table use. in this profitable business by keeping your house- 


2 qt. capacity plus ice. 
y ware’s department well stocked with Lustro-Ware—a 
name the housewife knows and trusts because it 


carries the Good Housekeeping seal of approval. 





niall = —_ 4 
pers ad Pot 2%" aly yp st nie. 
COLUMBUS PLASTIC PRODUCTS, INC, Roa fast a - 





a 

TW-Ice Cube Tray, Columbus, Ohio 
le in center freezes 

faster-easier removed. 








aint eons 
* Guaranteed by 
Good Housekeeping 


Refrigerator Dishes. L34—1 Ib butter dish, L35—' Ib butter 
‘rystal covers, colored dish, L36—4”’x4” dish, L37—4’x8” dish. Lightweight, durable 
bases. 11x54. crystal covers, crystal or opaque colorful bottoms. 


L&-Cake Cover Set, 


<a a 
45 anveatisto 
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Feature the Prettyware 
profit line. Bright take-me- 
home colors, Prettyware 
deluxe quality—-bring sales. 
sales, sales. Send for cata- 
logue sheets and prices today. 





PRETTY PRODUCTS, INC. 
COSHOCTON, OHIO 


FOR EVERY 
ROOM IN 
THE HOUSE 


SALES 
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Prettyware 
ght take-me- 

Prettyware 
bring sales. 
snd for cata: 
i prices today: 


UCTS, INC. 
IN, OHIO 
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NATIONAL ADVERTISING HAS CREATED HUGE DEMAND 
FOR SELF-WRINGING MOPS THAT KEEP HANDS DRY! 


Government restrictions will NOT 
affect SQUEEZ-EZY production! 





v 


j 


SELF WRINGING 
THIS SPRING, 


| 








GUARANTEED NOT TO DETERIORATE IN STRONGEST SOLUTIONS 


CASH IN! | Queue . 
WITH THE EZ mor | 
FAMOUS | 
} TRADE MARK 4d WRINGING 
a ACTION! So pane 
A TOUGH ABSORBENT TOP QUALITY MOP... AND ie 7 
WITHIN THE HOUSEWIVES’ BUDGET at $2.39 to $2.98 RETAIL Wy j 
NOT A SPONGE OR “WIPER!” Y 












Yes, Squeez-Ezy is the perfect item for Spring 
house-cleaning promotion; and since vital de- 
fense materials are not needed in the manufacture 
of this mop — you can depend on a constant 


supply. 


| 
| 


: LL 
x . 
773 i 





a 
a" SPECIAL FEATURE FOR 
NATIONAL HARDWARE WEEK! 




















Colorful “Silent Salesman” Display Rack 


FREE With First Dozen Order 








ORDER YOUR STOCK TODAY 
CONTACT YOUR JOBBER OR WRITE 


R 
CONSOLIDATED MFG. CORP. OW nfl 


New manufacturers of Squeez-Ezy mops 


2801 FRENCHMEN STREET, NEW ORLEANS 22, LOUISIANA | 




















A Clarke rental 
department gives you 


more tie-in sales 


Renita, Clarke 


bring you 
new customers 
at no increase 


in overhead 


A. 


\ 
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\, |SHE MEANS BUSINESS ! 


OCH! Tass, ts on te the 
etm Clarke 
les cies | 

ES y/ bf VM 


HERE'S H@MBIT WORKS: 


: [> THE CLARKE PLAN includes a complete sales use point of sale displays which attract attention 
4 and merchandising program which sells your cus- ... yet save space! Window streamers, electric 
tomers on regular floor care... builds repeat flashers, shelf strips and stickers for the tops of 
business with the theme, FOR BEAUTIFUL FLOORS varnish and paint cans. 

THAT LOOK LIKE NEW, RENT A CLARKE IS THE THE CLARKE PLAN comprises the most complete 


THING TO DO. ; - selection of promotional materials in the rental 































3 
4% 
& 


hi 


q > THE CLARKE PLAN provides you with helps to in- field. Postcards which remind your customers to 
Rent a Clarke, newspaper mats, radio scripts, 


ers 


crease your store traffic, sell related merchandise— ' 
sandpaper, filler, paint, varnish, wax, steel wool, etc. envelope stuffers, suggested classified newspaper 
ads, counter cards, and an interesting authorita- 


> THE CLARKE PLAN contains effective, easy-to- tive brochure on refinishing and maintaining floors. 


If Renta were just an eye-catcher it might be enough .. . but ce 


she’s much more. She’s a proven profit-builder. She lets your 

customers do a professional job of refinishing their floors in just one 

day. When you stock the whole line of rental machines, finishes, 

sealers and waxes, naturally it means more profit. Renta keeps 

business at home! Multiply your present rental orders by selling \F 

the complete CLARKE FLOOR CARE PLAN! \IZ 
An easy, profitable way to build traffic and encourage sales 

of related merchandise. 


ASE 
























For more business the easy way ... write, wite or telephone for full details! 


larke SANDING MACHINE COMPANY 


303 Clay “<’ * Muskegon, Mich. 
Sales and Service Branches in All Principal Cities. J 
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| Your Ungeen 


Salesman’ 


A MESSAGE TO MYERS DEALERS: 


Inside its rugged, compact casing —- unseen and 
unheard — the world’s best water systems “sales- 
man” is working for you. 


It’s the smooth-running pump that operates any 
Myers Water System you install. And whatever 
the type or size, it can be counted on to outper- 
form—and outlast—any comparable equipment. 





he Well Conditions — 
Needs — 
BEST from 
SYSTEMS LINE! 


Whatever 1 
Whatever the Capacity 
YOU Can Fill the Bill 
MYERS COMPLETE WATER 


That’s because Myers pays out more to build 
most value into these pumps. What’s more, each 
and every finished unit is rigidly factory-tested 
. . . both for durability and capacity ratings .. . 
and the only passing grade is 100%. 

That’s why every Myers Water System you sell 
assures a satisfied owner—and a steady customer. 
Not to mention the new business sent your way 
by his praise of Myers quality and performance. 


Myers Dealer Aid Program is second to none 
for variety, consistency and proved merchandis- 
ing value. Take full advantage of this strong sales 
support — to tie-in and cash-in on continuous 


Myers advertising in leading American magazines. 


The F. E. Myers 
& Bro. Co. 
Dept. W-55, 

Ashland, Ohio 
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COUPLING 
FURNACE 


Pending* 











aA 





SCREEN CANNOT 
POP OUT \ 


This means a longer 
well life 


LARGER INLETS 


No restrictions in holes 
means larger openings 


for faster water flow 


30° MORE HOLES 


Holes along the full length \ ss 


of well point adds more 


strainer surface a 


FORGED STEEL POINT 


One-piece forged-steel 
drive point is integral 
part of the well point. 
Assures straight driving 
and eliminates plug leaks 


Write for full information and prices 


This WEW 


~ PROTECTO-SCREEN 


RED-I-WELL POINT 
for rocky, gravel soil 


The screen is on the /WS/DE 


Strongest part of the PROTECTO-SCREEN well 
point is outside—making it safe to use in gravel 
or rocky soil where the outside screen of a drive- 
well point would be injured. After driving, the 
outside steel skeleton becomes the primary 
screening surface while the brass screen does 
only the filtering. 


produces 2 or 3 times more water! 













There are 30% more holes in the out- 
side steel skeleton than any similar 
size well point. These holes are not 
restricted—so each is a larger inlet. 
The water flows freely between. the 
steel skeleton and the brass screen, 
using the entire filtering area. Tests 
prove this method gives two to three 
times more water than any other 
well point used in rocky soil. 


TOL 


enti — aad 
{, ie = 
Sag — ! 
fhe ~~, a ee a 
: | [4,12 —— 
LS 
a COLUMBUS, OHIO 
COUPLINGS — NIPPLES —- UNIONS — RADIANT HEAT FITTINGS 


FURNACE COILS —_— WELL SUPPLIES _— 


Pending* 


STEEL PIPE FITTINGS 

















(lo your 
selling 
from an 
peasy chair 








DELUXE “SWINGIN’ SPRAY” #600 
WITH NEW TUBULAR RUNNERS 

© Now — sturdier construction, stands absolutely rigid 

© Now — easy-to-set adjustment for smaller areas 

©@ Now — no plastic or fiber parts to wear out 

© Now — fine spray covers entire lawn area uniformly 

It’s adjustable! It oscillates! It sprinkles rectangularly! 

Up to 2,400 square feet in one setting! Reaches into all 

corners. Precision-built of non-corrosive aluminum, brass 

and stainless steel, with solid bronze bearings. Its 

water-driven gears never need oiling. 












ELNOR METAL PRODUCTS CO., Inc. 





MELNOR GARDEN ACCESSORIES — 
You just display them, then sit back and 


watch them sell themselves. Easy to see why! 
Melnor garden accessories are miles 

out front where price is concerned. 

They're backed by large-scale promotion 

and publicity. Their precision engineering 
has been proved through more than 

20 years of metal products experience. 

So go ahead—set them on your counters. 


Let Melnor do the rest! 


THE TAMOUS OSCILLATING SPRAY NO PUDDLES WO WASTE WATER 


“SURE GRIP” Clinching hose connections — 


solid brass—with rust-resistant clinching fingers. 


‘ 
“HOLD-TIGHT” plain hose connections “MIST RAY” HAND SPRAY 


— solid brass — solid brass 
















112 Lafayette Street, New York 13, N. Y. 
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Design 


your own display 





WHEREVER 
YOU WANT 






with Goodyear’s new wall racks that fit in anywhere— plus “Space-Miser”’ packaging 


Ow you can display fractional HP V-belts any- 
N where you want—thanks to Goodyear’s new 
display boards. No tangles—no confusion. For the 
Space-Miser packaging method used by Goodyear 
means neat, orderly, easy-to-reach displays. 


Some of the ways you can use these new boards 
are shown here. But there’s no limit to the methods 
you can develop — each “tailored” to your own 
needs. 


This convenient new display method is only part 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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of the store-tested — and sales-tested — Goodyear 
FHP V-belt program. It’s ¢omplete in every detail 
you need to help you build your belt sales. So write 
today for the full story—best news about V-belts 
in years. Address Goodyear, Dept. 742-C 
Akron 16, Ohio. 


We think you'll like 
"THE GREATEST STORY 
EVER TOLD” 

Every Sunday— ABC Network 
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Stock up now on these good-looking, Jong 
lasting, Hodell Porch-Swing Sets. They’re 
tops—standard equipment with over sixty 
per cent of swing manufacturers. Each set 
includes two complete Y-type chains and 
a pair of ceiling hooks—everything needed 
to hang a swing. The chain is the neat, 
sturdy Bulldog pattern, a popular seller 
with the hardware trade for many years. 

Order now through your jobber for spring 
and early summer selling. Don’t wait until 
too late, as the supply may be short. 


‘ 


HODELL 
CHAIN 


We be 7G she: Hodell Porch-Swing Chains are packaged in 
Cee Cd. complete sets...one set toa x, clearly 
i and attractively labeled. 
Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 
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“THAT'S MIGHTY 
SMOOTH MOWING!” 


“THAT’S FINE 
ENGINEERING!” 


eS 
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. BA 
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“THAT'S A REAL 
QUALITY JOB!” 


: a 
\ 


om 
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(QZ ina Pistols 


The famous ® on a cap pistol is the 
mark of the fastest-selling toy pistol 
on the market... for when you say 
“cap pistol,"’ you’re saying Kilgore. 
Over thirty years of satisfying the 
youngsters of America has taught us 
more than a little about meeting 
their demands. 

The result is the famous Kilgore 
line with emphasis on the exclusive 
and realistic six-shooter westerns. 
These pistols are the favorites of 
youngsters everywhere... always in 
top demand because of their true 
western design and realistic shoot- 
ing action using the 6-shot Disc 
Mammoth Caps. 

And the Kilgore line has YOU in 
mind. Its ideal retail price spread, 
from 59c to $2.50, gives you a pistol 
at a price to meet every sales possi- 
bility. 

One of the ‘“‘sweetest’’ items of 
toy western gear is Kilgore's pol- 
ythene holster sets. Youngsters love 
their ‘‘fast-draw’' feature and 
massive western design. Parents 
appreciate the attractive prices and 
the fact that these holsters are prac- 
tically indestructible. 

If it’s your aim to sell top-notch 
merchandise at full profit—then look 
to Kilgore for cap pistols, caps, hol- 
ster sets, cuffs, spurs and water pistols. 
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NO. 150 PERFORATED NO. 108 DISC 













ROLL CAP MAMMOTH CAPS . When 
Ww No. 206a Built b 
ING- All-t 
G GO Built-Is 


Get ready for § 
the amazin 
ZOOMS a 
ler high in 





Pi Spring with be actu 
,, "'¥!Ng toy that : 
6” plastic Propel- frame i 
the air at q pull with tv 







WIDE BELT 
HOLSTER SETS 






















ieateell = @ string, Easy to Operate iti 
a maximum altitude _ 
bs a 150 feet String auto 
: = 2th rewinds. Made of 
“ 7 ) - oe colorful. Each EV 
: — oo on sales-producing "OUARAL 
: | na Card, Extra Propel- 
Gilable YOU ow 
2 ; YOU Ow 





NO, 4 WILD WEST 
CUFF SET NO. 2 WILD WEST — NO. 200 SQUIRT 
SPUR SET NO. 4 HAWKEYE WATER PISTOL 


FACTORY OFFICE 


MANUFACTURING CO. poom 14-102 


Mdse. Mart 


WESTERVILLE, OHIO U.S.A. Chicago 
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Buili-in 
KICK STAND 


When it comes to sales-clinching features, Columbia- 
Built bikes have got ’em! 

All-time popular Columbia feature is the patented, 
Built-In Kick Stand . . . the only bicycle kick stand to 
be actually built into the frame tubing, as rigid as the 
frame itself. Simple mechanism features hardened cam 
with two lugs for positive locking in “up” or “down” 
position, yet action is smooth and easy. Working 


EVERY MODEL 
“GUARANTEED Zz 

AS LONG AS 93 
YOU OWN IT” 






Super-Equipped 
Five-Star “Airider”* 


*Reg. U. S. Pat. Off. Motobike ——e 
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| sell the features... 
and the features 


sell COLUMBIA! 







parts are protected by decorative dust cap. 

Play up the patented Columbia Built-In Kick Stand 
when you’re talking sales. "It’s the best kick stand in 
America . . . at no extra cost to your customers. It’s one 
of the many, many features that makes Columbia Bikes 
so easy to sell .. . so hard to sell against! 

The Westfield Manufacturing Company 
Westfield, Massachusetts 
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FISHING BAROMETER 
CATCHES CUSTOMERS! 


Taylor Fisherman's Barometer tells when fish are biting! 
Veteran fishermen swear by it. Good grade movement pre- 
dicts local weather too. In 3)4’’ green plastic case, No. 2280 
retails for $9. (Available for altitudes 3500 to 7000 ft., $10.) 

Order through your wholesaler today ! 


e &@ GSN 
Oe 4 


‘ 
» 
3 





OUTDOOR THERMOMETER 
WINS STYLE AWARD! 


New Taylor Dial Window Thermometer—styled by Walter 
Dorwin Teague —in Good Design Show of New York Museum 
of Modern Art and The Chicago Merchandise Mart. Selected 
for appearance and quality. A sure-fire seller for you! No.’ 5320 
retails for $3.50. No. 5321, same with maximum-minimum 
feature, retails for $7.50. Order through your wholesaler today ! 


Put this ‘Thermometer 





Department” to work! 


3,000 dealers are now using this Taylor Permanent Merchan- 

diser! Sells these 13 high-profit instruments on a 50’’ x 16’’ 

panel! Dealer after dealer reports 50 to 100% 

~\\ sales increase! Vertical type ideal for pillars or 

ff Taylors \\ corners. Horizontal for counters or tables. Write 

oceeepea }} Taylor Instrument Companies, Rochester, N.Y., 
/ or Toronto, Canada. 


\, Since resi 
Order through your wholesaler today! 







\a ZY 

















ee 


PRICES 


Ale) 
5908 
5916 
5917 
5928 
5936 
5927 

o. I7AAI 
5546 











TAYLOR INSTRUMENTS MEAN ACCURACY FIRST 
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— That's it! 


Every year thousands 
more fishermen are 
switching from old style 
heavy reels to 
Langley’s modern 
Anti-Inertia Reels! 


Langley reels cast much better! Your 

casts are governed by the spinning spool 

in your reel. Most reels have “fly-wheel 
action.” They’re slow-to-start and slow-to- 
— spinning. This causes (1) casting drag 
an 2) backlash. Langley reels with the 
sensational Anti-Inertia Spool eliminate 
““fly-wheel action!” They start and stop with 
the lure! No drag...no backlash... perfect 
casts every time. Tested and proved by 
casting champions in actual field tests. 


Only Langley Reels have the Anti-Inertia 
Spool...instantly identified by the holes 
in the spool. From $5.95 to $15. 


Lvgley 


SS Se = 
MAKERS OF THE “CHAMPIONSHIP COMBINATION” 
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\. of ANTI-INERTIA 
ie POOL ¢& 
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"Streamlite” Reel 1 2 50 — 


, THE HEART 
OF YOUR REEL 


*T.M. reg. 

© Copyright 1950 
LANGLEY CORPORATION 
660 Second Avenve 

San Diego, California 


“ANTI-INERTIA” REELS AND “LONGITUDINAL” GLASS RODS 




















SO EASY TO GET: 
THE BEST 

BULB DISPLAY © 
HELPS YOU'VE 
EVER SEEN 
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Yes, once again 


Westinghouse 


takes the LEAD 


To help you make bigger lamp profits 


; Wéstingho 


This Sales Support means 
Sales Dollars for YOU. Act 
now to spark your lamp sales 
with displays which say: 
“Westinghouse—Today’s 
Big Buy in Bulbs!” Write 
Today! 





use 


First—With full-page, four- 
color ads in 


And—Week-after-week com- 
mercials on TV’s top dramatic 
show: Westinghouse 


STUDIO ONE 


Plus —The best, smashing dis- 
play material ever offered for 
lamp sales; including a stunning 
“shopper-stopper’—a huge, 
four-color poster of the LIFE ad- 
vertisement. 


see SL SS ce ce ee ce ee a. 


Send me your package of tested lamp sales aids: 


Westinghouse Lamp Division, Dept. HA, 
Bloomfield, New Jersey 


Name_ 
Store__ 
Street & Number 


City_ 





you can se SURE...1F 5 We stinghouse 
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JOHN LUCAS & CO., INC 
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., ADMINISTRATION OFFICES: PHILA., PA. Offices, Factories, Warehouses in Principal Cities 
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They make money with 


AMERICAN SANDER RENTALS 
U 


~ ll 



















p< Stee : 
supplies bring in $4,896 
per year for Sidney Glass & Paint Co. store, Sidney, Nebr. 





INDIANA—Sander rentals boost paint sales 10% for © NEBRASKA—Sander rentals and 
Stambaugh Farm Equipment Co., Valparaiso, Ind. 


OHIO—Sander rentals add $10,000 to $12,000 to store’s annual 
volume for Jim Resar’s Rentals, Elyria, Ohio. 


PENNSYLVANIA—20 % more paint sales 
due to sander rentals for George N. Zerfing @ 
Hardware Co., Gettysburg, Penna. 


up TO 20% More PAINT SALES! “4% 
uP T0°4Z000 MORE STORE VOLUME! 


Sander rentals keep rolling up PROFITS for hundreds of paint and hardware 
stores today who feature American Machines! This plan makes money 3-Ways 
for you—through rental fees, extra sales of seals, paints, brushes, abrasives, etc., 
and customer goodwill! Be sure to build your business soundly with American 
Quality Machines—tops in ease of operation and dependability. This means 
utmost profit-hours with extremely low maintenance expense. To make old 
floors like new— invite your customers to rent 











the popular Little American or American pa we ees 0 ee ee ee 


The American Floor Surfacing Machine Co. 















Rental 8” floor sander... American Spinner 
Edger ...and American DeLuxe Maintenance 
Machine. NEAR-BY SER VICE—an American 
Distributor with authorized factory-trained 
mechanics and service in all principal cities. 


4 
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Name —— en 
Street a — 


FLOOR MACHINES * PORTABLE TOOLS  “‘” 
uw 


1 Send 12-page illustrated booklet showing how to 
| make money in the floor sander rental business. 
| O Send latest catalog onthe following, without obli- 
: gation: 
0 Floor Sanders (1 Floor Edgers D Floor Maintenance 
Machine 





7 
| §22 So. St. Clair St., Toledo 3, Ohio | 
| 
| 
| 
| 
| 
I 
| 

















Perfect way to let customers see how to spray away insects! 


F, THIS DISPLAY 


JEFEND YOUR HOME 


away Frais cand Chime j 

















Spearhead of the point- 

Lowen of-sale attack in Lowell’s 

4J£7 giant Sprayer Push is this 
ATOM sPRay 


sales-compelling display 
and demonstrator. 





Dra- 
matically points up the 


4-Jet* Nozzle feature of 
the new Atom-Spray* and 
makes a trial of the prod- 
uct practically irresistible. 
NO CHARGE — one with 

every package deal. 


[Lowe's 
GIANT 


SPRAYER ~< 
PUSH! 














4-JET NOZZLE FEA- 
TURE makes this the 


most efficient, deadly 
sprayer ever designed. No 
drip, no mess. Generates 
90e%% clean, dry mist that 
uw y : knocks down bugs 20% 
all : faster—kills 25% more. 4 
aan * great models, one for 
doy ° every purse and purpose, 
D yoosy = * 
oR ppber ; 
ire Prone” : : 
V ' h e set 
write: , Pus ° 
a\ ° 
15 Gi? pation ° 
. Lowell $s ws yimed f al 42-21 A ALL | N oO N £ 
° « perte* AP - good A KAG E -_ cage 4-Jet 
; . ral ° tom-Sprays 
° nord e\p s¥° prove" ° PAC 1 doz. No. 260 
a a we et ‘ hs 2 1 doz. No. 285 
* pt mont : 


1 doz. No. 290 
Ya doz. No. 209 
Dealers! Look what Lowell gives Plus extra doz. Lowell 
you all wrapped up in one 


Gem*, Model No. 255 





Plus this merchandising 
: ammunition:. 
powerful promotional package big, die-cut display 
demonstrator 


* TRADE MARK 


¢ 12 descriptive circulars 

¢ merchandising plan and 
suggestions 

* proofs of ad mats 


* colorful window banner 


ORDER LOWELL 4-JET ATOM-SPRAY ASSORTMENT No. 400 
[Lowen 


577 East Illinois Street ¢ Chicago 11, Illinois 
World’s largest manufacturer of sprayers and dusters exclusively 





42 








HARDWARE AGE, MARCH 22, 1951 


HARDY 




















like Finding Mone 


: . ™) (na Spare Pocket!” 








ay 
fa- 

he P . 

of “Yes, sir, I’ve learned three things that mean 
nd extra dollars for any hardware dealer. One, there’s 
“4 more money than you’d think in sprinkling- 





th equipment sales. Two, it pays to concentrate 
on just one complete and nationally well known 

line. Three, I make more money by featuring just 
the few items that best suit my customers.” 


on WAEEENeo 


Sprinkling Equipment 
































Here’s why it pays to feature just 4 or 5 different ed 
Allenco sprinklers, with nozzles and accessories— @e WELL ADVERTISED 
A- 
i. ; : ; @ THRU JOBBERS ONLY 
‘ly @ You are sure to get just the right items that sell 
No best in your own area, boost turnover. 
tes . ’ 
lat @ You are more certain of prompt, ample supply | 
\% when you order more units, fewer selections. | 
> 
>. 4 
for @® Your mats and stuffers pull better because they 
_ feature just one better known brand. 
4 . > PARKS! — A a r low 
@ Your display is more compact, more forceful; per- em rte te Gueed Sere made tor long 
M4 > > | 3 i] i | lots, t ble-f vice. Yell d 
sonal selling is simpler, faster, more successful. sproy or sireom, stationory of Green baked enomel, chrome: 
rotating. Chrome fittings, 2-tone. plated brass head and 9-in. arms. 
. @ You tie-in with the biggest Allenco campaign of 
consumer advertising . . . 27 ads in all 8 national home 
and garden magazines. . . hundreds of readers in your 
neighborhood. 
1 
- ORDER FROM YOUR JOBBER NOW 
. if he hasn’t enough selection of Allenco prod- ' 
i j } JUSTRITE — new model of th RING — All heavy sh brass, 
ucts, write for names of jobbers in your area. most aaite ial pido crimped all uae wb nal am 
Factory-tested at 50-lb. pres- . + » Guaranteed to hold under 
d sure. Rugged, reliable, right- any municipal pressure. Fine 
priced, nationally advertised. spray, covers more orea. 


Established 1887 


" W.D. ALLEN monctacturing co 


| 
| 
| 
CHICAGO 6+ NEW YORK 7 | 
| 








rey Su iy 
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The Famous WYTEFACE St 


plus an eye-catching 


Counter Display Uni 


are creating hardware-profit NEWS! 





Drafting, 
Reproduction, 
Surveying Equipment 
and Materials, 
Slide Rules, 


Measuring Tapes. 













WYTEFACE* Steel Tapes are famous among hardware saves you inventory space ... makes your counter work 


P= F ma _A wi 


dealers for their obvious superiority . . . for the way easier. For instance . . . 

exacting customers demand them. ; . 1. Your customers see the actual easy-to-read, black-on-white tapes. 
WYTEFACE Steel Tapes are easier to read in any light ©, the glace Srent pretest the tapes trem tending and ten. 

with their black markings on white background. The @, Seeck to held to the sncmry buck compartment. 

white surface will not crack, chip or peel. &, Salles tateves ptuned én the hath bil dt. 

on oes a Sven Move Next time you order WY TEFACE Steel Tapes and Tape 
To Help Build Your Profits! Rules and Refills, ask your jobber for one of the two 
You can sell WYTEFACE with one of the most assortments which come packed in this handsome dis- 
merchandising-minded metal counter displays in the play. You'll sell more much faster. 

business. It dramatically sells WYTEFACE Tapes... *Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,202 


KEUFFEL & ESSER CO. 


NEW YORK © HOBOKEN,N.J. © CHICAGO © ST.LOUIS © DETROIT © SAN FRANCISCO © LOS ANGELES @ MONTREAL 
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HOME-UTILITY 
1/4,” Electric Drill 


UTILITY 








Electric 
Drill 





_ Mean 
MORE SALES 
MORE PROFITS 


for You! 





8’ Heavy-Duty 
LECTRO-SAW 
6’ Heavy-Duty 
LECTRO-SAW 








VERSATILITY—A full line of Electric Tools and accessories, at popular prices, 
for building and repair work at home and on the farm—a whopping big market! 





FULL PROFIT—A good profit margin and complete freedom for you to stock 
the quantities and varieties of items that suit your market! 


QUALITY— Made by Black & Decker—the world’s largest manufacturer of 
Portable Electric Tools—backed by our Guarantee, and 40 years’ experience 
in building Electric Tools. 


ADVERTISING—Supported by powerful national consumer advertising 
reaching millions—plus special Christmas and Father’s Day Promotions and 
colorful point-of-sale material for your store. 


Lhe 


SERVICE—Prompt repair and guaranteed spare parts through our famous 
group of 29 Black & Decker factory-owned Service Branches help you sell 
customers—build profits! 
Follow the lead of thousands of sales-minded hardware dealers! Order your tools and 
accessories from your Home-Utility Distributor today! Home-Utiiity Division, 
The Brack & DecKER Mfg. Co., Dept. H-653, Towson 4, Maryland. 


OME-VIMITY 


For full details on Home-Utility tools and accessories see pages 75-78 
in Hardware Age Catalog and Directory Number, July 27, 1950. 
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5" Sander- 
Polisher 





HOME- 
UTILITY 
Deluxe 

Drill Kit 





1%,” 























HOME-UTILITY 
6’ Bench 
Grinder 









HOME-UTILITY 
1%” Drill Kit 


= 





\ 
HOME-UTILITY 
5” Sander-Polisher Kit 





ALSO a full line of Home- 
Utility attachments and acces- 
sories for profitable repeat 
business. 


Vertical and Horizontal Bench 
Stands + Roto-Hone Attachment 
* Disc Sanding Table + Chucks 
e Arbors + Sanding Discs + 
Lambswool Bonnet + Pile Fabric 
Pad « Electric Wax + Auto- 
mobile Polish * Wire Wheel 
Brushes * Wire Cup Brushes « 
High-Speed Drill Bits * Masonry 
Drill Bits * Wood Auger Sets 
* Lectro-Saw Blades + Abrasive 
Kit + Buffing and Polishing Kit, 
many other attachments. 





















feature these during 


THE NEW (Coumfsletel 


PACKAGED IN ONE SINGLE CARTON— 
PARCEL POST 
BucH 2? 


WHEELBARROW 
asin narevcwons «ait 


But on 





pe the home duties expected of the big contractor models—but its 
lion features reinforced rolled edges which prevents sagging or bend- 
} forward pouring for concrete work and soil dumping. 
ACITY—tLarge enough to handle any job around the average 
1 to be popular with members of “the weaker sex.” © PRESSED 
arg e - apletely eliminates leakage from “fluid” loads and increases life of 
ies ) are seams fe rust, corrode or spread apart. It's easy to clean. © SPECIALLY 
ef selected hardwood and shaped to fit the natural position of the user's 
AND ATTRACTIVE—Tray is painted dark blue—handles a rich red—steel 
» © SELECTION OF WHEELS—The Zip is ordinarily equipped with a 
= 4" fread, 2” bore and 6” hub, but may be obtained with a 14” x 1.75” 
| wheel with a 2” bore and a 6” hub. 


















STORAGE SPACE DE 
Storage space required Bec 
is cut to less than half oo is h 
of that needed for as- if del: 
PY tuslol ito Ml olelagehuns " dra 
The 
the 
one 


AND PRICES 


WRITE FOR LITERATURE UZ MANUFACTURING CO., (LIZA 






POST 





0. , 


COMPLETE (INCLUDING HANDLES) 





H. A. week April 
















eae 


DIMENSIONS & 


BUCH “WHIZ” 


WHEELBARROW 
Cas 


asermiy marnseons 


BUCH MFG. CO. 


quaastTHTowes PA: 










Patent Applied For 













LENDS ITSELF to all the functions of the large professional barrow, on & 
ging front, and permits forward pouring for concrete work and soil du: 
prevent sagging of tray. 
3 CUBIC FOOT HEAPED CAPACITY—Large enough for general use ft 
—Small enough for use by the “Lady of the House.” © POPULAR DO-NUT W 
lar 10” cushion tired wheel protects the turf from indentations and permits easier Whee 
ings require a minimum of care—No Punctures! © PRESSED STEEL SE 
leakage and tends to lengthen life of barrow—No seams to corrode or spread ap 

RUBBER HANDLE GRIPS—Protects hands from heat or cold and affords a pe are ng iy tom 
trol. © EASILY ASSEMBLED—Can be assembled, following assembly instructions, Bef sites 


the user. 








DELIVERY COSTS ># sit : ASSEMBLY COSTS 


Because waste space . Ke Your customer does 
is held to a minimum oh Vi ee away with them by 
delivery costs are Pee & , fr performing all of the 
drastically reduced a i easy but time consum- 
The package invites ° Se. ing functions 

the customer to ‘‘take : 

one home" in his car. 


LIZABETHTOWN, PENNSYLVANIA can ae 


Here’s the hottest padlock buy 
in town! Corbin Red Padlocks 
that'll sell like hotcakes from 


R 3 ?) uw OT VALU 3 the moment your customers 
f 


or see them! “See them”, 
ie HARDWARE WEEK did we say? You bet your 
customers will see them! 
Just put these Corbin Red 
Padlocks up in your store on the 
brightly colored display boards 
that come FREE with your first 

















order! It’s an eye-catching idea 
that will keep your cash register 
jingling during Hardware Week 


and any other week! 


But don’t delay! There may not 
be enough Corbin Red Padlocks 





to go around ... be sure you get 
yours by ordering from your 


jobber now! 


Corbin 
Cabinet 
Lock 


DIVISION 


CORBIN 





(@lott-.old-Mitolllc Me l{-Ieae Li miilstiol Ask your jobber to ship a FREE The AMERICAN 
124 in width. Baked on red en display board with your first 


rolnalci Ma ilalLiaMeeslalela 4(- tel a= Mm alel ae, order of six or more Corbin Red HARDWARE 
ened steel, zinc plated. 6 pin tole llolad KPa RaleMelttolioh 2iela-m elalali CORPORATION 
)U 


tumblers. Corbin Red Padlocks ed yellow and black. Y can 


olacmmeh Zell tole) ismiamela lly, as nang alti melaeaie late Mialstuamela y ( 


New Britain, 
Connecticut 


ey ( alsre} counter. The top section®can be 
f Liaeitlaa: er removed after imlelaenvzelas Wee 
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we “P*/ DISPLAY COILS 


for a welcomed improvement 


ay not “Blue Heart” Manila flee hackagiat 
xdlocks and “Red Heart” 


Sisal Rope 





you get 


our a) Smaller sizes in “Blue Heart” Manila and “Red Heart” Sisal 
Ropes, put up in unique hexagonal packages that are wel- 
comed alike by both trade and consumers. Simple removal of 
two flaps produces eye-catching contrasts in a container that 
can be easily moved about and readily displayed almost any- 
where —on counters, floor or shelves. Yet the rope stays 
securely coiled and protected until the last foot has been drawn 
out and sold. 


Though occupying little space, these attention compelling 
cartons store rope with entire safety, while they literally 
remind all who pass of possible rope needs. Customers ap- 
preciate the way these silent salesnien place good rope right 
where they can take the ends into their hands for comparison. 
And industrial users of the sizes furnished, are inclined to 
order unbroken cartons because they provide perfect storage 
units in the stock room. 


H & A Display Coils available in 4 inch (1000 ft.); % inch (700 ft.); 
¥_ inch (500 ft.); Kg inch (380 ft.); and 2 inch (260 ft.). Furnished in 
either “Blue Heart’’ No. 1 Manila or “Red Heart'’ No. 1 Sisal. Ask 
your supplier for details; or write direct for complete trade information. 





’“Blue Heart" cartons colored blue 
and silver. “Red Heart” cartons 
colored red and silver. Dimensions 
of carton, 15”x13""x6%4". Approxi- 
mately 20 Ibs. of rope in each coil. 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. @ OMAHA, NEB. @ MINNEAPOLIS, MINN. 
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SIMONIZ’ ROAD RAVAGE Campaign now in full swing... 


— YOUR BIG SELLING 
SEASON IS HERE! 






























































STOC 

LOOK HOW MUCH YOU MAKE ia 
on these ee ies po 

- H avori @ FLIT 
nationally advertised soni ae 
ncn PASTE KLEENER Insec 

SIMONIZ LIQUID KLEENER Hold: 

94 e — 

10. or ev 

$10.94 $ vast 

eer e | caw 

YOU SELL $16.56 $16.56 that « 
PER CASE EE @ Back 
e i 

you MAKE | $5.62 $5.62 a 
PER CASE | Order e 
—dget re 

BIG FLI 


Simoniz profits bigger, better NEW 
than ever...get yours! - FLI 


Huge Ad Campaign 
is reaching over 31,000,000 Readers 


Simoniz’ big smashing ad campaign is warning your 
customers about Road Ravage—telling them how 
Simoniz protects and beautifies car finishes as no wax 
or polish can. 





This red hot Road Ravage campaign is designed to 
reach and sell millions... in Life, Look, Collier’s, Satur- 
day Evening Post... in Better Homes and Gardens and 
in Sunday Magazine sections in huge metropolitan mar- 
kets! Be sure you’re prepared for this big selling season 
—have ample stocks on hand. Don’t miss the big profits! 


Order your supply of Simoniz today! 
® Trade Mark Reg. U.S. Pat. Off. 
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JOIN FAMOUS 


Flit Profit Pa 


FEATURE FLIT— Get ready for BEST 
and BIGGEST SALES YEAR EVER! 


STOCK THE COMPLETE FLIT LINE 


@ FLIT with Lindane for fast action (in pints, quarts 
and gallons). 


@ FLIT With 5% DDT. 


@ FLIT Aerosol Bomb—Handy, highly effective 
Insect Killer. For easy push-button spraying. 
Holds 12 ounces. 


e Sturdy FLIT Sprayers—10 and 20 ounce sizes 
for every household use. 

e A SHELF-STANDOUT in ’50 . . . in sparkling NEW. 
Red, White, and Blue Containers! 


@ A SURE SELLER for °51... a popular item 
that customers will want! 























4 


@ Backed by a Strong Advertising Campaign. xg 


@® POWERFUL POINT-OF-SALE SUPPORT. 
Colorful, Attractive Displays, 
Streamers, and Cards. 


Order early from your wholesaler 
—get ready now for your 


BIG FLIT PARADE 


" 
Cand 


NEW LOW PRICE 4, ‘=s 
mo. & 


Se 







SIAN 







an cite ili as 


v¥ quick : 
ce \ cai 








THE WORLD’S LARGEST SELLING HOUSEHOLD INSECTICIDE 


HARDWARE AGE, MARCH 22, 1951 Sl 




















THE SHAPE OF 


PROFITS TO COME 


SHORT PATTERN 
4 PIECE SET...No. 6140 MH 












Scientifically shaped for work in close 
quarters, these well balanced short 
wrenches practically sell themselves. 
12 point openings. Specially treated 


tool steel provides longer life. Openings _—_ Length Finish Weight 


4“ x H% ae Bright with 8 oz. 
yx Ks Highly Polished per set 
yx %, 386" Ends and Smooth 

%x% 5! Finished Sides 





Each set wrapped in heavy Kraft paper. 


YY 


HANDY-SHAPED BARCALO | 4, 
SELF-SELLING 4 Ae 


BOX WRENCH SETS © 


/ 



















Openings Length Finish Weight 


%6 x Ke 76" Bright with 2 Ibs. 3 oz. mm. 
44 x Xe Wie" a pe Polished per set . hs 
@ xX 6 10%” Ends and Smooth 
Box % = 12%" Finished Sides LONG PATTERN 
Mx He 13K" 


Each set wrapped in 
heavy Kraft paper. 


(fh ff 5 PIECE SET...No. 5645 MHP 


A real profit item that gives customers extra value 
for their tool dollars. These new Offset wrenches 


e | are shaped to make hard-to-get-at places easy to 
ee reach. 12 point openings allow new grip every 30 
GF degrees. Lots of leverage. Strong, durable, drop 


forged from “Special Analysis” tool steel. 
l4 ORDER THROUGH YOUR JOBBER TODAY! 
f 
ie / 


Sie 4” 





BARCALO MANUFACTURING CO. 


BUFFALO 4, NEW YORK 
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NEW HOLE FILLS BIG DEMAND! 





Stanley Button-Tip Hinges 


At last . . . Stanley has developed the hinge 
that ends all bother! A hole drilled in the 
lower tip of the new Stanley Button-Tip Hinge 
makes it easy to tap out the hinge pin. 





Point out this new feature to your customers. 
The hole is a time-saver in hanging doors. It 
simplifies removing door from frame and elim- 
inates chance of marring finish of butt or pin. 
Keep a stock on hand, they’ll sell fast! 








THE STANLEY WORKS, NEW BRITAIN, CONN, 


STANLEY 


Reg. U. S. Pat. Off. 





HARDWARE + TOOLS + ELECTRIC TOOLS - STEEL STRAPPING * STEEL 
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TOASTMASTER 








AUTOMATIC TOASTER ADVERTISING EXPENDITURES 
IN MAGAZINES AND NEWSPAPER SUPPLEMENTS 


1939 THROUGH 1950{ 


tSource: P. I. B. 





ALL OTHERS 
(14 BRANDS) 





...why The Demand for TOASTMASTER Toasters 


Perhaps you, like so many distributors and 
retailers, have wondered why the postwar 
supply of ‘‘Toastmaster”’ Toasters has never 
caught up with demand. Here, briefly, is 
the answer: 
EXPANDED MARKET 

First of all, the market has been greatly 
expanded over that of prewar days. Mil- 
lions of marriages, the creation of millions 
of new families—all with sizable increases 
in spendable income—have had their effect. 


AGGRESSIVE ADVERTISING 
Now, to this greatly expanded market, add 
“Toastmaster’s” outstandingly aggressive 
advertising program. The chart shown here 
is eloquent proof that through the years— 
regardless of general business conditions— 
“Toastmaster” has continued to promote... 
promote... promote. And for just one rea- 
son—to maintain ““Toastmaster’s’’ unques- 
tioned position of leadership ...to build 
preference for this product years and years 
ahead of purchase... to make it always the 


Still Exceeds Supply 


easiest of all toasters for you to sell. 
INCREASED PRODUCTION 


Yes, we have constantly increased produc- 
tion. Every single ‘“‘Toastmaster’’ Toaster 
that we could produce from greatly expanded 
facilities has been made—consistently, of 
course, with “‘Toastmaster’’ quality. And 
yet demand goes on and on. 


CONTINUOUS PROMOTION 
Suppose we cut promotion—suppose we 
stopped advertising during the years when 
we couldn't satisfy consumer demand. What 
a whale of a difference that would make in 
your turnover and sales. As the years went 
by, you'd find it increasingly difficult to sell 
“Toastmaster"’ Toasters. People wouldn't be 
as eager to buy as they are now. Those “‘good 
old days” would be just a happy memory! 

SOMETHING TO SHOUT ABOUT 
But if every item you carry was presold to 
the extent that the ““Toastmaster’’ Toaster is 
—if every manufacturer's merchandise you 


handle was as well advertised and in as 
strong demand—wouldn’t you be in clover! 


THE LONG AND SHORT OF IT 

We promise you this. We'll make all the 
“‘Toastmaster’’* Toasters we possibly can. 
However, there will be no compromise in 
quality. We’ll promote them to the limit. 
From long experience, we know that if we 
create demand for you—you'll find it profit- 
able to feature “Toastmaster” products in 
your own promotional programs. 


TOASTMASTER 


Products 


*°TOASTMASTER™ is a registered trademark of McGraw 





Company, makers of ‘‘Toastmaster” Toasters, ‘Toa * 

and “Scotch Knight" Water Heaters, and other ‘Toast master 

Products. Copr. 1951, Toastmaster Prooucts Division, 
McGraw Electric Company, Elgin, Illinois. 


Electric Housewares —eimst cnoice For Every GIFT occasion 


54 
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season 


Home canning —aking 


WHEN YOU FEATURE FEDERAL 


BLUESTONE CANNING EQUIPMENT 








tune 















“Home-Canning” Headquarters 





Make your store —~ 


Home-canning Headquarters! 


This year, with food prices so high, home-canning will 
be big business. You can turn this trend into a real 
moneymaker by planning now to make your store head- 
quarters for home-canning equipment in your community. 





It’s easy to set up a 
special department! 


Start with plenty of popular-priced Federa/ Bluestone 
canning items... Cold Pack Canners, Preserving Kettles, 
Colanders, and large multi-purpose Dish Pans. Then com- 
plete your display with large wooden spoons, paraffin, 
Mason jars, jelly glasses, jar rings, cooking thermometers, 
jelly strainers, kitchen tongs, and other related products. 











It’s smart to start NOW! We.’ 


Order your Federal canning equipment now so you'll be ready for 
business when the season starts. See your jobber or contact us. 
- - 


a, 







eee 








) 


Lipien 


BLUESTONE 


7he PORCELAIN ENAMEL ON STEEL UTENSIL 


FEDERAL ENAMELING & STAMPING COMPANY 
PITTSBURGH 30, PA, 
The only line of enameled ware nationally advertised to the consumer! 
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Guilt for sales... pticed for prorits / 


Once your customers see a Kimble Glass 


Bar and compare, they buy! 


For Kimble Glass Bars have rounded 
ends and spun-on chrome fittings. Their 


priced to stimulate sales . . . give you a 
generous profit margin. 


Decide today to display Kimble Glass 
Bars on your counters and in windows. 


“4 
eo 
aie, 


Ets Kimble Deluxe Glas 
Ree. Bars 4 crysto 
glass 


smooth, clear glass and chrome fittings Order the quality line, made by one of 
protect the sheerest stockings or finest — the world’s foremost producers of pre- 
towels. cision glassware, from your wholesaler 


Better yet, Kimble Glass Bars are _ or write us direct. 


A GLASS BAR FOR EVERY PURPOSE= AVAILABLE NOW! 


2 - 
aiaininnanininniniienimmmtemmaiaaainin er = = — =—— 


6 - rr a 








Kimble Bent-End Glass Bars—'"crystal Kimble Double-Purpose Glass Bars —crys- 
or opal glass with strong, modernistic metal _tal glass with adjustable fittings for partial 
fittings. 18" and 24" lengths. or full-length use. 24" long. 

Kimble Button-End Glass Bars—crystal or 
opal glass with adjustable metal fittings. 
18" long. 


KIMBLE GLASS otore001, ono 


Division of Owens-Illinois Glass ¢ ompany 











What's in a sale? Many things, na- 
turally, and one of the most impor- 
tant factors is a quality product or 
line. That's why the 60 year tradi- 
tion of Schumacher quality window 





, screens and screen doors works for 
‘REDDY-LOC"’, a Schumacher spe- you ... gets your sales story off on 
cial, locks at any adjustment — 
releases at a thumb’s touch, and 
prevents annoying screen rattle. 
“REDDY-LOC” also eliminates the 
possibility that children will 
push out the screen or fall out 
the window themselves ... 
features that mean value to your 
customers, bigger sales to you. 


reen doors 


A familiar item in your sales 
book:.,. . Schumacher screen 
doors with blind mortise and 
tenoned construction — with 
flush beaded moulding on every 
pattern. Tightly stretched, ma- 


the right foot. You and your custo- 





mers can count on Schumacher 


window screens and doors... which 





means you can count on sales. 











quality 
household screens 
and ventilators 
for 

sixty years. 





\ PRODUCT yy ise 











chine-rolled wire cloth adds to Th 
the rigidity and strength of time- Frict 
tested Schumacher doors. 

to mee 
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DUTCH BRAND / jpe,2421.— 


and DISPLAY CARTONS attractively 
merchandise for greater sales 





DUTCH BRAND Dispensers offer a complete electrical tape department 
on small counter space. It’s the most attractive ... the most practical dispenser 
on the market today. It has the kind of attention value that results in extra sales. 


DUTCH BRAND Dispensers are available in two sizes. . . A Senior Model contain- 
ing 24 rolls each of No. 1 and 2 and 12 rolls each of No. 4 and 8... A Junior 
Model that contains 36 rolls of No. 1 and 36 rolls of No. 2 DUTCH BRAND 
Friction Tape. 

If you do not have a DUTCH BRAND Dispenser in your store, order one today. 


If you already have a DUTCH BRAND Dispenser, 
be sure to keep it well stocked. Order from your OUTCH SRamD 
jobber today. Household 








a 


Sheep g 7 fons 


Display DUTCH 





In practical sizes and packaging 
for retail consumers, 
contractors, and industrial ysers. 





VAN CLEEF BROS. NC. 


Manvilacturers Rubber Products... Est, 1910 
The Three Electrical Tapes cmeaed 4. Ca 


Friction — PLASTIX — Rubber 
to meet all electrical requirements 
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YOU CAN GET DELIVERY 


ON THESE FAST MOVING ITEMS 


If You Order NOW! 





Gem Dandy Deluxe and Standard 
Models churn up to 6-gallons of 
whole milk or cream. real time 
and work-saver for the farm home. 
Heavy-duty, cool-running motor. Ad- 
justable, aluminum shaft and dasher. 
We are filling distributor's orders 
promptly, and you can get prompt 
delivery on these fast-selling, big 
profit items. Order today. 


a 


DELUXE MODEL 


White motor. Switch in cord. 
Recommended dealer cost, 
hae y Suggested Retail price, 
$21.95. 


STANDARD MODEL’ 


Black motor. No switch in 
cord. Recommended dealer 
cost, $12.32. Suggested re- 
tail price, $18.95. 





Duraglas containers 
MODEL. 4-QT churns 3 quarts of cream sold separately. 3- or 
or whole milk. Heavy-duty, cool-run- 5.2], sizes. Dealer 
ning motor. Mixes most anything. cost, $1.80 
Complete with p- Recommended ‘ oneal 
dealer cost $11.30. Suggested retail 
price, $16.95. 


ORDER TODAY FROM YOUR DISTRIBUTOR 
ALABAMA MANUFACTURING COMPANY 


Dept. A-189 Birmingham 3, Ala. 


M DANDY 
GEM | CH U R N 
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THE OUTSTANDING SHALLOW 
WELL PUMP OF THE DECADE 


THE PEERLESS 


Water Ring 


ONE OF THE COMPLETE LINE OF 
PEERLESS WATER SYSTEMS 





Manufactured under 
R. Moineau’s patents, Robbins 
and Myers, Inc., sole USA 

and Canadian licensee. 


FOR CONVENIENCE and LONG LIFE 


1. The Water King is Self-Priming! 


2. The Water King operates at half 
the usual pump speed! 





Sell the operating convenience and the CAPACITIES: 
extra life afforded by these two of the Up to 860 gallons 
many features of the Peerless Water per hour. 

King system and you'll make your cus- — 


tomers Water King boosters for life. 
Water King’s positive displacement 
method of water lifting is silent in 


Up to 20 feet. 


. <r ; ‘ Suitabl PRESSURES: 
operation, positive in action. Suitable pte denen 
even for wells pumping some sand in or mere. 


suspension. Write today for details of 
the complete Peerless line of water 
systems, cellar drainers, general utility 
pumps. Ask for Bulletin B-588-1. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Address Inquiries to Factories at: 
Los Angeles 31, California and Indianapolis 8, Indiana 


MOTOR SIZES: 
V4, Va, V2 h.p. 


St. Lovis, Phoenix; Dallas, Plainview and Lubbock, Texas; 
Albuquerque, New Mexico 


pttRlisc Offices: New York, Atlanta, Fresno, Los Angeles, Chicago, 





FILL ALL YOUR CUSTOMERS’ NEEDS WITH 


WATER SYSTEMS 


THE COMPLETE LINE 
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860 gallons 
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20 feet. 


SURES: 
40 pounds 
re. 
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, V2 h.p. 


ISION 
PORATION 
8, Indiana 


les, Chicago, 
bock, Texas; 





22, 1951 











THE REVERE WARE 
FAIR SHARE PLAN 


A Statement of Policy 
on the Distribution of Revere Ware 


As defense orders account for more stainless steel and copper there’s going to be less 
Revere Ware. How much of the available supply will you get? Our policy has always been for 
each customer, regardless of size, to receive his fair share of Revere Ware. This policy 
will continue as long as we are permitted to manufacture Revere Ware. 

To carry out this policy under present conditions we have inaugurated 
. the Revere Fair Share Plan. Here’s how it works. 

We have taken the total dollar billings covering shipments of Revere Ware to each of our 
customers, for the first eleven months of 1950, and this figure will be divided by eleven, with the 
expectation that each customer will receive approximately every thirty days, one-eleventh of 
his total dollar purchases during the first eleven months of 1950. 

In other words, if a customer bought $11,000 from us during the first eleven months of dast 
year, he is entitled to monthly shipments in the amount of $1,000. It will be necessary for 
our Sales Department to select from his order enough of the ayailable items to total $1,000. 
This plan may not entirely meet your needs but we believe it assures 
you of your fair share of our production. 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division 
Rome, N.Y. 


OME IOS LOREEN RAE NR MEER Re 


ES PRS ROE IE GENO RO RE EL A PRR SOT, 
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“Arvin O height 


PATENT PENDING 


adjustable all-metal ironing table 


An entirely new, revolutionary method of 


operation provides easier, greater adjustability 


Style 1400 table adjusts in seconds—with touch 
of finger or foot—to any of 9 different heights... 
Provides made-to-measure ironing comfort for 
EVERY woman, tall or small, standing or sit- 
ting ... Locks automatically and stays locked 
when lifted or moved... Opens or closes with 
one easy motion... Frame folds flat within table 
top... Hundreds of moisture vents in big 15x54’ 
surface speed ironing... Light-weight, all-metal, 
no-wobble construction . .. Handsome, durable, 


Gentle thump Horizon Blue enamel finish . . . Priced for fast 





or foot pres- sales, big volume. 


Nationally Advertised 
Send for our complete catalog 


sure with one 
easy motion, 
adjusts table 
to any of 9 
heights—while 
opening or in 
ironing posi- 
tion. 








Monviactured by 


ARVIN INDUSTRIES, Inc., Columbus. Indiono 









DISTRIBUTED BY Sabpuaaton & 


AMERICAN FURNITURE MART, CHICAGO TI + 








Formerly Nob Sporks Indusire 
CG, ne. 


1107 BROADWAY, NEW YORK CITY 10 * WESTERN FURNITURE MART, SAN FRANCISCO 3 















@ METAL CHROME PLATED DINETTE SETS 
TAL IRONING TABLES 
TAL OUTOOOR FURNITURE 








Keeps out hot 
sun rayS... 


wb “| Brings in 
‘ gcRe" nore PROFITS! 


NO OTHER SCREEN 
HAS ALL THESE 
FEATURES! 


@ Aluminum construction ' 
throughout — using Kaiser 
Shade Screen 


ie Angled Louvres deflect heat, 
i eliminate glare 










@ Easy to install 
@ Fingertip control 


@ Each screen individually packed 
in tube for easy storage. 


d 
, on Han 
pdequote OER How tor 


KHP TENSION 
BAR SHADE SCREENS! 


e JOBBERS e AGENTS 


eel 


e DEALERS 
WRITE, WIRE, PHONE FOR DETAILS 


KHP MILWAUKEE STEEL CO. 


4600 W. MITCHELL ST. MILWAUKEE 14, WIS. 

















A WORD 
TO THE WISE 








CORD SETS 


mt -Xenilalale Miili-te]aelMelil-es oli -ra-) 
molded-on plugs, sure contact 
spring action blades, and U-L 
approved cords. Units like 
these are specified by foremost 
foley ol ifolare-Mukolilthiclaitic-1c eam lil-t1e 
over-all QUALITY spells SAT- 
ISFACTION to your customers. 


=< 
—< 

\\= 
= 
— 
= 
— 
— 
— 
— 
a 
\ A 


— 


All flexible cords also avail- 
able in convenient lengths, on 
attractive metal spools for fast 
relate olgehiice]o)(-Muae cole) (ole (- Mam ol IT TE 
ness. Write for catalogue 


CORNISH WIRE COMPANY, wwe 
50 Church Street, New York 7, N. Y. 


- 
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Yes— gals go, in the first place, for 
what they know...and go farther for 
what they know is better! More than 
20,000,000 advertising messages fre- 
quently, in publications like THIs 
WEEK, PARADE, PATHFINDER, tell 
the gals of all America — your cus- 
tomers — all about Wheeling Ware, 








° NATIONALLY FAMOUS! 
¢ NATIONALLY ADVERTISED! 





tell them, too, what's better about it! 
From there, experience takes over! 
Not only do they buy Wheeling Ware 
— good for you! —they come back to 
buy more—even better for you! That’s 
why we say: Stock Wheeling Ware 
and you'll soon be aware of more 
traffic, more sales, more profits! 








DRAINATUB SQUARE TUB MOP BUCKET TWIN PAIL DUB-L-TUB 
Atlanta Boston Buftale Chicago Columbus Detroit Kansas City 
Louisville Minneapolis New Orleans New York Philadelphia Richmond St. Louis 


WHEELING CORRUGATING COMPANY: WHEELING, W. VA. 
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All "Most Desired”’ 
Features in 
1951 Deluxe Line 


MARQUETTE 


@ Giant Frozen Food Ca- 
pacity 58 Ibs. 

@ Full Width Self-Closing 
Freezer Door 

@ Roomy “Quicker-Chill” 
Tray 

@ Flexible Aluminum Ice 
Cube Trays 

@ Convenient New “Flip- 
Flex” Shelf 

@ Sparkling Triple-Plated 
Chrome Shelves 

@ Spacious Bottle Storage 
Space 

@18 Quart, Full Width 
Super Crisper 

@ Quiet “‘Thrifty-Power” 

Unit 









MARQUETTE 
Deluxe 


Refrigerator 





MARQUETTE Super Deluxe Refrigerator 
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TAILOR-M ADE FOR THE You can be proud to recommend these 
beautiful 1951 Marquette Appliances to 

HARDWARE TRADE eee your customers. And your customers 
can be mighty proud_to own any of the 

tits: / appliances in this sparkling new Marquette 

BEST for Pro | line. In every way, Marquette represents 
the utmost in quality and value.. In fea- 

tures... performance...style...economy 


70P9 P S / N Qua / | ty! BR ore leads the way to more 


New 


MARQUETTE 


“Space Saver” 


HOME FREEZERS 


A standout in the Marquette '51 
line! First with more storage space in 
less floor area! Three outstanding 
“Space Saver” Models, 9 cv. ft., 15 cu. 
ft., 22 cu. ft. 




















MARQUETTE MARQUETTE MARQUETTE MARQUETTE MARQUETTE 
Electric Gas Washer Electr lrone 
Range Range Water Heate 


Marquette Syppliancer, Sune. 307 EAST HENNEPIN MINNEAPOLIS 14, MINNESOTA 
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HERES EVERYTHING 






FOR HOUSEHOLD LUBRICATION 
LOCK-EASE 


GRAPHITED 
LocK FLUID 


: nds of locks 


sticking, rust 






e Protects all 
against freezing, 
and wear: sdal graphite 
Conte — ows and 
in a 










' hhown, 
List 35¢ for merch te cans. 


catching eS with each doz 





rust- 





lubricates, 


etrates, 
Pen toil on the 


—the fines 
for home and shop- 
rapidly, converts 
odied, long-wea™ 
“Runs in— 





proofs 
market 
Pen etrates 

to a full-b 


ing, rust proofing film. 





t run out.” 

ard does the #¢ 
trolled flow” can 
m. Ties in per 
SE to give you 
a jubricatio 


ling for yo™ 
that delivers 
fectly with 
everything 
n jobs. 


wor’ 


r display © 


ree colo 
Th “coal 


sot 30¢ for 4 02. 
it by-drop oF steady oi 
rop- ; 
pOOR-EASE and LOCK-E 


usehol 
customers need for ho 
your 





Ask your jobber or write 


direct for complete catalog data. 


AMERICAN GREASE STICK COMPANY 











“THERE’S AN R. MURPHY & 4 
STAY-SHARP KNIFE TORY & 





PLEASE EVERY r 
CUSTOMER”’ 





Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there's 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


Knife 





Training 
raining Roofing 
Knife 


TESTED 
QUALITY 
FOR OVER 
100 YEARS 








ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 








Muskegon, Michigan 





| 
SELLS FAST...BRINGS 


| 
MORE DOLLAR VOLUME 





the 10 |foot WHITE CHIEF 
BY CARLSON 


Customers want its extra usefulness... 
easy-to-read markings in jet black 
against snow white. Blade is acid-resis- 
tant, wear-resistant and crack-proof... 
changeable in 10 seconds... equipped 
with swing tip. The 10-foot White Chief 
is a sales leader. 





All Carlson Rules packed in fast-selling 
display cartons * * « Ask your Jobber. 


CARLSON & SULLIVAN, INC. 


MONROVIA, CALIFORNIA A 


Rule produced under 
patents 
2089209, 2510939 
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Tam Floor Sanding Rentals cute 





Today’s active floor sanding market 

offers an excellent and timely opportunity to 
cash in on floor sanding equipment 

rentals...plus the extra profits from sales 
of related items. Edger discs, sheets, 

rolls, varnish, shellac, paint, brushes 

and other products add plenty of extra profit 
to this easy-to-sell “package” deal. 


Floor paper and sanding discs by 
CARBORUNDUM Offer these special advantages, 
as part of the “package” deal: 
1 Quality known and accepted. 


2 Easy-to-use packages that save you 
time in supplying the right abrasive for 
every floor sanding requirement. 


3 Tested promotional material that adds 
impetus to your own selling efforts. 


Oly CARBORUNDUM 


TRADE MARK 


makes ALL Abrasive Products... 
Stock... Display... feature THE COMPLETE LINE 


“Carborundum’ is a registered trademark which indicates manufacture by The Carborundum Company, Niagara Falls, N.Y. 
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BEAUTY | 


PLUS 
OUTSTANDING VALUE 


This. fluorescent-lighted Ideal cabinet is not 
only exceptional in the beauty of its design 
but also represents an outstanding value in 
cabinets for better class homes. 











Its chrome plated finish, both inside and out, 
contributes greatly to its attractiveness. In 
fact, we have no hesitation in saying that 
there is no more beautiful cabinet on the 
market today, regardless of price. 


Other features are: Adjustable shelves. Cop- 
per-backed mirror. Piano hinges. Cushion- 
spring door stop. Razor-blade drop. Con- 
venience outlet. All wires encased. 


> @ Write for descriptive 
literature on our complete 
line of bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 








7722 JOY ROAD 


aN: lad 























Gueranteed 


S200 soreness OP 


@ Top-quality, outstanding beauty, distinctive fea- 
tures, complete line, nationally advertised, compet- 
itively priced. Leads in value. See your distributor 
or write us for full information. 





SHIRLEY CORPORATION ~« INDIANAPOLIS 2, INDIANA 




















© BRING BIGGER PROFITS TO YOU 
© DESIGNED TO DO A BETTER JOB 





























DETROIT 4, MICH. 


KantLeak Products ...a proven 

line of brass valves and fittings — 
designed in various sizes, — 
shapes and types to meet all & 
requirements. To keep up with ~~) 
demand, Anderson Kantleak = 2 
Products are being produced in ¢ 


ever increasing volume .. . 

lowering your costs ... increas- 

ing your profits. 

@ KantLeak Valves...designed — 
with solid bottom and packed ~ 
top ... the ideal shut-off for ~~ 
hard to hold fuels. i 


KantLeak Tube Fittings .. . 











manufactured true as to 
thread dimensions and size 
to meet the most exacting 
conditions. kes 
See your local jobber or write to us for — 
further information 
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SANITARY 


NDIANI 


Att Pieasic a SEAT 


SANITARY plastic bumpers 
SANITARY plastic hinge 
SANITARY all enclosed design 
SANITARY unt-mold construction 


tary «N 


The 
Solid Type Se 
os 


More BEAUTIFUL 


CENTURY PLASTIC PRODUCTS, INC. \\ vor eNe® 


because if 1 


8219 ALMIRA AVENUE . CLEVELAND 2, OHIO FULLY ENCLOSED 
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I sell 
the finest... 
| sell 
DEMPSTER! 








because my customers want 
quality water systems... 


My customers seem to want every last dollar's 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer’s favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it. 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


SHALLOW - WELL 
JETMASTER — Only 
one moving part. No 
















special pressure tank 
needed. Easily installed 
and exceptionally 
efficient. 


DEEP-WELL JET- 

MASTER — Ideal for 
offset installation, or to 
be set directly over the 
well. Unusually simple 
in operation — only one 
moving part. 











DEEP.WELL WATER 
SYSTEM — Positive 








lubrication. Modern 

design. Available for / 
electric motor or gaso- 
line engine operation. 
Can be supplied with 


windmill attachment. 





PUMPS — Impellers 
are semi-enclosed for 
greater efficiency. Bal- 
anced drive shafts ride 
on double Timken Bear- 





Pumes-inoeiers 




















ings. There areno better 
irrigation pumps made 
than Dempster Centrif- 
ugal Pumps. 





America’s Quality Line of Farm 
Water Systems 


Pumps ® Tanks ® Windmills © 
Irrigation Equipment 


DEMPSTE 


WATER SUPPLY —<upPLY EQUIPMENT 






DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebraska 
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AENNSTALK 


WASN’T GROWN WITH 


auiaere 


Super- Refined 





@ WHITNEY’S Excelsior Seed for reg- 
> ular lawns, Sylvan Seed for shady lawns 
and many other mixtures have high 
germination features that grow true lawn 
beauty. The new transparent plastic 
package lets your customers see before 
they buy. Our national advertising 
and FREE Dealer Helps will make 

AB your seed profits grow. Write today for 
) complete, helpful details. 






INC. 






ma tapeeaet’ = WHITNEY SEED CO., 
“Qo Buffalo 5, N. Y. 





HARDWARE CLOTH 

. every wire round 
and true to gauge... . 
uniform mesh .. . free 
from bulges . . . straight 
selvage ... heavily and 
brightly galvanized 
the Wright way. A 
Wright product all 


the way from rod 


STEEL & 


GE WRIGHT wee co 


WORCESTER * MASs 
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j here’s a pointer for 
greater mower profits 

































INC. 





JACOBSEN 14 


i WN ki — 24-inch 

inch : NG TE 24 

rugged "8 width, Big aa FAC aeN a Tops for land- 
oF wide open areas cutting eis. formal gardens, 


scaped lawns, 
close trimming work, 












37 RO- 
JA THINGTON idth. 
ting width, FARK 30—30.inch ev, JACOBSEN WOT inch cuting "eed 
ting — estates, eensor® 9FOS5 cut. TARY D a gross 


A ig-are 
Available with  siqreteries, parks, Built for big 


for 66-inch el ts wing mowers 











Jacobsen-Worthington builds power mow- Specialized equipment includes the power 





, 1951 





ers for every grass-cutting job — side 
wheel and rear drive reel-type mowers with 
cutting widths of from 21 to 30 inches... 
rotary disc mowers ranging in size from 
18-inch to the multi-acre, 62-inch machine. 


lawn edger; power unit with leaf mill, reel 
mower and sickle attachments; heavy-duty 
power scythe and a full range of power 
mower attachments... Write immediately 
for your copy of “The Jacobsen Story.” 


JACOBSEN MANUFACTURING COMPANY 


Racine, Wisconsin 
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CAMPBELL-HAUSFELD 
SPRAY PAINTING OUTFITS 


AND 


PORTABLE AIR COMPRESSORS 


ee 


J 
NP-Wile)hP-Vaad / Ii: 
ADVERTISED 





Hardware dealers 
from coast to coast are 
cashing in on the na- 
tional advertising of 
Campbell-Hausfeld 
Spray painting outfits. 


Order them 
from your jobber. 
Show them in your 
_— department. 

our customers 
will buy them for 
— houses and 
arns, automobiles 
and tractors, lubri- 
cating automobiles 
and farm imple- 
ments, inflating 
tires, killing weeds, 
spraying poultry 
pens and live stock. 






Pressure princess 
model no. 1-C 





at 


Four models attractively 
riced. Precision built for trou- 
le-free, lifetime service. Stock 

and display them all. Complete 
inventory means steady turn- ’ 
over and good profits. 






pressure maid 
model no. 50 


Write for catalog and 
price list, giving your 
jobber's name. 


tankmobile medel no. 5-W 


THE CAMPBELL-HAUSFELD CO. 


215 RAILROAD AVENUE HARRISON, OHIO 
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SOARD SCREWS 
are The Quality Line 








and Wide Size Range. 


wooD SHEET METAL 
SCREWS SCREWS 


Range from 0 Available in all 
Diameter through standard head 
30 Diameter and styles, materials 
up to 6” in length. —_ and plated finishes. 


Contact your nearest jobber or write direct 


THE SOUTHINGTON HDWE. MFG. COMPANY 


Since 1867 SYolUhi elise (olan Grolalap 








Ne inelel-liiiels acsilacmstAe 


ayn presents KEILSON™ 
MAIL BOXES 
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AMER-¢/2s 


REPLACEABLE AIR 





1. AAF ENGINEERED! 


Designed by the acknowledged leaders 
in air filtration, AMER-g/as Filters are 
better filters — extra-resilient body for 
longer service . . . continuous, inter- 
laced white glass filament . . . thermo- 
plastic bond. Patented viscosine coating 
increases dirt-catching efficiency. 





mean money in your pocket 





2. HOSPITAL-WHITE! 
AMER-glas filters are “hospital- 


AMER-glas filters are easy (and 
more pleasant) to handle. No 
prickly slivers, no unpleasant odor, 
no “greasy feel’. You and your 
customers too, will appreciate this 
clean-looking, clean-feeling filter. 


white” . . . look clean .. . outsell 
other leading brands on eye-appeal 
alone. See for yourself! Slip an 
AMER-g/as filter in the colorful 3 
dimensional display . . . then get 
set for extra sales, extra profits! 








4, SELLING AIDS! 


AMER-glas filters offer you com- 
plete selling aids — envelope 
stuffers, counter displays, window 
streamers, newspaper ads, radio 
spots. All material is customer- 
tested, sells “health”, “fuel sav- 
ings” and “easier housecleaning”. 


the AMER-¢/2s 












COMPANY, INC. 
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distribution policy... 


The AMER-glas filters are sold 
only through leading distribu- 
tors, each servicing his deolers 
For the further convenience of 
dealers and distributors, 
ore American Air Filter Repre- 
sentatives in 65 principal cities 
(listed under ‘‘Air Filters’’ in 
your classified phone directory). 


An Grugnceced product of 


there 


Pcnesteuin Air Fitter 






The 
HOSPITAL-WHITE 
Filter 















5. BIG-VOLUME MARKET! 


There is an enormous and grow- 
ing market for AMER-g/as filters 
right in your own back yard. 
More than half of all warm air 
furnaces now being installed are 
forced-air units (in some areas. 
nine out of ten). 





AMERICAN AIR FILTER CO., INC. 
435 Central Ave., Louisville 8, Ky. 


Please send me complete information on AMER-glas Replace- 
able Air Filters. Show me proof of the profits! 


a 


ADDRESS 


-ZONE 


1 

1 

| 

! 

! 

I 

| 

| 

| COMPANY 
I 

| 

| STATE 
! 

i 














7 Here’s the new, easy, convenierit way to buy | 
the famous “X-L” Quality Standard Merchant. 
. Pipe Couplings! All sizes from %" to 2”, in 7 
. black or galvanized, are packaged—at no ei oI 


Sek ge, iy 





_ plings are easier to warehouse, easily identified 


- diate deleee 


emits: decal 
PRODUCTS COMPANY 


4 anEING, WEST VIRGINIA - 
















_ cost! 1%", 14"', 3%", 14" packed 100 to carton J 
ay" packed 50 to carton; 1” packed 30 af ie 
carton; 114" and 115"' packed 25 to carton; 2' 

' pcked 20 to carton. “X-L’’ Packaged Cou: 





oS 


ELM GROVE STATION sty 








_ Factory Wind ELM GROVE 3296, 


wits 


i ee ae 
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New CONGRESS LUBRALIFE 
PILLOW BLOCKS 








Permanently Lubricated 
Self-Aligning 
Throw away that dirty, messy oil can! Congress Pillow 


Blocks never require oiling, yet there Is no oil drip. 
They are rust free, quiet, trouble free, easily installed. 


© Perfect Alignment 

* Rugged Construction 
° Heavy Load Capacity 
* NO OILING! 


Oil resisting rubber grommets 
equipped with static dissipa- 
tor, to prevent transmission 
of any vibration of the ro- 
tating parts, are also avall- 
able 





The test tube at the right shows the acfual/ 
amount of oil contained In a %" bore 
Lubralife bearing. 

Write for Literature on Pillow Blocks and 


SPECIAL PULLEY ASSORTMENTS 





DIAMOND 
BORED 


CONGRESS DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 














YOUR CUSTOMERS ARE 


WATER CONSCIOUS 


FOR A FAST PROFIT, DISPLAY 











FAUCET REPAIR SETS 


STOP FAUCET DRIP QUICK—EASY! 


<n ~_ Oo 










@ NATIONALLY 


“> : 
Guaranteed by) AOVEkt Uno AT 
Good Housekeeping EVENING POST, 







GOOD HOUSE- 
KEEPING & other 
publications. 

Every o’MALLEY Faucet Repair Set car- 
ries the GOOD HOUSEKEEPING guarantee 
seal—including the O’Malley Repair 
PARTS CARD (39c), the O’Malley No. 3 
DRIP STOPPER SET (85c), the O’Malley 
ALL-PURPOSE FAMILY SET—both drip- 


> 





wor as ADVERTISED 





stopper and nu-seater tools and partse— 
($2.95 retail) ... A set for every purse! 
ASK FOR CATALOG FOLDER 


EDW. O'MALLEY VALVE CO. 


11948-50 S. HALSTED ST 












CHICAGO 28 
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It’s the one great quality your customers need in 


a water system. And with the F&W line you sup- 


ply them with unmatched dependability whether 


they have a deep or shallow well and whether 


they prefer a centrifugal-jet or piston type pump. 


And all these F&W water systems are great 





performers. Typical is the new F&W two-stage 
deep well pump shown on the left. It delivers 
high capacities at depths formerly reached only by 
more expensive three-stage pumps. Go on down 
the whole F&W line and you'll find the same 


high performance and that great quality of de- 





pendability that your customers need and want. 
Drop us a line and we'll be glad to send you full 
information on the line that sells and stays sold. 


FLINT & WALLING MFG. CO., INC. 


388 Oak Street, Kendallville, Indiana 





DEPENDABLE 
FOR 
85 YEARS & 


WATER SYSTEMS 
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@ Turner's complete line of 
blow torches...from the 
top-quality Double- Jet 
burner to a handy little half- 
pint model for the home 
craftsman... gives you a 
range of torches ideally suit- 
ed for every use and in every 
price classification. Several 
models feature Turner’s ex- 
clusive “Carburetor Control” 
..each one is built to ex- 
acting specifications for 
quality and performance. . 
each one is actually burn- 
tested before final check-out 
at the factory. Again this 
year — as in the past — you 
can look to Turnex’s 80th 
Anniversary line of torches 
(and fire pots, too) for the 
acknowledged product lead- 
ership that wins money- 
making sales and satisfied 
customers for you! 


No. 59 Gasoline 
No. 60 Alcohol 


See Your Jobber 
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@ PROVED Performance 
@ NEW Features 

@ BIGGEST Promotion 

@ LOW Prices 


— Wider (20° cut), lighter, single ad- 
enly $94.50! 







MODEL KG-S!1 
justment, sure-grip tires . 

MODEL K-10— Combination lawn-edger and hedge- 

trimmer — colorful... only $37.50! 






ROBERTON.. 


KING PNEUMATIC TOOL CO. 
2717 N. Ashland Ave., Chicago 14 







ASK YOUR JOBBER ABOUT KE-94 reel-type 
electric mower, plus gas and electric Retery- 
type mowers — ll surprisingly low priced! 








for over bed years | 


put Blp Ry. 
TOOLS a 














~. No finer — 
solid Drop- _ 
Forged Snips— 
at any price. 


MANUFACTURERS OF THE FAMOUS. - 








gg TOOL MFG. CO., INC. 


1573- ps NIAGARA i BUFFALO 13, N. Y. 


18B99-M 
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f, single ad- 
only $94.50! 


and hedge 
$37.50! 


GARDENEER TOOL RACK 


Made of heavy gauge steel. 
Keeps dozen tools neatly in 


place. Top member is slotted 
shelf mounted on two sturdy 
brackets. Bottom member has 
holes to receive handles. 
Mounts quickly and easily on 
16” or 20” studs, or masonry 
walls, 











Formerly Milcor Steel Company 
4063 W. BURNHAM STREET * MILWAUKEE 1, WISCONSIN 


and un- Baltimore 24, Md., Buffalo 11, N. Y., Chicago 9, IIl., Cincinnati 25, Ohio, Cleveland 14, Ohio, Detroit 2, 
*REG. U. S$. PAT. OFF. Mich., Kansas City 8, Mo., Los Angeles 58, Calif., New York 22, N. Y., Rochester 9, N. Y., St. Lovis 10, Me, 








*r 6 
RADE MARK PATENTS PENDIN 


iy The INSTANT-FLAME 


Home and Shop torch with the 
THROW-AWAY fuel container 


Introduced barely one short year ago, the amazing Prepo Torch has 
become one of the most profitable and exciting ‘‘traffic’”’ items ever 
to hit the trade. 

Safe, handy, economical, practical, Prepo has made “Torch pros- 
pects” out of every home owner, housewife, hobbyist, farmer, 
sportsman and a host of others. Literally the Torch of a hundred- 
and-one uses, it demonstrates in a jiffy, sells on sight, and every 
user MUST come back for more Prepo fuel—the ‘‘flame that comes 
from the throw-away can.” 


Look at these 
rome weer: : 


Throw-away fuel container. No dangerous 
handling of bulk fuels. Just slip in a full con- 
tainer of Prepo fuel. The container becomes 








the tank of the torch. 


Clean, odorless, instant heat. No pumping’ 


—no priming—no pouring. 
Tool box size—11 in. high, 4 in. in diameter. 
Weight, 12 pounds. 
Just open the valve and light. 2200°F. 
flame suitable for flowing silver solder. 
® May be used in any position— 
indoors or out. 


Long life—hours of burning time 
in a single fuel container. 


Every Prepo Torch owner is a sure bet 
to come back again and again for Prep? 
Fuel. Only Prepo Fuel can be used it 
the Prepo Torch. Containers cannot 
be refilled. They must be re »placed 
These repeat visits mean extra sales 
not only for Prepo Fuel Tanks—bu! 
for any of the items carried in you! 
store. Prepo forces the traffic—y 
get the extra sales. Like the “ 
blade’’ business, your profits 
Prepo mushroom as you increase the 
number of Prepo Torch owners in you! 
community, reason enough to display 
Prepo in your windows, on the cowl 
ters, feature it in your paint, how 
wares, hobby, sporting goods or 
departments. 
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1OW, NATIONALLY ADVERTISED 


‘0 Millions of Prospects... 


Prepo ads, in The Saturday Evening Post and 28 Metropolitan Sunday News- 
ers carrying This Week Magazine, will sell the safety and convenience, the 
of practical uses for the Prepo Torch to the 15 million men and women 
read these influential magazines. Hundreds of Post and This Week read- 
ive within your trading area. They'll see the first ad in the series in the 
| 14th issue of The Post—just when they need a Prepo Torch to help in 
r spring Clean-Up, Paint-Up jobs around the house. You can add many 

hese prospects to your steady, repeat customer list by featuring Prepo 
1 paint and putty, tools and garden furniture, and the many other 


lucts you sell. 


REPO Helps You Sell with 


ales Tested Merchandising Material 


Reprints of Post ads, eye-catching display car- 
tons, counter cards, folders for customer mail- 
ings and package inserts, newspaper mats, 
publicity stories, window streamers—all de- 
signed to tell your neighbors that you are head- 
quarters for Prepo Torches and Prepo Fuel 
Containers— are available to you without charge. 
Send coupon for merchandising folder and 
Prepo sales data, today. 


Order from 
Your Wholesaler 


 - 


eFOR ELECTRICIANS > 


FOR PAINTERS 
AND DECORATORS 


FOR AMATEUR 
BARBECUE CHEFS 


la ~ 
ie Ba 
Professional and industrial users 


acclaim Prepo—use Prepo Fuel daily— 


become automatic customers for you 


[-——— Send Coupon for Sales and Merchandising Folder ——- 


PRESSURE PRODUCTS corPporarion 
140 NORTH DEARBORN STREET, CHICAGO 
Send Sales Folder to: 


Store Name 
My Name 
Address " — 


I ees 














THE DEALER WE’RE 
LOOKING FOR? 


We are looking for a dealer to sell fine selected, pre- 
cision-made hickory tool handles. 


—and you are looking for customers you can satisfy 
and keep satisfied with tool handles of superior quality. 


FLEISCHMANN “Seasoned Hickory” Hano es fea- 


ture these outstanding advantages: 


Our handles are tough, strong, and unbreakable 

in conditions of regular use. No bending or 
warping. 

2) Manufactured exclusively from Appalachian 
Hickory, the finest in North America. 


» Our seasoning treatment adds years of service 
and durability. 


SUPERIOR QUALITY IN A PRECISION-MADE 
PRODUCT ASSURES YOU MORE CUSTOMERS. 


Convince yourself! Write for our pricelist ond for samples. 


— leischmann Handle 
| . 


Ce A Division of the Fleischmann Corporation 


‘rower bese : BALTIMORE 2 Mp. 
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YEARLY SALES 


Increases of 


iD 


tell the story— 


ROOTO IS REALLY DOING THE JOB 


1947 ROOTO Sales Increase over 1946 . . . 53% 
1948 ROOTO Sales Increase over 1947 . . . 56% 
1949 ROOTO Sales Increase over 1948 . . . 63% 
1950 ROOTO Sales Increase over 1949 . . . 71% 


ROOTO is a patented chemical that clears root-blocked 
sewers—and prevents root-blocking. Equally efficient in 
clearing kitchen sinks, laundry tubs, etc. Liquefies septic 
tanks. Packed in 25 Ib. drums, 62 Ib. cans and 2 Ib. cans. 
Your customers will demand it. You can't afford to let them 
down. So stock ROOTO now. Unconditionally guaranteed. 
Nationally advertised. No price increase since 1946. Write 
for literature. 


THE ROOTO CORPORATION 
600 Griswold Street, Detroit 26, Michigan 




















Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 
trade prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 
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by. . POWER MOWERS 
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im strong, zinc die cast alloy construction ‘ 
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HOME OWNERS, 
FARMERS, 
RANCHERS, ETC. 


IMPORTED CENSCD SWEDISH 


BUSHMAN BOW SAWS 


No wonder Gensco Bushman has become the fastest moving 
bow saw line in America. Its patented tooth design cuts easier, 
faster—stays sharp longer. Everywhere people are singing its 





praises for cutting logs, lumber and other general work. Rigid 
frames in sizes 24”, 30”, 36”. Adjustables in 42” and 48”. | 


In three styles: (1) Bushman patented blades for 
general work; (2) Nordic Raker blades for logs and 
heavy work; (3) Bushman special pulpwood blades 


REPLACEMENT 
BLADES 
for pulpwood cutting. 


Include extended handles in 30", 36" and 42" 
sizes. Tapered front styles in 30" and 36" lengths. 


Beautiful 3-color display rack that 
holds four sizes of bow saws—Given (J 
free with the purchase of eight saws 
GENSCO and six replacement blades. Indi- 
BOW SAW 
MERCHANDISER 





vidually packed. 





COMPLETE LINE OF GENSCO BUSHMAN PRUNING SAWS 


All saws feature the famous Bushman tooth design that cuts on 
forward and backward stroke. Styles include long and short 
handles, tubular extensions, pistol grip and folding handles. 






WRITE FOR LITERATURE WRITE FOR PRICES 





GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 39, Illinois 
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MAKE MORE MONEY 
SELLING 





Standard Single Arm Model 
Capacity: 2 Pt. to 1 Gal. 


DIAMOND PAINT CONDITIONERS Sell Service 
—Move Paint—Add to Profits! 

Renew every can of paint you sell—when you sell it—and you will build 
customer good will—sales—profits. The Standard Single Arm Model 
agitates 1400 times per minute, reconditions paint to a smooth, even 
consistency, ready to apply. DIAMOND Paint Conditioners handle cans 
from 4 pts. to 5 gals. Stands are available for all models. 


Write for Bulletin D75. 


MAHR Paint Burning Torch 
Outfits remove paint faster, cover 
more area, cost less for fuel. They are 
safer to handle and offer less danger 
from fire than those that burn gasoline 
or other dangerous fuels. Ideal where 
continuous duty is needed. 

No. 5-A Outfit is equipped with two 
Torches and 50 ft. of air and oil hose. 
Tank capacity is 12 gals. Torches are 
light and reliable. 


Write for Bulletin 75. 





No. 5-A Outfit 


DIAMOND IRON WORKS, INC. 
AND THE MAHR MANUFACTURING CO. DIV. 





1750 N. 2ND ST., MINNEAPOLIS, MINN. 


WORKSHOP MOTORS 
AT BARGAIN PRICES 
Sell More Tools—Faster 











1/2-HP WORKSHOP MOTOR 


Fastest-selling. Lists at only 
$39.95. V2 HP, 3450 RPM, 115 V. 
Capacitor type. Double shafts. 
Totally enclosed. Ball bearings. 
Overload protected. Switch 
and cord. Handles 101 tool 
jobs efficiently and economi- 
cally. No. 4K152. 


USE YOUR NEARBY GRAINGER STOCKS 
@ Lowest Net Motor Prices | @ Motors for Every Need 
@ Strict Wholesale Policy @ Fast Shipping Service 


Write for Wholesale Motor Catalog 


TATATTUL LAL 





1 HP WORKSHOP MOTOR 
Lists at $65.95. Out-sells any 
1-HP, 3450 RPM, 115/230 V. 
60 Cy. double-shaft, ball- 
bearing workshop capacitor 
motor. On-off switch. 14/2 
cord. No. 4K324, 











43 WAREHOUSE STOCKS, COAST-TO-COAST 
General Offices: 740 W. ADAMS, CHICAGO 6 
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LOOKING FOR PROFITS? FOR VOLUME? FOR SALES? 


HIT THE JACKPOT WITH “METCO! 
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Arm Model 
Pt. to 1 Gal. 


| Service 


jou will build 

Arm Model 
smooth, even 
handle cans 
s. 










r less danger 
burn gasoline 

Ideal where 
i. 


»ped with two 
and oil hose. 


n D75. : 
ing Torch " | 
faster, cover , Above... pris, : Bi - 
uel. They are MODEL J MODEL S$ oT ‘ | 


List Price $9.95 List Price $16.95 


YOUR PROFIT 
$3.32 or $3.98 







YOUR PROFIT 
$5.65 or $6.78 


~ 

















Torches are Left... 
MODEL M 
tin 75 List Price*12.95 
YOUR PROFIT 
$4.32 or $5.18 
INC. : 
O. DIV. 4 
MINN. 


RS 


THREE “METCO” WAVE SPRINKLERS PRICED 
TO FIT EVERY POCKETBOOK...DESIGNED TO 
SPRINKLE PROFITS INTO YOUR CASH REGISTER! 
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: ie Profits! YES! : & pReE-soup! YES! : %& BIG DIscouNTs! YES! 
= : * Your customers will like the : They’re pre-sold by national adver- : 40% on total order if 6 or more 
v, * better construction, the sensible *  tising, allowances for local advertis- * of any one Model is ordered. * 
P MOTOR * prices and the terrific eye-appeal. ing, sales aids, displays and brochures. , 33144% on orders that do not ° 
ut-sells any * They buy! You make a profit! * Watch ’em move off your shelves! «+ contain 6 or more of one Model. . 
115/230 V. ened Leah bebe GhSS TS SS UdneaenehSOb6O8 60840644 6660646 6666 060006 kK b KOR 
shaft, ball- 
> capacitor 


witch. 14/2 





! ““METCO” SPECIAL PRODUCTS DIVISION 
Guaranteed for One Year! 38-13 30th Street, L. I. City 1, N. Y. 








STOCKS J | ___ 
Every Need 
1g Service 


Ship Now at Guaranteed Prices. 


METALLIZING ENGINEERING CO., Inc. Model J... Model M____ Model S 


| 
38-13 30th STREET 
LONG ISLAND CITY 1, N. Y. Firm——__________ 
! 





LOS ANGELES, CALIF. Street__ 








CHICAGO, ILL. . 
casas ica ick iat sind eapsdlnp dikes an name = City 


f 
~~ Aneneipaeaiannien __ State - | 





Jobber. 
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RELIABLE 
yolumeé BUILDERS 


Reasonable Prices Make Shoppers Into Customers 
High Quality Makes Customers Into Repeaters 









BEACH CHAIR 
Hardwood frame, painted stripe 


cover, in various color combina- 
tions. For use on hotel verandas, 


lawns, beaches, resorts. 


No. 40-AS 
with arms 


No. 40-S 
without arms 


* 










SELLS YEAR ‘ROUND 
The Tucker back rest is a profitable 
all season item. For use In bleachers, 
gyms, boating and all outings. Bullt 
of hardwood, with or 
without colorful pads. 
It is comfortable, light 
weight and easy to 
carry. 











TUCKER COTS ARE OLD STANDBYS 


Made of 
heavy, O.D. 
duck, hard- 
wood frame, 
painted hard- 
ware. Built for 
durability and 
comfort. Folds 
easily, trans- 
ports easily. 





OTHER SURE HITS! 


@ TUCKER PORCH AND LAWN CHAIRS 


@ FISH-N-FLOAT — FOR SAFETY, EASY WAD- 
ING IN STREAMS AND PONDS 


@ COMPLETE LINE OF JUVENILE FURNITURE 
@ COMPLETE LINE OF CANVAS SPECIALTIES 


SEND FOR PRICE LIST AND 
CATALOG NOW 





FORT SMITH, ARKANSAS 








Big Reasons why 


FO a CHARCOAL 


BRIQUETS 


Mean PROFIT for you 


1 Everyone likes charcoal broiled meats and fish. And 
they're best the way famed chefs make them—broiled 
with Ford Charcoal Briquets. 

2 They're cleaner, smokeless, spark-free, longer burning, 
dry, even heat, easy lighting—and that means, fas! 
easy sales. 

Big mark-up for distributor and dealer alike, means 
money in your pocket. 
4 Big profits in summer vacation season, and steady 

A sales all year ‘round. 











5 Sis market: Picnics ¢ Barb eC i e Hotels 
° waggeng rn e Clubs « Refrigerated Rail ond — 
dries ¢ Metal R Ti 
Packing iene e Tobacco ewes, 
Order today, and write for interesting information on use and equipment, 
FORD MOTOR COMPANY 
Special Products Department @ iron Mountain, Michigan 
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Charcoal Briquets 


The heaf-packed charcoal 
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Cater to these 


BACKYARD SPORTSMEN 


this Spring~and Summer 


These low-cost units make AT 
OUTDOOR FIREPLACES A 
easy to build, fun to use NICE 


i) 
PROFIT 
is 


Outdoor Cooking 
(and eating) 
offer great sport 
for all the family 


x ———————— — —— | | 
a 


TO DEALERS: 
Your Copy* FREE / 


NEW 52-page idea cee 
book of Outdoor P al 
Fireplaces 
*More copies avail- 
able at nominal 
cost for you to sell 
at 25¢ each. 


Gaile: PT te toe os Yor st Te nf 
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More home recreation is 
centering around Outdoor 
This popular 
trend opens markets for 


Fireplaces. 








you to supply these all- 
metal “cores” that fit in- 
side any masonry design. 


The Majestic Company 
304-€ Erie St., Huntington, Ind. 
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BIGGER VOLUME SALES 


With the SKIL Home Shop Line 


... yOu never miss a sale 


The SKIL Line is the complete line . . . 16 
top-quality, top-demand tools. . . to meet 
every consumer need 

















With the SKIL Home Shop Line 


... the sale is easy to make 


The SKIL Home Shop Line is the nation- 
ally known line : . . supported by adver- 
tising in Saturday Evening Post, Better 
Homes & Gardens and other leading na- 
tional magazines. New ‘How To Build 
if EN displays available from your It” series of advertisements now appear- 

wholesaler. ing create more customers .. . tell them to 


‘we buy from you, the independent hardware 
immer 2, BELT SANDER retailer 


WOOO METAL PLASTICS | 
_ ts id 
4 / 
3 
* “ 
3 = 
: 








One of the 2 attractive store 










A Phe meas py ig With the SKIL Home Shop Line 
NICE apranetens > ...every sale stays sold 


in your store. 





PROFIT 


Highest user satisfaction means no re- 
turns, no refunds. SKIL Home Shop 
Tools are easy to handle, perfectly bal- 
anced, packed with power . . . and fully 
guaranteed. 












j 

oor Cooking Get complete details from your SKIL Home Shop Distributor 
nd eating) SKIL Home Shop Drills 

— Si SKIL Home Shep Drill Kits SKIL Home Shop Tools are made only by 


SKILSAW, Inc., 5033 Elston Avenue, Chicago 30 


“SKIL Home Shop Sander-Polishers 


—_s SKI Gein al 


Branches in principal cities 
In Canada: Skiltools, Ltd., 66 Portiand Street, Toronto, Ont. 
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Our efficient, salesmaking displays make money for every dealer 
who takes advantage of their exclusive features. Yet we expect 


P&C displays to do much more than just help you sell more tools. 

OW We advertise and produce “The BEST tools money can buy”... 

tools you will be proud to recommend. And we’re on the job 

h n ( ising with the merchandising ideas that make P&C “the Proft line”, 
“a — ® Shadow-marked tool locations and numbers 
i Ba , help you control your inventory, increase your 
pe S AT 0 fy! — turnover and profits on these fast-moving, 
5 | omcner profitable tools. 


i @ Clearly marked prices save time for your 


nf 
B tt J h 4 i i 4? te salespeople. 
d e e [ 0 r rh ~ i i @ Total sales increase, because P&C displays 


: draw traffic to your tool department, sug- 
gest tools your customers need. 


“ss eee eect) @ They save valuable space. Tools in a 
32” diameter space on the R-150 would 


R-150 setts CIRCLES AROUND “txigcnttateMieMeRaDab aaa tET to's ros 2550 of wot on 
ANY DISPLAY YOU EVER SAW NIT | 


Flashing beacon catches the eye. 


W\ meas Ask your distributor salesman 
” Sag to show you how P&C can help 
as your tool department make 


34 more money. 
Rotates at finger touch. 
Self-service — tools are easy to reach. 


Sells 150 most-wanted P&C quality tools, 


More sales on smaller stock P&C HAND FORGED 
Doubles and triples your ies , TOOL COMPANY 


Write today for new folder on R-150 PORTLAND 22, OREGON 


igs. et Cable Address: PANDCTOOL 




















“SALES PROVEN’ 
Cie 


EMOVAG STEE 
PIPE JAWS . HARDENED 
PART OF VISE {Qa sitet saw | 7 

a. 4 A | inserts 

WITH HORN . 

Ne se a Ue ; ” No. 333 Wrought Steel Hinge Hasp 
SS N ” See STEEL CHANNEL Sizes: 3 1% 

a 1 — SLIDE PROTECTS 

q 3 H bic ve SCREW Hi 


Substantially made hasps are always 
saleable—Champion Hasps meet all re- 
quirements. They are available in Plain 
Steel, Bright Zine or Parkerized finish. 
Packed with or without screws as 
DISPLAY THE LINE THAT SELLS ITSELF specified. 
Today's buyers want (and deserve) good practical product 
advantages. Desmond utility vises provide so many 
proven plus-values that sales will definitely increase if 
you put them out where your trade can see them. 
On top of that, Desmond will back your sales efforts with 
sales-proven display material: colorful, easy to use, and 
profit-producing. Write for Bulletin V-10 for the whole 
story. 
~<=--=-- USE THIS CONVENIENT COUPON .------ 
THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Yes. Send me Bulletin V-10 with full information 
on the Desmond-Simplex Utility Vise Display Deol. 








MACHINIST'S 
TYPE SWIVEL 
LOCK LEVER 


of Pe 
ELECTRICALLY i 
WELDED ENDS | 
- 
* py 





No. 335 Wrought Steel Safety Hasp 
Sizes: 314” —41h"—6” 








Firm on . — GENEVA, OHIO 
Street - - — 








| Nom | | CHAMPION HARDWARE C0. 
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FEATURE &evco “WHITE-TAPE” 
for Hardware Week! 














Evans WHITE-TAPE meets and beats any push-pull 
steel tape on every count—and sells for at least 


40% less. Outselling comparable tapes 2 to 1. 






LACK MARKINGS ON SNOW WHITE 

ith big bold numerals for quick, easy reading. 
High carbon steel blade is tempered, Bonderized, 
enamelled and baked on new electrothermically con- 
trolled equipment. Tape stays “live”, stays white far 
ite both sides. 





'Y DIE-CAST CASE with exclusive “sure- 
’, Heavily chrome plated. 





grip 










RES INSIDE AND OUTSIDE. 


EXCLUSIVE AUTOMATIC BRAKE prevents 
does not touch either surface of tape. Can’t 
ur numerals or graduations. 


CEMENT BLADES at real economy. 
Y GUARANTEED for accuracy and work- 


















Y-PACKED TQO! 

ach White-Tape individually 
boxed. Each dozen packaged in 
multi-color display unit with 















additional counter or window <= 
display card. 2a) 


NVENTORY” ASSORTMENT 
‘ow you can also buy a special 
one-dozen display unit carrying 
all sizes for low inventory invest- 
ment. Includes six 6-ft., four 8-ft., 
two 10-ft. tapes. 


NATIONAL 
ADVERTISING 
NOW REACHING 
OVER 7,000 000 


& CO. 
57 BRANFORD ST., NEWARK 5, N. J. 
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Makers of Evans 6-ft. folding rules, 
and "The Folding Yardstick” 
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hen they ash for pliers... 
a 4 






and then CHANNELLOCK 


Wade only by CHAMPION DEARMENT 


You are in business to satisfy your customers—and here’s one way to do it—When they 
ask for Pliers Hand ‘Em Channellock. Let them heft it, feel its strength and durability—try 
its simple, closely spaced adjustments—see its longer wearing feature of no wear on the joint 
bolt. And when they buy it, you can be proud to take their money. For Channellock pliers 
are produced by Champion DeArment, long recognized as a maker of highest quality tools. 


No other product can offer the advantages of Channellock pliers. Yessir, when they ask 
for pliers, Hand ‘Em Channellock and you'll sell ‘Em. 


And remember, Channellock pliers are made ONLY by Champion DeArment. 


CHAMPION DEARMENT TOOL CO. * Meadville, Pa. 


Send for Catalog D-l Today. 


Channelieck pliers are listed in the 
Yellow Pages of mest Telephone 
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What Makes a MACHINE-CAST SOLDER 
EASIER TO SELL? 


The fact that it is an unquestionably better product! 






Machine-cast solder . . . known commercially as CASTOMATIC* 
solder . . . is produced only by Federated Metals on patented 
electronically controlled machines. 








. . harmful oxides are excluded from the product 
because no air enters the completely pressurized system. 


Son 


~~ 









BEL Castomatia Soldar 


Because it is extra fine grained, it has no voids or segre- 
gation to make melting uneven and to slow down work. 












Sir -——— 
a Nia /603 ey Lootteh 


Castomatia Solder Why Sas ae 





When you stock Federated Castomatic Solder 
you carry an exclusive item that is sure to sell 






.. because there is nothing like it on the market. No other bar solder compares! 


*Trade Name of the American Smelting and Refining Company 








Fedde TMhilats Din 
AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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Assure yourself of more profit in 1951 y= BN 
with Bridgeport’s 

complete line of nationally advertised Thridgepor, 

Aer-a-sol' products! hooree. 





PROOFER 
PROTECTS Sam 





















Just Check these Values and Order Today! 
COMPARE VALUES AT THESE PRICES... 


#400 12-0z. Bridgeport Aer*assol Insecticide —$1.59* 
#412 12-02. Bridgeport Roach & Ant Killer—$1.59* 





ONLY BRIDGEPORT 
GIVES YOU YEAR-ROUND 
SUPPORT IN BOTH 
NATIONAL MAGAZINES 
















AND WE'VE ADDED NEW ITEMS... two low-cost fast-mov- and 
ing items for the mass market SUNDAY NEWSPAPER 
#401 7-oz. Bridgeport Aer*a*sol Insecticide —$1,19* SUPPLEMENTS 


#120 12-0z. Bug Bombt Insecticide—$1.09 suggested 
retail price 

















AND LOOK FOR BIGGER SALES THAN EVER ON... 

#100 314-02. Bridgeport Aer*a*sol Insecticide —79¢* 

#200 15-0z. Bridgeport Aer a sol Insecticide (High 
Pressure) —$2.95* 

#300 16-0z. Bridgeport Aer*a*sol Insecticide (High 

Pressure) Refiliable—$3.95* Refilled at $2.25 * 


#424 12-02. Bridgeport Moth Proofer—$1.89* 









DISPLAY and SELL 
THIS FAST-GROWING 
POPULAR ITEM... 
SELLS ITSELF on sight! 










GOOD-AIREf is the ideal 


instant-action air freshener 








and household deodorizer. A 








THE BRIDGEPORT BOOM IS ON NOW! 

GET YOUR SHARE OF THIS VAST NATIONAL 

MARKET. ORDER A COMPLETE LINE 
FROM YOUR WHOLESALER. 


*Fair trade price protects your profits! 


year-round product to bring 
you steady profits from new 


and repeat business. 





tTrade Mark 


ET 





ORDER THE FULL BRIDGEPORT LINE BRIDGEPORT BRASS COMPANY 


FROM YOUR WHOLESALER TODAY ‘ 
Bridgeport BRIDGEPORT 2, CONN. 


.. . REMEMBER — BRIDGEPORT Bridge ee 
MEANS BUSINESS — FOR YOU! v4 World’s Leading Producer of Aer * ax sol Products 
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HERES A 
PREMIUM SCREENING THATS 
FIRE-RESISTANT, WILL NOT STAIN 
OR RUST-STREAK WHITE SURFACES-— 
ANDO I'S REASONABLE 
IN PRICE / 





You sell the BEST when you sell 
ALCOA ALCLAD ALUMINUM SCREENING 


Because what you sell is a strong, tough 
metal screening that won’t rust red. You 
sell a premium product that will not 
stain light paint, requires a minimum of 
maintenance. 

Because rearmament needs come first, 
the supply of aluminum screening is 
limited. For information on deliveries, 
call your supplier now. 

ALUMINUM COMPANY OF AMERICA, 
824C Gulf Building, Pittsburgh 19, Pa. 


Screening of Alcoa Alclad Aluminum 
is woven by these leading manufacturers: 


American Wire Fabrics Corp. 
Chase Brass & Copper Co. 
Clinton Wire Cloth Company 
Cyclone Fence Division 
(American Steel & Wire Co.) 
Hanover Wire Cloth Company 
Heilig Bros. Company, Inc. 

The C. O. Jelliff Mfg. Corp. 
Keystone Wire Cloth Company 
New York Wire Cloth Company 
Pacific Wire Products Co., Inc. 
Pennwoven, Inc. : 

Spargo Wire Company, Inc. 
Standard Wire Cloth & Screen Co. 
Reynolds Wire Company 
Wickwire Brothers, Inc. 

Woven Wire Fabrics Division 
(John A. Roebling’s Sons, Co.) 





When you sell aluminum, 
you make a satisfied 
customer. He’ll be back. 


Look for this tag on aluminum screening. 


CONN. 
2, Your customer will! 


1 sol Products 
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WARREN-TEED SLEDGES IN TIME-SAVING, — 
SPACE-SAVING CARTONS » » » Money-saving 


items in your inventory enable you to handle and ware-” 
house larger stocks faster ... hasten turnover ... and pay 
you more profit per square foot of storage space. 




















Warren-Teed Sledges, forged from special open hearth 
to a high gleam and protected with clear, tough lacquer. 
Easily identified . . . men who know and use well- 
by brand name. 
Today it is important that you carry an adequate in- 
PAINTED DUTCH BLUE 
FOR SALES APPEAL... 


“ ra 
steel,are rugged and durable. Striking faces are polished 
balanced tools remember to ask for Warren-Teed Sledges 
ventory ... have quality tools when your customers want 2 me “ 
them. Order soon... a carton or a carload. a fee 
} | @ Shown here are four sledges with fac- 






tory inserted handles — another time saver. 
Also shown is a carton of four non-handled 
sledges. Both are easily shipped and effi- 
easier and assures user satis- ciently stored. 

\ faction and pride of ownership. 








@ Eye-catching blue quick- 





ens recognition, makes selling 











GENERAL OFFICES . WARREN, OHIO 


| 
GENERAL SALES OFFICES - 105 W. ADAMS ST. - CHICAGO 3, ILL. 
EXPORT DIVISION 20 CHURCH ST. . NEW YORK 7,:N.% 
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RIGHT EVERY WAY FOR WRENCHING! 








with fac- 
1e saver. 
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and effi- 
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SEMI-FINISHED AND COLD PUNCHED NUTS 






By the box, 
keg or carload, 






Republic Upson 

Nuts and Bolts are 

consistently and uni- 

formly the same... right 

for wrenching... right for / _— 









holding. You can count on 
Republic Upson Nuts (and bolt 
heads, too) to be straight-sided, 
sharp-cornered, right-sized for snug 
wrench fit...threads to be clean, accu- 
rate, tough. Supply your needs from this 
big line of over 20,000 shapes and sizes. 








REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND, OHIO . GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N.Y. 
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This tag says 
““PRETESTED” 


Ic guarantees that each 
individual tool tested 
100% satisfactorily be- 
fore it lefe the factory. 


@ Here’s one of the finest 

tools ever to bear the Crescent 

name. It’s an improved, easier-to-use 

CRESTOLOY Round Nose Lineman’s 

Pliers... streamlined for better handling, 

better work and easier carrying in the belt. 

Forged from special “Crestoloy” steel, it’s 

two ounces lighter, yet just as strong as the 

heavier conventional model. Its cutting 

edges are carefully hand-honed to provide 

lasting sharpness. The milled teeth in the = No. 2150 
nose assure a non-slip grip on wire Crestoloy 8” Lineman’s 
or other work. The handles fit a sth lescensdnatien. 


the hand “like a glove.” 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


“Crescent” is our trade-mark, registered in 


the United States and abroad, for wrenches and 5B 
other tools. Sold by leading distributors and C R E S € E N T T 00 L S aap 
ee 


retailers everywhere and made only by Crescent 


Tool Company, Jamestown, N. Y. Cive Winge Zo Work 


y—_——— 
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Shown with straight special tip : 
ond adapter 





ow. 
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Comes with 3 special use tips 
— plus heavy duty tip 


fit; 


popular sizes 


= 


tee eens 


UE Ea 


75 watt 125 watt 


$650 $650 
LIST LIST 


~— > 


$3437. 
att 


seat 


4 TIPS. 3 Special tips — straight, 45° and 90°. 
One tip for heavy duty work. 

EXCLUSIVE GUN GRIP HANDLE of durable, lus- 
trous plastic — ALWAYS COOL. 

BUILT-IN STAND. 

PERFECT BALANCE makes soldering a joy. 

SPRING CONSTRUCTION automatically regulates 
pressure for all work. 

CHROME PLATED over nickel and copper to iron rest safely on 
resist corrosion. 1 eee Serene, ie, scorching, 

e LONG LIFE exclusive Lenk metal-clad heating a Te ee 


element. 
e APPROVED by Underwriters’ Laboratories and a 

Canadian Standards Association. a Mfg. Company 
e NATIONALLY ADVERTISED. 30 Cummington St. 


- BOSTON 15, MASS. 
Sells on Sight to Hobbyists, Professionals and Home Mechanics 
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BUILT-IN STAND 















It’s a proven fact! Heller fixture 
equipped stores attract more trade, 
Heller store fixtures possess more 
selling features than any other 
line of fixtures on the market 
today. You will be amazed at the 
greater sales producing possibili- 
ties of Heller fixtures, and you get 
more value per dollar invested. 


Send size of store today for free 
plan. Ask for new manual No. 514A, 


W.C.HELLER «CO. 


THE GEST STORE EQUIPMENT om THE WORLD 








wheels-n-all ... the perfect carwasher 


the new product 
with new profit 


for you 


Wheels-n-all is loaded with features 


that mean profit for you. It’s an item 
that customers pick up, look over and 
BUY ... with very little selling push 
from you. Check its features listed 
below. See how safe and easy carwash- 
ing and other outside washing tasks 
become. These features mean sales! 
Send today for information on dealer 
plans and distributorships. 


selling points for profit 


@ No marring or scratching. @ Attaches to garden hose in- 
stantly. 


Made of sponge rubber 
and no-kink rubber tubing. 
@ Cleans car with less than2 @ No 
buckets of water. 
@ Guaranteed workmanship 
and materials. 


Write today to. 


sponges or chamois. 


@ Sponge rinses as it washes. 





ARCHITECTS ond BUILDERS 


AGREE ON ~-(CHICAGO) 
SPRING HINGES 


Streamlined "TRIPLEX" 
SPRING BUTT-HINGES 


Every year more and more Archi- 
tects and Builders of Modern arch- 
itecture are specifying Chicago 
"Triplex" Spring Butt Hinges and 
here are a few of the reasons why: 















1. They are smart looking and 
streamlined to harmonize with 
the most modern architectural 
requirements. 


2. Careful and capable designing 
has created many superior fea- 
tures of time tested advantages. 


3. Here is a product that main- 
tains our tradition for quality 

. @ tradition that has guided 

us through more than 60 years. 


need for buckets, 





Type BUT2001 


Modern Button 


Tip Ornamentation Spring Hinges of Quality 



































get full details HENRICO. a 
on liberal markup | 101 weave sine.” 1| LOG estate ty Spring Hinge Co. 
CINCINNATI, OHIO CHICA U.S.A. NEW YORK 

GENUINE One Set in 2 
oricivat DOMES OF SILENCE == 
SELL ON SIGHT whenthese attention-compelling con- — 1%" %" 
tainers, box or card are displayed on counters. Genuine DOMES %* %” %” %” 

One set on « Card. OF SILEN' glide softly, silently, smoothly 

een #** cover all flooring; saves floors and furniture For 

WAP Wa" Wig? years the favorite with houseowners and furtdture 

1%" " manufacturers. 





Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 


35 PEARL STREET NEW YORK CITY 
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Sheffield 


. Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OIL 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
OIL COLORS AND WHITE. 






=~ ru 
cole! .s Here's the greatest deal in the 
Sheftield world in oil colors! The very finest 
2 “B quality oil colors. . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH...and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


= Shettield Zr. 


PAINT CORPORATION 
CLEVELAND 19, OHIO 






















es 


eee CALBAR “Caulk-0-Seal” 
CALBAR Pressure Guns Caulking Compound 


for caulking, pointing, glaz- : ~~ ‘closticized” a 
d dozens of other pes yell 

ing on CALBAR gun is the > odheres on stalning, 

ae aaa. A complete i hvaiits ts, = = 

~ of sizes, including © rilliant natural 

large assortment of detach- 

able nozzle styles. 


Write for name of ‘ 
_-your nearest distributor. 
AR PAINT & V. 
_ MANUFACTURERS 
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SOMETHING EYT/A 
FOR YOUR CUSTOMERS 






this beautiful 
79¢ value 
PLASTIC APRON 









when mailed 

with this coupon! 
This powerful consumer-incentive 
premiutn will be featured all spring 
in WIPE-ON advertising via 





. 





big newspaper ads television in 


in many cities! 


SOMETHING EXTRA FOR YOU! 
UP TO 12% EXTRA WIPE-ON 


PROFITS in equivalent-value prize 
awards—in Wipe-On’s new dealer 
contest! Get the facts from your 
distributor—or write today! 


2 FREE! curomMED-STEEL COUN- 
TER DISPLAY WORTH $1.75. No 
obligation! Yours for the asking to 
help you sell more Wipe-On. Lim- 
ited quantity—offer good only while 
they last—so write today! 


. USE THIS COUPON NOW! 
EMBREE MFG. CO., ELIZABETH 4, N. J. HA-22 | 


( ) FREE—compact, chromed-steel 
SE N D M e counter display worth $1.75. No 
FREE | 


| 

obligation on my part. | 
) Facts on Dealer Contest featur- j 

Name & store 

Address 


selected areas! 








ing awards worth up to 12% 
extra Wipe-On profit for me. 

( ) Information on how I can tie in 
with Wipe-On’s big consumer 
promotion for spring. 




















9 9 8 8 8 8 


HOW 
PERFECT 


CAN WE 
GET? 













PRECISION PERFECT 


SOUTHERN WOOD SCREWS 
Bring You Profitable Repeat Sales 


Here at Southern we have a special manu- 
facturing process and a precise inspection 
routine that assure you absolutely uniform 
and perfect screws. Better business for you! 
Because when you stock Southern Wood 
Screws, you know you're offering your cus- 
tomers top quality fastenings . . . fast start- 
ing, straight driving, tight fitting. And 
that’s what makes customers come back for 
more! 

Southern wood screws are made of high 
gtade extruded brass wire or the finest 
selected high sulphur extra quality steel 
wire, bright or plated finishes. Wide selec- 
tion ranges from 14” No. 2 to 4” No. 20 in ' 
steel and 4” No. 16 in brass. Slotted or 
Phillips heads. Expertly packed for easy 
handling and stocking. 

Write today for complete information and 
prices on this business-building line of high 
quality wood screws. 


FACTORY WAREHOUSES 


4100 Dell Avenue 325 West Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 


280 Decatur S.E. 
Atlanta, Georcia 


SOUTHERN 


SCREW COMPANY 
STATESVILLE,NORTH CAROLINA 


®o © © © ® ® 


96 








For Inexpensive Quality y. 


feature 


ADAMS-RITE HARDWARE y 


Distinctive designs in solid brass, yet priced 
to sell—these are the reasons why Adams-Rite 
hardware can make an extra profit for you. 
Write for the complete story. 
























EDGE PULLS 





JAMB BOLTS 








BALL SURFACE & SLIDE a 
LATCHES BOLTS BOLTS 
® 








ADAMS-RITE MANUFACTURING CO. 


$40 WEST CHEVY CHASE DRIVE. GLENDALE 4, CALIFORNIA, U SA 











Pec tnt 
SE Ipamare 
DURO 


| HORIZONTAL 
JET 
SYSTEMS 


... Offer you a golden opportunity to “pump up your 
sales.” Sell the silence of Duro’s Horizontal Jet Sys- 
tems to your customers. Tell them how quietly and 
smoothly the Horizontal Jet Systems perform. — 

For deep or shallow wells, this compact, high ca 
pacity jet is renowned for its ease of installation , .« 
pressure and suction lines are readily accessible. 


Duro builds a complete line of water softeners and 
water systems. 


FOR MORE INFORMATION ON DURO PROFIT 
MAKERS, WRITE TODAY FOR THE NEW DURO 
CATALOG! 


OWmo.. 


DAYTON ty: Ors: 
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Hop on the Patterson-Sargent band- 
wagon now and let BPS Flatlux lead 
the way to bigger, juicier profits! 
WANekol-Mudlismellmelile Mam il-Miuilelamel-laelger 
tor colors your customers demand, BPS 
Flatlux is washable, durable, easy to 
apply. Above all, BPS Flatlux is a 
money-maker...a fast turn-over 


paint that’s ringing cash register bells 








all over America... And remember... 
all profits are yours under a BPS 
Protected Territory Franchise. By all 


means, look into it today! 


THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


Please send me full facts on BPS Flatlux and your 


Protected Territory Franchise! 


Name___ 
Address_ a ee 
FS ea 





SSS ee eee ee 


tiene. = one call for a. 


Y 
y fur GARDEN HOSE nee 


5 GREAT LINES OF 
QUALITY GARDEN HOSE 


All of Atlantic's long experience in manufacturing 
rubber hose and tubing is reflected in the superior 
quality of these 3 rubber garden hose lines. Made to 
exacting laboratory standards, they are distinguished 
by light weight, flexibility, and greater resistance to 
high water pressure. 


Not just braid but a 
DUPABLE, MORE FLEXIBLE WOVEN MESH 


FULL-FLO COUPLINGS «aeliver 
the water the hose corries 


All 3 grades feature the new, stronger RE-INFORCED 
center, sealed within the rubber by an improved bond- 
ing process ... all 3 are full 5/,” 1.D. 


Ald-prasnie H0Se. TO0/ 


Bellefonte 5-YEAR GUARANTEE 


High grade, low-priced for volume promo- 
tions. Cross-swedged ferrules and heavy- 
duty FULL-FLO couplings. 


quo Site 10-YEAR GUARANTEE 


The finest all-plastic hose money can buy! 
Made of our own laboratory-controlled 
“Imperialyte”’ plastic. 


Ar TLAY = Wholesal ! 


_ ; . 
TUBING .— <i g ISLAND 3 RUBBER GARDEN HOSE GAS TUBING 


e 
CRANSTON 5 — aan PLASTIC GARDEN HOSE + PLASTIC TOILET SEATS © 
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“Built the Best” 











*A good tool is a SIMPLE tool... 


And no finer example of mechanical simplicity could be found 
than Davis’ exclusive Flex-A-Matic safety clutch. So simple a 
child can operate it, the Davis Flex-A-Matic clutch is in reality 
a V-belt automatic transmission. It eliminates the necessity for 
a separate clutch-control lever. And brings new ease, convenience 
and safety to power mowing—Davis power mowing—because 
only Davis has the Flex-A-Matic safety clutch. 


line—model for model, hand or power—that mean trouble-free 
performance . . . longer service life . . . greater value for your 
customers—and bigger profits for you. 


biggest value in 18” power mower 
SALES LEADING DAVIS 50/50... 
Every quality feature plus exclusive Davis 
Safety Flex-A-Matic Clutch. Simplest. Safest. 
— Briggs & Stratton and Clinton 1.1 H. P. Engine 
—Hyatt Automotive Precision Roller Bearings 
—Semi-Pneumatic Rubber Tires 

—Flex-A-Matic Clutch with Full Safety Releaset 


GREATER 


"safely clutch 


SINCE 1902 





It is but one of many superior features in the complete Davis 






See your Jobber . . . or write us for full details. 
G. W. DAVIS CORPORATION 


RICHMOND, INDIANA, U.S.A. @ Established 1902 



















Heavy-Duty Model B & S-18 or C-18 
Engine: Briggs & Stratton or Continental 1.1 H.P.— 
Single V-Belt Drive serves as clutch, Roller Chain 
Drive countershaft to reel. Controls: Direct, con- 
veniently located hand lever for V-belt idler. Finger- 
tip throttle control. Timken Tapered Adjustable 
Roller Bearings on reel shaft. Crucible Chrome 
Alloy Blades. Exclusive Davis Single-Screw Adjust- 
ment. Cutting width 18”. Value leader in its class. 


Heavy-Duty Model B & $-22 or C-22 
Engine: Briggs & Stratton or Continental 1/2 H.P.— 
Simple, accessible Dual V-Belt Drive serves as 
clutch. Roller Chain Drive countershaft to reel. 
Controls: Direct, conveniently located hand lever 
for clutch. Finger-tip throttle control. Timken Ta- 
pered Adjustable Roller Bearings on reel shaft. 
Crucible Chrome Alloy Blades. Exclusive Davis 
Single-Screw Adjustment. Today‘s best buy in a 
heavy-duty mower with 22” cut. 


A V-Belt Automatic Transmission! Eliminates necessity for 
separate clutch-control lever. Fully automatic. Safety re- 
lease manually controlled. Clutch controlled by throttle 
lever. Precision-made unit... No adjusting required. 


DAVIS UNIT“*, —._ 
BOXED! : 


EXCLUSIVE! 
PATENTED! 





Rotary MODEL 51 


Eliminates hand trimming. Operates 
to within '2” of walls, fences, etc. 
Mulches lawn with evenly-spread, 
pulverized leaves, stems, heavy grass, 
etc. Engine: Vertical-type Clinton 1'2 
to 2 H.P.—Direct drive from governor- 
controlled engine with fiber safety fric- 
tion disc. Suction-action, hardened- 
steel mowing blade, mounted in rub- 
ber. Adjustable cutting height 1 to 3 
inches. One-piece, solid-cast alumi- 
num alloy chassis. Semi-pneumatic 
rubber tires: front, 6” x 1.50; rear, 
8” x 1.75. Wheels mounted on hard- 
ened steel individually suspended 
axles, for long life. Rubber-covered 
mulching roller, two-inch diameter. 
Color: Scarlet, Gold Trim. 







































4-Square MODEL 66 
New! Improved! Smartly Designed e 
10” Wheels « Semi-Pneumatic Rub- 
ber Tires ¢ Five 6” Reel Blades « 
Four Spiders « Automotive Roller 
Bearings « High Carbon Steel Lipped- 
Edge Cutter Blades e Size: 16-inch 
Cut ¢ Wood Handle with Metal Han- 
die Irons e Davis Unit Boxed « 
Color: Canary Yellow with Canter- 
bury Blue Trim 


Whispering MODEL 77 
Streamline Styling « 10” Wheels e 
Semi-Pneumatic Rubber Tires « Five 
6” Reel Blades « Four Spiders « 
Automotive Roller Bearings * High 
Carbon Steel Lipped-Edge Cutter 


\ Blades ¢ Size: 16-inch Cut ¢ Tubu- 


lar End Metal Handle with Plastic 
Handle Grips « Davis Unit Boxed « 
Color: Comber Green with Gold Trim 





The COMPLETE Line...the SALES ACTIVE Line Brings BIG 









Don’t miss those big Hand Tool profits 
... put these effective NONE BETTER 
Stocking and Display Boards to work 
for you and boom Hand Tool sales. 
NONE BETTER offers you, at no 
added cost, a variety of these hand- 
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some Tool Panels to create an attrac- 
tive Tool Department in your store. 
It’s an easy way to keep sales up and 
inventory down. Take advantage of 
this remarkable silent salesman — on 
the spot advertising and selling for you! 

NONE BETTER Tools are popular 
nationally because they offer nodoere 
Dealers the sales active combination 
of low, over-the-counter cost and fa- 
mous quality . . . only the finest alloy 
steels, scientifically heat treated and 
finished in gleaming triple plate 
chrome. From those rugged, thin wall 
Sockets and power-packed Drive Parts, 
to sleek, beautifully balanced Flat 
Wrenches, in open stock and in Sets, 
here’s the Hardware Line that has the 
1-2 profit punch of high quality and 
low cost that brings Tool buyers to you. 








— ~. 


SOCKETS 
Famous quali, thin wall 








RATCHETS 


Ni 
The sturdiest, smoothest yy 






Sockets of finest alloy steel. 
Scientifically heat treated 
for high strength, precision 
broached for perfect fit — 
on the nut. Durable triple 





Reversible Ratchet ever 
made. Its double pawi in 
streamlined head gives 
strength without bulk. This 
Tool features the best in 













plated chrome finish. In 4", 
%e", V2" and %" Drives 
and a complete range of 
openings. 







design, materials and work- 
manship. In 4", %", 2" 
and %" Drives. 





















SLIDE TEE HANDLES 


Just the Tool for that tough | 
turning job. A strong, pre- | 
cision Slide Tee, can also 
be used as an Offset Handle. 
Combines with Extensions, 
Universals, etc., for many | 
special jobs. V4", ¥%", V2" | 
and %" Drives from 41/2" | 
to 18" long. 





FLEX HANDLES 









Designed for tough going, 
these Flex Handles are valu- rs 
able. The adapter can be e. 
set at five angles for all 
position work. Non-slip 
grips. Available in 4", %", 
V2" and %" Drives. 























EXTENSIONS 


Used with Drive Parts, these 
versatile Extensions multi- 
ply the usefulness of any 
Tool by increasing reach. 
Hard-to-get-at jobs are 
made easy by eliminating 
stretching and straining to 
reach the work. 4", %", 
Yo" and ¥%" Drives and in 
popular lengths. 








Priced low for sales action, avail- 
able in five most popular models. 
Ya"* Drive Set shown includes a 
stenderd Ratchet, Adapter, Ell 
Hendie and 8 Sockets. 


CARBON SOCKET SETS 


TOOL SETS 


A complete, basic 23 piece 
V2" Drive Alloy Steel Socket 
Set. Contains 8 Drive Parts 
and 15 12-point Sockets, 
Strong metal carrying case. 
Typical of the many other 
fine NONE BETTER Tool Sets 
your customers want. 
























THE NEW BRITAIN MACHINE COMPANY 
New Britain, Conn. 
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By DAVID MARKSTEIN 


A survey of some 500 businesses 
that failed, made by the U. S. 
Chamber of Commerce, revealed the 
important fact that 73 pct of the 
firms that failed did not keep ade- 
quate business records. 

While a ggod bookkeeping system 
will not itself guarantee the suc- 
cess of the business, good record- 
keeping is the heart of a profitable 
hardware store operation. A good 
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» for Hardware Dealers 


Many dealers, particularly those operating small 
stores, have asked Hardware Age to suggest a simple 
bookkeeping system. 


Here is such a system. Simple to handle, yet sup- 
plying information adequate for most store opera- 
tions, this system can be used with a minimum expen- 
diture of time and money. Most of the forms used can 
be run off on a typewriter or duplicating machine. 


scribed in this article is not elabo- 
rate, nor complicated. While it is 


bookkeeping system serves many 
functions. It flashes warning sig- 


nals when things are being done 
the wrong way; it gives a constant 
report on the state of health of 
your business; and, important these 
days, it makes readily accessible the 
figures which must be periodically 
supplied various government bu- 
reaus on taxes, employees, etc. 
The bookkeeping system de- 


designed primarily for the small 
store owner who does not have spe- 
cialized bookkeeping help, it can 
also be applied equally well to larg- 
er operations. Some store owners 
may want more detailed informa- 
tion than this system supplies. That 
can be obtained very easily without 
altering the basic step. However, 
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I—A section of the general summary ledger designed to be used for one month. 


Fig. 


the information provided by this 
bookkeeping system will be ade- 
quate for most stores, as experience 
has shown. 

Most of the forms used with the 
bookkeeping system described in 
this article can be prepared on a 
typewriter, mimeograph or other 
duplicating machine. The large 
summary sheet is a type generally 
available from stationery or busi- 
ness stationery supply houses. 

It is necessary, when planning a 
bookkeeping system, to decide first 
what jobs the accounts should ac- 
complish. A successful hardware 
dealer has to have certain facts 
at his fingertips to guide him. The 
records should supply ready an- 
swers to such questions as: 

“How much volume am I doing? 
How much do customers owe me, 
and can the store stand having this 
much money tied up? How much 
cash do I have on hand and in the 
bank? Is this the amount I should 
have? How much inventory do I 
have on hand? How much money 
do I owe on account? On loans? 
How large were my expenses? How 
great is my gross margin? How 
much net profits did my store earn? 
How much income tax will I have 
to pay? What are the trends—is 
the store progressing from year to 
year? How much can I afford to 
pay myself for personal salary and 
still leave healthy profits in the 
business?” 

The system of bookkeeping de- 
scribed here is capable of giving a 
ready answer to each of these ques- 
tions. It is simple enough to be 
worked by the dealer himself in a 
few minutes every day. Yet it is 
sufficiently thorough to afford exact 
control over every operation of a 
complex business structure. 

The key to this is the keeping of 
an accurate summary ledger which 
reflects, on one sheet, every opera- 
tion of the business. The summary 
ledger is not a detailed recording 
of every wage payment, inventory 
record or cash control. Rather, it 
summarizes the situation of the 
company at any given moment. The 
summary ledger sample shown in 
Fig. 1 is designed to be used for 
one month. 

Let’s see how it works by con- 
sidering several transactions in the 
business affairs of a hardware deal- 
er, whom we will call John Jones, 
during a typical month. 

On June 1, John’s secretary put 
a cash voucher (see Fig. 5) on his 
desk for $15.03 to purchase a roll 
of 3¢ stamps for her desk. John 
signed the voucher, put it into the 


petty cash drawer from which he 
withdrew the same amount of cash, 
and entered under the “paid out” 
column of the cash account at the 
extreme left (Fig. 1), the amount 
$15.03. The explanation of what 
this $15.03 was spent to buy was 
written under “Remarks” in col- 
umn two as, “postage.” The date 
was entered in the first column of 
the summary ledger. 

Later in the day the mailman ar- 
rived, bringing checks from charge 
customers that totaled $59.65. A 
bank deposit slip was made out 
and John again entered the date 
in the appropriate column, followed 
by an entry (on the same horizontal 
line) under bank deposits. He also 
noted the new balance this made 
for the checking account. Finally, 
he entered the names of the cus- 
tomers under “Remarks,” and noted 
the proper credits in that column, 
along with balances left on these 
customers’ accounts. 

On June 3, Salesman Smith came 
in with a signed order for materials 
for a road job to be done in a 
neighboring state. This was not 
entered until the job was com- 
pleted some months later, at which 
time Jones noted the name under 
“Remarks,” the proper date, and 
the charge, and the sale made by 
“Department A” which was his des- 
ignation for the section of his store 
operations concerned with sales to 
contractors. 

The same department had en- 
gaged to furnish shingles for an- 
other contractor and found it nec- 
essary on the ninth of the month 
to order from a local supplier. These 
facts and figures were duly entered 
under Date, Remarks and Purchases 
columns. On the same day, Dealer 
Jones paid an invoice sent by a 
stationer for 10 reams of station- 
ery. This entry was made under 
supplies for Department C— the 
office. 

On the fifteenth, Jones prepared 
checks for people on the payroll and 
he also signed his own pay slip, 
entering the facts under cash op- 
erating expenses, being careful, as 
with all of his bookkeeping, to note 
the date and the proper names and 
reasons under Remarks. 

A newspaper presented Jones 
with an invoice for advertising on 
the 20th. He paid the invoice im- 
mediately to secure the 2 pct dis- 
count, and charged the amount 
under advertising along with date 
and explanation in the Remarks 
column. 

Upon writing each of these 
checks, Jones carefully noted the 
figures under the “Bank” account, 
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bringing his balance up to date 
each time. 

Before June 30, Jones had to 
send in accumulated Social Security 
sums withheld from his employees’ 
wages, along with the 114 pct that 
came from the company’s pocket. 
The company-borne tax was entered 
in the Social Security column under 
Operating Expenses. When time 
came to pay the state Social Secur- 
ity payroll tax, this was also entered 
in that column on the summary 
ledger for June. 

Using a large page size, Dealer 
Jones was able to fit all of his 
month’s facts and figures on the 
single ledger page. If his opera- 
tions grow to a point where one 
ledger page will no longer hold 
them, Jones plans to set up the 
ledger with weekly, in place of 
monthly, summary sheets. 

This record, as its name implies, 
is merely a summary of company 
operations for a period, giving a 
complete picture in one ledger. In 
many cases, this ledger furnishes 
all of the detail needed. But in 
other cases, greater detail is re- 
quired, and the figures on the sum- 
mary ledger are “summaries” of 
facts gathered on other records. 

When it comes to wages, for ex- 
ample, the dealer is required by 
law to maintain records which show 
more than simply the amount paid 
toa man. He must keep records 
of Social Security, of employer’s 
Social Security, and of state pay- 
roll tax for unemployment insur- 
ance. 

In a few states where both em- 
ployer and employee contribute, a 
record of the employee’s own con- 
tribution must be kept. In some 
cases dealers arrange to deduct 
other items from pay, such as char- 
ity contributions, or government 
bond deductions. These require 

(Continued on page 135) 





CASH VOUCHER 





Amount... .$ 





Date.... 


To os 








Charge to. eeeeer --acc!t.. 





Okayed by.... 


Se 











Fig. 5—Form for use when taking 
petty cash from cash register. 
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STATE S, S, 
WAGE TAX s. S. DEDUCTED 


WE PAY | ITEMS 


WAGE 
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Fig. 2, Above—Employee's pay rec- 
ord which shows greater detail than 








is possible on the summary ledger. 





































































































Name of Asset. 
Date purchased 
Cost and Depreciation Depreciation 
rate--- Record-- 
Year | Amount} Balanc 
. ° ° Purchase price-- 
Fig. 3, Right—Form for keeping de- 
tailed records of cost of assets, de- wititishbons 
preciation taken, etc. ¢ 
Freight-- 
Eetimated trade-in 
value-- 
Estimated life-- 
Fig. 4, Below—Stock 
control and inven- 
tory form. 
pone ; aay . 
ITEM on ioe tee | Maximum | | 
| . | 
Seld by : | Minimum 
| Mark-up | 
Stock no 
Ne. Purchased Ne. Drawn out = on Hand "Tome Unit Cost | Ret. Cost >elling Price 
= ; = ee | = " 
| | 














Tano=~= 


Dilled for Total 2m Ctatenent sent 


Fig. 6—Credit ledger which should be kept for each charge customer. 
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Compact but neat 
is this sportsmen's 
section. It is oppo- 
site the major ap- 
pliance setup and 
just inside the vis- 
ual front where 
passers-by can get 
a clear view of it. 





e with two 
th entrance. 


Clarence Beck selected Hardin, Mont., as a 
good town for his Marshall-Wells store. Then 


Ng a New Store he built up business with outside calls, mail 


campaigns and newspaper advertising to tie 
in with his well stocked and neat establishment 


Clarence Beck is a salesman and main reasons Mr. Beck located his There’s plenty of competition 
a merchant from head to toes. His hardware store in that town. for the Beck store in Hardin but 
Marshall-Wells store in Hardin, 
Mont., a town of 2,700, gives ample 
evidence of these facts. As pic- 
tured in these pages, he has a well 
stocked, neat and inviting store. 
At all times he tries to have stocks 
that will immediately meet fully 
80 pct of all items his customers 
may seek. His volume was about 

: $150,000 last year. 

es Hardin serves a trading area 
soatenl encompassing about an 80-mile 
radius and with a population of 
about 10,000, including residents 
of a Crow Indian reservation 
about 11 miles distant. Many of 
the reservation residents are reg- 
ular patrons of the Beck store. 
The fact that Hardin serves such 
| a big trading area was one of the 


How paint, related lines and house- 
cleaning needs are displayed. 
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Island displays in the foreground feature radios, electrical housewares and picnic 
supplies. Wall showings are given to hand and power tools and galvanized articles. 


the 10,000 population of its trad- 
ing area was what attracted its 
proprietor to the community. Big 
Horn County, in which the store 
is located, has an area of 10,000 
square miles being the _ state’s 
largest county and has some of 
the largest wheat farms and cattle 
and sheep ranches in Montana. 
On the negative side, as to local 
competition, there were last sum- 
mer five other hardware stores in 
town, eight other appliance out- 
lets as well as two plumbing 
shops. At least five times a year 
the wares and services of the store 


. apnastinen 


are advertised in newspaper space 
as large as one quarter of a page, 
in papers covering the entire 
county. Mr. Beck also uses Mar- 
shall-Wells mailing pieces, mail- 
ings going to all of the 2,000 box 
holders in the various post offices 
in the county. 

Until the recent shortage of 
major appliances Mr. Beck’s as- 
sistant, Charles Zimmer, spent 
considerable time on cold canvass 
work selling numerous individual 
appliances as well as complete 
kitchen installations including 
sinks, cabinet work, refrigerators, 


singin NE OM a 


home freezer units and, kitchen 
floor coverings. Originally a car- 
penter, Mr. Zimmer had visited 
the store to inquire about a re- 
frigerator. As a result of that 
visit he joined the store to be both 
an inside salesman and an out- 
side canvasser on a quota and 
commission basis. 

Outside selling by Clarence 
Beck and Charles Zimmer has re- 
sulted in many profitable and un- 
usual sales experiences. In one 
instance a new farm freezer was 
loaded on the truck, taken to a 
farmer—on a cold canvass basis. 
He traded in his old unit, which 
was removed and later resold at 
a profit. The farmer paid cash. 
On another occasion a gas refrig- 
erator was taken on a cold canvass 
trip to a farmer’s home. The 
farmer paid cash for the refriger- 
ator—over and above the trade-in 
allowance—and the old unit was 
resold, on the same trip, to an- 
other farmer five miles distant 
who paid $40.00 more for it than 
the trade-in allowance. 

In another instance an inquiry 
came through for a farm freezer. 
The call was made at night and in 
addition to that sale, two friends 
who were visitors also made con- 
tracts for like purchases. Each 
of the three sales was made on a 
50 pct down payment. In all in- 
stances the store seeks down pay- 
ments of 20 pct or more. Complete 
kitchens priced at $1,400 and more 

(Continued on page 130) 
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The store layout is planned to encourage and make convenient the easy circulation of traffic. 
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Corner of Gable's wallpaper display room with tables for customers use in perusing somple books. 
Note the alcoves with draperies, wallpaper and paint finishes used to dramatize the department. 


Showmanship Sells Wallpaper 


Homeowners are apt to take a 
notion at any time to have new wall- 
paper for their residences. When 
they do they head for a place that 
has paper in qualities, types, pat- 
terns and price ranges to suit their 
néeds. For this reason Gable’s, 
Inc., Harrisburg, Pa., hardware 
wholesalers and retail dealers, carry 
from 500 to 800 patterns at all 
times and in a price range from 
27¢ per roll up to as high as $2.10 
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Dramatization of its wallpaper department is 
one of the secrets of Pennsylvania store’s 


volume in this line 


a.roll, in the firm’s retail division. 

Since the store’s wallpaper de- 
partment goes in for unusual dis- 
plays showing how to coordinate 
draperies, furniture, woodwork and 
papered walls many customers buy 
wallpaper there purely on impulse. 
Despite the wide price range it is 
papers in the 75¢ to $1.50 per roll 
groups that are most popular. Al- 
though but one line of paper is 
regularly stocked the store will get 


others on request. Sales are made 
to homeowners as well as to profes- 
sional painters and decorators. 

In charge of Mrs. B. Knight, the 
department features in its displays 
showings of wall paper with appro- 
priate harmonizing drapes together 
with lamps and furniture from the 
firm’s own showrooms. Draperies 
are changed periodically to give the 
displays an ever fresh and appeal- 
ing appearance. All merchandise 
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Looking from the wallpaper displays into part of the ad- 
joining paint department and housewares section. Note 
wallpaper above archway. 


shown in these settings may be ob- 
tained from Gable’s excepting the 
draperies, sources for which will be 
divulged upon request. The dra- 
peries are an added touch. 


sn 1 


The wallpaper department is next 
to the paint department in a well 
lighted portion of the store and is 
separated from other sections of 
the display room by attractive 


Mrs. B. Knight stands near the alcoves used to display 
wallpaper, furniture and lamps. These display sections 
are frequently changed. 


green columns. Customers visiting 
the store to purchase paint for in- 
terior or exterior jobs are fre- 
quently good impulse buyers for 
wall papers and vice versa. 


Remodeling Doubles Hand Tool Sales 


When Andresen Hardware, 1234 
Elizabeth St., Brownsville, Tex., 
rearranged its hand tool depart- 
ment, sales in that section were 


doubled within the space of a single 
year. 

Tools were formerly displayed in 
wall sections with glass topped 





This tool department setup encourages self-service. 
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cases in front of the wall units. 
William Andresen felt that this re- 
quired too much display space for 
the number of tools featured. He 
rearranged the department for 
semi-self service. Smaller hand 
tools were shown from low wall 
racks on three sides of a square 
horseshoe. Open bins in front of 
the wall displays carried very small 
tools and accessories. Space below 
the open bins was used for reserve 
stock. 

In the center of the horseshoe 
he placed a display table 15 by 6 
ft. At the end of this table, lead- 
ing into the small tools department 
he placed a tool bar. The center 
table with bins for the first two 
shelves displays gadget type tools 
and accessories. 

“With the new arrangement,” 
Mr. Andresen says, “we are able 
to show three times the merchan- 
dise we displayed with the old set- 
up. As a result of these changes 
we are experiencing double our old 
volume in hand tools, much of it on 
a self-service basis.” 
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After-hours study of appli- 

ances and their use helps 

husband and wife do a 

better selling job on appli- 

ances and housewares for 

California store in town 
of 5,000. 





Mr. and Mrs. Cecil Cheeseman, managers of Hall's houseware and appliance section, 
sell merchandise by being thoroughly familiar with its operation. 


Product Knowledge— 


“Knowing a product is still the 
key to making sales,” says Cecil 
Cheeseman of the W. D. Hall Co., 
El Cajon, Calif., hardware store. 
“It was true when credits were 
easier, and it is true today with 
credit restrictions. That’s why 
Mrs. Cheeseman and I study prod- 
ucts by using them in our own 
home. 

“Take a gas furnace, for ex- 
ample. We installed a nationally 
known brand furnace in a home 
we built recently. This has helped 
us to sell more gas furnaces in a 
few months than we’d previously 
sold in years.” Other major appli- 
ances are used in their home as 
a means of helping them in mak- 
ing greater sales of such lines. 

Cecil Cheeseman was one of the 
firm’s pre-war hardware salesman. 
His wife joined the staff as a war- 
time employee. 

The Cheesemans have been the 
means of making their department 
& more important phase of the 
firm’s business. Says Rex Hall, 
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the Key to Better Sales 





Some of the points of an electric ironer are explained by Mrs. Cheeseman. 
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Mrs. Cheeseman shows housewares to a store visitor. 


vice president of the firm and son 
of 83 year old W. D. Hall, founder 
and still active president of the 
company, “After the war we 
placed Mr. and Mrs. Cheeseman 
in charge of our newly enlarged 
housewares and appliance section. 
They are part of the reasons for 
the department’s expansion. We 
thought the department would 
hold the interest of wives whose 
husbands visited us for hardware, 
roofing material, builders’ hard- 
ware and other lines of interest 
to men.” 

The expanded department has 
not only attracted more women 
shoppers to the store but has 
been the means of having more 
married couples go there for shop- 
ping. While the ladies browse 
through and buy in sections of 
particular interest to them their 
husbands get more time for lei- 
surely shopping in those parts of 
the store which attract the men. 
Since World War II the house- 
wares and appliance department 
has ranked second in growth, 
lumber sales at Hall’s having 
shown the top increase. This or- 
ganization’s annual sales volume 
approaches seven figures. 

A few hours spent with Mr. and 
Mrs. Cheeseman, who are in full 
charge of the housewares and ap- 
pliances department, and it is easy 
to see that Mr. Hall made a wise 
choice of department heads. They 
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are a friendly couple who know 
many people in E] Cajon and the 
surrounding El] Cajon Valley, with 
its small ranches, They sell about 
10 major appliances a month to- 
gether with a wide range of house- 
wares, do the buying for their 
department and arrange all dis- 
plays for it. 

Cecil Cheeseman has been with 
the firm a total of 16 years and 





in the community for more than 
30 years. When he and his wife 
took over the department Mrs. 
Cheeseman became the home 
economist and he studied to be a 
full-fledged service man by at- 
tending service school in Los 
Angeles. He also keeps himself 
posted on the latest service infor- 
mation on refrigerators, ranges, 
water heaters and home freezers, 
and delivers, services and adjusts 
all appliances sold, making certain 
that a customer will get off to a 
good start with a new appliance. 
Now that some appliances are on 
allotment this operation is of 
great value for the firm does not 
have extra overhead for any type 
of installation, delivery and service 
work. 

Mrs. Cheeseman attends home 
demonstration training sessions 
and sales meetings in nearby 
cities. Thus she knows how to 
demonstrate ironers, refrigera- 
tors, freezers and other kitchen 
equipment. 

Since the Cheesemans moved to 
E] Cajon in 1916 they’ve taken an 
active interest in community af- 
fairs. Mr. Cheeseman is a former 
scout master having directed one 
of the largest and most active 
troops in the country. Mrs. 
Cheeseman was active with Girl 
Scouts. Today some of their 
former scout associates are get- 
ting married, and buying house- 
wares and appliances from the 
Cheesemans. 





Cecil Cheeseman in his service smock gives attention to appliances in the firm's 
show room. 
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MEADE JOHNSON 


“Will there be locks and build- 
ers’ hardware during the period 
of the emergency?” 

The answer is, “Yes!” but, with 
qualifications. 


These qualifications are: Less 
overall quantity; reduced variety 
of items, but with these items in 
fairly large volume; and certain 
lines of products made in substi- 
tute metals. 

This is not, frankly, the most 
optimistic outlook; but, on the 
other hand, neither is it a despair- 
ing one. There will be some hard- 
ship, but the continuity of your 
business will be maintained to the 
extent that it depends on locks 
and hardware from us. 

During World War II, many of 
us forgot that wars end, that 
things return to a new normalcy, 
and that selling becomes again a 
very important function to main- 
tain business. In those war years, 
many of us forgot that the cus- 
tomer we couldn’t serve then, be- 
cause we hadn’t the materials, 
would be the customer we would 
be looking for after the war ended. 

Today, as we become more and 
more vexed with the irritations of 
diminishing supplies, let us not 
forget that this emergency is not 
permanent. Some day the par- 
tially interrupted boom in produc- 
tion and distribution will be in 
full swing again. Goods of every 
kind and description will then be 
manufactured, unfettered by any 
material restrictions. Let us not 
lose by default the sales oppor- 
tunities of that day by neglecting 





Editor’s Note: This is an excerpt of 
an address made at the recent annual 
convention of the Southern California 
Retail Hardware Assn., Long Beach. 
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Civilian Hardware in 
A Defense Economy 


Mr. Johnson answers the question "Will there 

be locks and builders' hardware during the 

emergency?" and points up the vital impor- 

tance of maintaining good customer relations 
during this difficult period. 


By MEADE JOHNSON 
General Sales Manager, 
Stamford Div., 
Yale & Towne Mfg. Co., 
Stamford, Conn. 


our obligations to our customers 
today. 

As we of Yale & Towne are try- 
ing to do, you too, should allocate 
your products to your customers, 
equitably and fairly. Every cus- 
tomer, because of past loyalties, 
has the right to feel dependent on 
you. 

For good customer relations— 
remember that short supplies do 
not give you the right to use a 
short answer. To the extent that 
we and you are concerned about 
supplies, so are your customers 
concerned. When we and you 
can’t fill their requirements, ex- 
plain why, and then help them 
either to find substitutes or to 
make further use of what they 
have on hand. 

As a matter of sound business 
policy, don’t carry your worry for 
tomorrow on your sleeve. The 
situation is too fluid for anyone to 
make definite conclusions, and no 
matter what the turn of events 
may be, our country has a poten- 
tial for growth and development 
greater than any of us can imag- 
ine. Today might feel uncom- 
fortable; but have faith in tomor- 
row. 

Don’t acquire the. “retrench- 
ment fixation.” Don’t pull in your 
sales horns, and draw the mer- 
chandising blinds. You may not 
feel the need to promote and ad- 


vertise and publicize as vigorously 
as in the past, but you can and 
should convert your promotion ac- 
tivities into a program for better 
customer relations. Instead of ad- 
vertising product only, use some 
of your advertising to keep your 
services, your business and your 
name before your customers. At 
the time of remembering, such ad- 
vertising will be remembered. 

Finally, I think all of us ought 
to inaugurate voluntarily a new 
era of mutual confidence, mutual 
co-operation, and mutual under- 
standing: Basically, we’re in this 
together, and each of us, big or 
little, has the same stake in the 
final outcome of the world-wide 
struggle between communism and 
freedom. : 

That we of the free world will 
eventually win in that struggle 
cannot be doubted, but to win 
quickly, with a minimum of cost 
in blood, toil and sacrifice, we 
must, each of us, carry part of the 
burden. 

We who manufacture and you 
who are our customers, and those 
who are your customers, have got 
to bear with each other in what- 
ever difficulties that might arise in 
our business relationships, and 
must hold together, as Americans, 
to make and accept the sacrifices 
necessary for our nation’s sur- 
vival and victory. 





Beauty is a sales tool in this 
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Poets write of beauty, but pro- lighted 
gressive hardware dealers use it wiring « 
as a business aid, as in the case of arrange 


Union Hardware & Supply Co., without 
Ashland, Ohio. The firm’s brightly on. Th 
lighted, colorful and well stocked lights ¢ 
gift and housewares basement is, lighting 
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Above — Main floor 
entrance to the 
basement  house- 
wares and giftwares 
section is this rear- 
of-the-store stair- 
case with shadow 
box display upon 
the landing. 


Right—View of the 
gift section. Door 
in the left hand 
corner is the en- 
trance to front 
stock room. 
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lighted by having three 220 watt 
wiring circuits in the basement so 
arranged that we can’t operate 
without all of the lights turned 
on. This keeps us from turning 
lights out.” Recessed fluorescent 
lighting, concealed fluorescent 
shelf lighting and ceiling spot 
light equipment combine to 
brighten the department. Some of 
the fluorescent tubes are of the 
daylight type. 

The three Heichels—J. R. and 
his sons, Guy and Robert — are 
proud of this department which 
was designed by Robert, who 
points out that the color scheme 
is subject to change from time to 
time. 

Important in the operation of 
the department is Mrs. Mabel 
Thompson, who is assisted by 
Distributive Education students, a 
senior student working there af- 
ternoons at a minimum wage. An- 
other boy who works in all parts 
of the store and a girl who assists 
in the gift section also work for 
the store as part of the Distribu- 
tive Education program. 

The Heichels have employed 
Distributive Education (D.E.) 
students since the fall of 1949. 
Ashland’s program operates under 
provisions of the George-Bardeen 
Act, with the federal government 
paying part of the instructor’s 
salary. When Union Hardware & 
Supply, or any other merchant in 
Ashland, wants to employ students 
in the D.E. program several appli- 
cants are sent to the prospective 
employer. Each applicant has 
references from teachers, minis- 
ters and former employers as to 
character, working and studying 
habits, attendance, tardiness and 
scholastic grades. High school 
students taking D.E. work receive 
credits toward graduation for 
their employment in a store co- 
operating in the program. 

During each school year the 
employer rates the student as to 
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wrap, cashier's office and display alcove. 


Below—Suggesting a picture gallery is the display 
visible in the right hand corner. Note the displays 
featured on the wall unit. 
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The Heichels—father and two sons. Left to right: Guy, Jr., 
J. R. and Robert at the bottom of the stairway which leads 
to the store's gift department. 


store practice and other phases of 
progress, on a regular report form 
which ties in with a definite out- 
line supplied by the school. In the 
student’s school work each is re- 
quired to prepare a sales manual 
on some one item in which he or 
she showed a major interest. 
These manuals are used to ad- 
vantage by students during the fol- 
lowing year as part of their studies. 


Gift Section Fixtures 


Floor fixtures in the gift de- 
partment are finished in Williams- 
burg green and have closed sides 
and ends so that attention is 
focused on top surface displays. 
Designed by Robert Heichel, a 
former architect, they are made of 
plywood veneer and have foot 
space on all four sides permitting 
people to stand close to the dis- 
plays. Four of the units are 9 by 
6 ft. and one is 6 by 3 ft. 

The display room is 65 ft. long 
and 24 ft. at its wider portions, its 
side walls presenting an almost 
unbroken line of display shelving. 
Its front and rear stockrooms have 
green painted doors which blend 
well with the rest of the show- 
room. 

Located well toward the rear of 
the main floor is an attractive 
stairway to the basement. The 
portions of it visible from the first 
floor are finished in green, with 
black trim above the stair treads. 
A scroll type sign reads, “Gifts 
and Housewares” and beneath it 
at the turn is a gift framed 
shadow box for showing a taste- 
fully arranged display of gift 
items. Further down, the stair- 
well is finished in red, a color that 
catches the eye. 

Wide aisles are another charac- 
teristic of the gift basement which 
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make it a comfortable and pleas- 
ant place for shoppers. Wrapping 
departments can be drab affairs, 
but this is not so in the Union 
company’s gift section. A square 
table with closed top, front and 
end is set in front of a recessed 
display in an alcove the rear wall 
of which is utilized for showing 
hanging flower holders, mounted 
pieces of fancy dinnerware and 
other ornamental gift items. At 
the same level as the wrapping 
table, on the wall is a shelf on 
which rests the cash register, gift 
wrap materials and wrapping 
tools. 


<->. 


Watch for New Items 


The good stocks in the depart- 
ment are no accident for the 
Heichels and Mrs. Thompson are 
ever on the watch for new items 
and lines to add to this attractive 


and profitable basement depart- 
ment. Robert Heichel makes it a 
practice to visit giftwares shows, 
spending at least a full day just 
looking over the situation before 
deciding on which line to buy for 
his store. It’s a practice that pays 
dividends. 

All merchandise in the depart- 
ment is plainly price marked with 
both selling price and cost indi- 
cated, the latter in code. Particu- 
lar effort is made to be sure that 
all price marking tags are clean 
since soiled markings suggest old 
stock or unwanted merchandise to 
the customer and cause her to lose 
interest. 

Although there are some small 
gifts priced as low as 25¢ there 
are dinnerware sets selling at 
more than $50.00 for 20 pieces in 
open stock patterns. Dinnerware 
sets are stocked in 17 open pat- 
terns priced as low as $5.95, best 
sellers being priced at about 
$25.50 per set. 


Gift Wrappings 

Fully 75 pct of the gift items 
sold are placed in special gift 
wrappings. Where shipment is 
involved the store will not only 
pack for mailing, with appropriate 
gift wrapping inside, but will ac- 
tually mail the merchandise upon 
request. 

Summing it all up the depart- 
ment is arranged to encourage 
browsing as the management has 
found to its satisfaction that “‘peo- 
ple buy more merchandise if you 
let them browse to their heart’s 
content.” 





Beverage equipment is featured in an alcove next to the lower 
landing of the staircase. Note displays on wall of the landing. 
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A Guide to 


Farm Market 


What anyone will buy in 1951 has 
not yet become an academic ques- 
tion despite the all-out mobilization 
plans for defense. Civilian goods’ 
pipe lines have not yet become 
drained. Early reports of hardware 
and other retail sales indicate that 
the first months of this year are 
ahead of last, and indications are 
that several good selling months lie 
ahead. 

There appears to be no merchan- 
dise famine as yet, except for some 
few items where the critical metals’ 
situation has already thrown a 
monkey wrench into production 
lines. But for the most part, inven- 
tories on all levels, are well filled 
and cut-backs, those already in 
effect and those impending, will still 
leave a production rate higher than 
in pre-World War II days, say the 
experts. 

And with a consuming public that 
has money in pocket, except when 
taxes are mentioned; that has been 
buying steadily and cautiously these 
past months, it is still necessary for 
dealers to keep their selling ma- 
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chinery at top level performance. 

For one segment of the buying 
public—farmers—their buying in- 
tentions for 1951 indicate an ex- 
cellent selling opportunity for hard- 
ware stores. Farmers’ income in 
1950 was approximately 28 billions 
and it will go up before it goes 
down. 

Farmers in the eight mid-west 
states, whose buying intentions are 
published in HARDWARE AGE with 
the special permission of the Mid- 
west Farm Papers Unit, Inc., nor- 
mally account for one-third of the 
cash farm income in the United 
States. The farm papers compris- 
ing the Midwest Farm Group are 
Prairie Farmer, Chicago; Nebras- 
ka Farmer, Lincoln, Neb.; The 
Farmer, St. Paul, Minn.; Wallace’s 
Farmer & Iowa Homestead, Des 
Moines, Iowa; Wisconsin Agricul- 
turist & Farmer, Racine, Wis.—sur- 
veyed their readership in the Da- 
kotas, Nebraska, Minnesota, Iowa, 
Wisconsin, Illinois, and Indiana, to 
determine their buying plans. 

Those plans make a happy selling 


Farm Buildings 
(All Figures Are Percentages) 














Planning to Build: 
Machinery Shed 
Hog House 

Build Yourself 
Ready Built 
Milk House 
Poultry House 
Build Yourself 
Ready Built 
Brooder House 
Silo 
House 
Dairy Barn 
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All States Ind., Iii. Wis. Neb. 
veoe S62 18.7 12.2 14.4 
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Here's an authoritative report on 
what mid-west farmers plan to buy 


Use this helpful guide 


in planning your promotions to 
capitalize on 


the wants of this 


wealthy market 


ground for dealers. In the eight 
states, 16 pet plan to remodel bath- 
rooms, and 14 pet, kitchens. Home 
interiors are to be painted by 46 
pet and 34 pet plan to paint the 
house exterior. Some 15 pet want 
running water in their kitchens and 
14 pet want it for their bathrooms; 
10 pet intend to install a pressure 
water system. 

Six pet want an electric kitchen 
range and 3 pct want a yas model. 
Linoleum is on the want lists of 
23 pet. New fencing is planned by 
23 pet. There are 10 pet who plan 
to buy power lawn mowers. 

The list is a long and interesting 
one, including equipment for farm 
buildings, major appliances and 
electric housewares for the 
tools, and automotive equipment. 

The total number of farm fami- 
lies responding to the survey by the 
five farm newspapers was 5490. Tor 
the individual states, the number 
was: Indiana and Illinois, 795; Wis- 


home, 


consin, 641; Nebraska, 716; Min- 
nesota, 710; Iowa, 644, and the 
Dakotas, ° 704. 

Minn. lowa Dakotas 

18.5 17.5 15.8 

11.7 15.8 12.8 

10.0 13.2 11.8 

1.7 2.0 1.0 

11.4 4.2 4.4 

8.5 8.7 10.4 

6.9 8.1 7.8 

1.5 5 2.6 

5.6 6.5 6.7 

7.0 2.6 6.7 

5.4 2.8 5.0 
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Guide to Farm Market Sales iets 
(Continued) Farm Buildings 
All States Ind., Ill. Wis. Neb. Minn. Iowa Dakotas 
Cribs and Bins: 
Ee SE aS Re a ee 8.3 9.5 4.1 8.2 8.5 9.0 8.4 Running 
nd. ad bene es nace 2.8 2.5 1.9 3.5 3.1 3.0 3.8 Kitch 
eo che phe bead a. 3 1.1 1.8 3.0 2.2 2.8 Bathr 
Planning to Remodel: Launc 
NS aT ee 16.1 15.0 14.6 16.6 19.3 15.1 20.0 Poult) 
ee ea Lae adng es 14.9 16.8 12.4 13.7 15.5 13.4 17.3 Milk | 
eg a a 9.4 10.5 8.6 8.1 9.4 8.9 9.7 Hog | 
Kitchen Cabinets ................. 9.2 9.5 9.6 9.9 9.7 6.4 13.9 Dairy 
ie tho ins edaenn a 48 8.3 7.0 7.4 7.7 9.7 8.4 12.8 Bathroo 
a cn ta ie 6.0 4.8 6.6 6.0 7.5 4.5 11.1 Flush T 
ci os alah nk wehin’ 4.7 4.5 4.2 7.0 5.6 3.0 7.4 Water | 
SE so cingiiews oKdentnaenes 4.7 4.5 5.5 6.3 4.8 3.4 5.7 Elect1 
i hci owt ke eRe aw 2.5 1.8 2.4 3.1 3.4 2.3 3.1 Gas 
es ay aeons wieaeil % 2.0 3.5 2.2 1.5 1.0 9 1.6 Oil . 
ee sew enews 1.5 2.0 1.3 Al 1.7 1.2 2.4 Coal 
Planning to Repair: Kitchen 
House: Pressur 
ao. Ci od «wipiete aries 19.9 22.8 17.2 20.8 21.3 15.9 23.4 Water I 
ree eer 16.4 14.8 15.7 18.3 18.9 14.8 21.9 Electi 
RN 52 cut oun cas adap ened 12.7 16.0 11.0 11.0 10.7 10.9 14.2 Oil . 
EE ts on cues hee ewaria 9.9 8.8 7.1 8.9 11.8 9.8 18.6 Gas 
Dairy Barn: Coal | 
See ne 13.2 12.9 13.4 12.0 16.2 10.1 20.2 Kind of 
ee Bia 9.5 8.9 11.9 7.7 11.4 7.1 12.6 Coppe 
PEC Pe an, oly eee 8.9 10.4 71.3 6.3 11.5 6.5 12.1 Iron 
SES SEE een en er eee ean 1.4 1.8 2.2 A 1.4 8 1.0 Shower 
Planning to Repair: Kitchen 
Poultry House: Elect 
LS EEE ae ne ee 7.9 8.5 6.4 10.3 7.3 7.3 8.4 Gas 
aS RS pe eee 6.2 5.0 5.8 7.0 8.7 5.3 8.9 Coal-\ 
a et ol tn ard | 5.4 5.3 6.9 5.6 4.5 4.5 7.5 Other 
RAE esha ges eee na 4.5 3.0 6.6 5.7 4.8 4.0 5.5 Mechan: 
Milk House: Oil Bur 
ET er eet arr re 2.8 1.8 5.1 1.8 3.5 2.5 2.3 Room o 
ek aati mhan ee nanneas 2.5 15 4.8 1.7 3.5 1.9 3.0 Oil . 
EE Ga RE ra a 2.1 1.8 2.8 2.5 3.0 1.2 2.3 Coal-\ 
Planning to Paint: Gas . 
House: Elect 
a so eee eS ee 46.6 49.3 45.6 39.1 49.4 47.5 38.8 Baseme! 
SND ois a necde eneneis es 40.2 50.8 26.2 24.0 35.9 49.2 26.3 Coal Ste 
ASE TER SS eae pe een ae 34.3 40.0 29.5 27.7 33.4 32.4 37.6 Gas Bur 
Te ik iil 25.2 28.5 24.8 19.1 30.1 24.1 34.1 L-P Gas 
IE NIN gio ceve ore Foci ed es mien 17.1 16.5 11.6 15.8 19.3 19.9 19.9 
I 86 ec. dS sip ele ieee 15.9 18.7 6.4 15.2 127 21.1 15.6 
SS err cere 9.2 9.4 16.7 3.8 11.8 5.7 4.8 
Insulation: 
ED pce se se a wi vquaidonnine oleek 8.8 8.0 8.3 11.5 10.7 7.5 10.4 
I i hin. cabin inal ated won 3.3 1.3 11.5 A 4.2 1.1 2.1 -_ 
ee ee eee 3.1 2.5 3.4 1.5 5.2 2.6 4.0 A 
(ere ee er eee 1.3 1.0 1.6 aa 1.8 1.6 1.3 , 
I ona i8d ciand warner etarienece wir 2 1.8 9 8 1.4 pe | 2.1 Linoleu 
Poultry House: Furnitu 
See ee | 7.3 7.2 8.5 11.5 10.6 11.8 Livin 
Windows, glass .............00000- 13.3 11.8 11.0 11.7 16.2 13.9 18.8 Bedre 
Other than glass ................ 98 12.0 6.1 12.7 5.9 11.4 8.4 Kitch 
Dairy Barn: _Dinin 
ene nee 7.0 6.1 8.9 6.0 9.0 4.7 11.5 Utensils 
Drinking Cups ................--.- 5.3 3.8 10.0 1 11.3 2.8 4.1 Alum 
NI is cesairia say one 68 2.4 1.5 4.4 1.4 3.1 1.6 3.6 otal 
er ure enews 1.1 5 3.3 3 2.3 2 4 Press 
Lightning Protection: eee 
cisditnstdeccedasdey tin 4.5 5.1 4.5 2.8 4.6 3.6 6.4 Press 
a ke ale 3.8 5.0 2.8 3.8 3.9 2.2 5.5 Ena 
ae tia . ie a oe Stain 
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Plumbing, Heating, Cooking 


(All Figures Are Percentages) 











All States Ind., Ill. Wis. Neb. Minn. Iowa Dakotas 
Running Water: 
SESE er ee ne er ee 15.7 13.0 14.6 14.5 20.6 15.3 22.2 
I ota oss on al ales aris law rel ae 14.2 12.5 12.7 14.0 18.0 13.7 19.3 
a ad Ja align easels wai laien Hi 7.3 6.0 6.0 6.8 9.6 7.5 11.6 
Qo: rere ere 6.5 5.8 2.5 6.8 8.2 9.5 4.8 
I a io i5re cae ives eae ow. wees 6.4 6.1 11.9 2.5 7.9 3.6 5.7 
OO Ee ee ee ean ee 5.8 5.1 2.7 3.6 6.1 9.5 6.0 
NE Ps. ca irtare eiendle sikieia woerera sa 5.6 4.8 6.2 2.4 9.7 4.8 5.8 
Bathroom Equipment ................ 14.8 14.0 12.9 14.5 17.6 14.3 18.8 
SE NE inass  o ec ee eee dence 14.4 11.8 13.6 15.2 19.6 13.7 19.9 
Water Heater, House: 
Ee As Rett Sarat cts luwnahh ar dreausspn 12.8 14.3 10.8 8.7 14.4 12.5 14.2 
ER Oe See PRET E Een Or Lae Pmeee 3.3 4.0 1.7 5.4 3.1 2.3 4.8 
ee fo Nore lala ahs Sede aioe eta pueda auatoos 1.2 1.0 1.6 I 1.4 LA 9 
REIT EES Se oc aren eg hy tke a ee 0.8 1.0 1.3 0.4 0.3 0.5 1.3 
Sets duiwinne es 11.5 10.8 10.7 11.9 13.8 10.0 16.3 
Pressure Water System .............. 10.6 7.8 8.4 11.6 13.9 11.8 14.8 
Water Heater, Milk House: 
NN ook beer om cntalica ed URIs 6 wid. 68 7.4 6.8 13.3 23 10.3 4.7 5.7 
RSET A cae nt eee 0.8 0.5 1.4 0.4 LA 0.6 1.0 
eae: oe Pen neces ee ee eee 0.7 1.0 0.8 0.7 0.7 0.3 0.7 
I i ec Sara an Gnosieelee 84% 0.4 0.8 0.2 0.1 0.2 0.3 
Kind of Pipe: 
PE ce aoe bwieaiis maeraus 7.0 5.8 5.0 4.6 9.2 7.8 11.9 
NR etre Rar Soh Ba willis 5 ath on 5.3 5.1 5.3 7.8 4.8 4.8 5.7 
Shower Bath Cabinet ................ 6.0 7.0 4.1 5.9 6.2 6.2 5.8 
Kitchen Range: 
NE oc il wig o ochre aa 4 wit sd es 6.0 5.5 7.4 5.4 5.9 5.3 8.1 
tre eis es ia as So ic a Abul 3.8 3.8 3.0 4.3 4.5 3.9 3.8 
NI ye ha ais eae 1.8 1.5 2.7 2.0 2.3 1.2 1.3 
Na ee dni wa eeacady aNd quis 0.6 0.5 0.8 0.3 1.1 0.3 0.6 
Mechanical Water Softener.:......... 5.4 5.3 3.1 3.6 7.5 5.8 7.5 
NE ocean dnccudundwne ss BS iaseues §.1 6.3 2.5 | 4.6 6.5 5.4 
Room or Space Heater: 
Cer te pene ae eases at Shy os 4.5 5.5 3.3 3.2 3.8 4.8 4.7 
MNNMNIIIE v6 cg. ores ore Siar eine Ka waaoete 2.0 2.0 ds | 1.7 1.5 2.3 1.4 
SERIE EE oh, tie geen) Sarg ae eR re ee oe 0.9 1.3 0.3 2.8 0.4 0.2 ~ 16 
I ais whee ath asa nininleww wars dromaits 0.6 0.5 0.6 0.8 0.7 0.5 1.4 
NE WUNMOED: . won cio s ccsseeeiae cic 4.4 3.8 4.7 1.8 5.8 4.5 6.4 
ie mew ciate akan sus Wis anes 2.0 2.5 ee | 0.8 2.5 1a 3.3 
PE +ccbGb 00000406 +60 6s0 eves 1.3 1.5 0.2 2.5 1.1 1.2 2.1 
L-P Gas Installation ................. 1.3 1.3 23 2.5 2.0 0.5 2.0 
Household Furnishings 
(All Figures Are Percentages) 
All States IIl., Ind. Wis. Neb. Minn. Iowa Dakotas 
ES CET One eee 23.00 22.8 21.8 19.7 26.8 22.3 26.3 
Furniture: ‘ 
NN Ee OA TEE ae 9.0 10.5 6.9 9.5 7.9 8.7 9.9 
I etait g a aires va obese enteric nase 7.5 8.5 5.8 7.3 7.0 8.1 8.1 
RSs aidan LGR ee « 5.4 6.0 5.5 3.8 5.4 4.7 6.4 
NTI os. x 56 p0'n0-s Aus gp vh'g oso alae 3.9 3.5 1.9 3.6 6.1 3.9 5.7 
Utensils: 
EG ge eee 8.3 9.3 7.7 6.6 8.2 8.3 12 
Stainless Steel, Copper Bottom...... 7.4 8.0 5.2 6.8 7.9 8.1 7.5 
PONS GIUEIID conse ccecccceseses 4.7 5.0 4.9 4.1 4.9 3.9 5.4 
ON Mg 2 oo Siaia diaup sa sais 4.0 4.3 3.8 2.4 4.2 3.9 5.5 
Pressure Sauce Pan . ... 2.2.0. .0.. 3.5 3.8 2.8 3.4 3.7 3.0 4.7 
Ue stra co go nea oOo 3.2 2.8 27 3.1 3.5 3.4 4.4 
UNE UNE i so5 dsisa dieen eeeenwus 2.8 2.5 3.3 2.2 3.0 2.5 3.6 
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Guide to Farm Market Sales pee 
(iddiiead Household Furnishings ( 
All States [IIl., Ind. Wis. Neb. Minn. Iowa Dakotas 
oe Cds ois ae aucle wi slenaiate oie a 22 1.8 2.0 22 b Bey 3.8 Z1 
I a cp cles acsie wale areola 0.5 0.5 0.9 1.0 0.8 ge 0.9 
Sewing Machine: 
I aa frac s sid, co ease asavete are 6.7 6.0 6.6 6.3 72 6.4 10.4 
Pe NN i yo ere du, Devons aidiavapens 1.8 2.0 1.6 1.4 23 i | 2.6 
eg) ee 5.7 > 5.5 5.5 4.9 6.9 5.9 4.8 
Dive PRUNGUIANCTS «oo... cc sccces ces 4.9 4.3 4.1 4.6 6.3 4.4 8.1 
MRI gt Seek grr aiag din tse tae Tavaniioustece ta 1.9 2.3 1.9 1.8 1.4 1.4 2.6 
ii rsh SO pate & reba caiingt _ Peet a = Hani 
tomer 
at clos 
Electrical pee, « 
(All Figures Are Percentages) by ‘ees 
~ ——— - ; —— = the fre 
All States Ill., Ind. Wis. Neb. Minn. Iowa Dakotas Mr. 
= - - SEE — nothin; 
Home Food Freeser .....:....0cscee0 15.2 17.8 13.6 11.7 14.5 13.9 17.6 play 01 
Motors: except 
I ee occ we beieewmmeo sen 13.1 9.4 7.6 13.1 16.8 7.6 23.7 using 1 
MO BO o osine oie wide w sieseraieice <io'd 5.5 5.3 4.8 5.2 4.4 5.9 8.9 by ma 
i EE ee Aen eee Ore 9.1 8.8 7.8 9.9 9.7 8.3 14.3 which 
Drills: ways | 
II 35 Gccrss Griz cg Cuaheigiavetn mew om 8.8 9.6 5.9 9.1 8.5 7.9 15.3 assortr 
IIS 25, tee iy thts tne oie are har eareee 1.4 2.3 0.6 1.3 0.8 0.8 8.8 with it 
Ns Sieg Sac see eaonrnzetde 3 15.5 4.2 3.9 4.8 7.5 2.4 
Lights: 
Se ee 8.2 7.5 6.3 9.2 7.9 8.9 11.8 
ND Fag J cai' ahs Sicdiaidn edie oats 6.6 6.5 3.7 7.5 5.6 8.7 qt 
EUR 06 ia gana 5.2 orantesi hone easeratete 6.2 6.3 4.2 9.2 7.0 4.3 11:2 
NE edcorep'-dsbie a rele aia owas 5.8 4.8 13.4 3.1 6.2 2.8 5.0 
ea rev tt Loi 5 aia aie wterésaveiasornea Seon 7.6 6.3 6.1 11.6 yi | 6.4 15.3 
Washing Machine: 
NS Sele ay's ics ovo Sin wee oe es 7.6 8.3 5.6 6.4 8.9 7.5 8.9 
NN east ci ae ik iv satana a othe et ain 2.5 8.7 13 2.7 2.1 2.2 2.0 
ES ne ee iB 6.6 4.7 8.1 7.0 5.3 14.5 
on re 6.9 6.5 4.2 9.2 9.0 5.3 13.2 
RR a) oerera tes Te cea ee eS 6.8 5.5 5.6 8.4 7.9 5.8 13.9 
hese Ni ihen Do ge ol Gs) ais a 6.4 5.5 6.6 5.6 5.9 6.7 10.7 
Mechanical Refrigerator 
MEET hes. Aes 8 gis. 4d KHON ADS wleldeie 6.1 3.8 6.6 7.0 8.9 5.1 10.9 
NS Sire irk Rissa ies vGe.dieme areca ers 0.6 — 0.2 2.5 1.0 — 2.6 
ee ra rarne Te 6.1 5.3 5.3 6.8 8.0 5.3 9.1 
N55 una vieltco aye oe es 5.5 2.5 5.5 6.7 7.3 5.8 11.8 
SPIO oor ecuciccenvanedewss 5.0 5.3 4.5 5.9 4.8 3.9 8.4 
Ventilating System: 
WOUNEY TIOURE .. 000s ccccccccecscee 4.7 3.8 3.9 2.4 8.2 4.7 5.8 
NN 55.5055 icp: cr sh cata val a watsdersseronsioes 3.8 3.4 5.6 4 8.2 2.0 2.4 
NI 5. ss siasalera loose signe eae; eemers 2.5 2.0 8.7 — 2.0 0.8 0.9 
I oa ci wlaict a ais elaine iets 1.9 13 1.9 32 2.3 2.5 2.1 
NE 6a didn e-sarsialele vieasierias 4.4 4.5 3.6 5.9 3.5 3.9 8.0 
(talks ORR Pe Races gt bree eae ae 4.2 3.8 3.8 6.0 4.1 2.8 8.8 
eee ae 3.8 1.3 2.0 2.4 2.8 17 3.6 
PeOmie PASUGUPIZET «2. oc cc ccccscesoce 3.7 4.5 3.9 2.4 5.8 2.2 2.7 
I NE 6 go oinis diate s £6 4.0 siarwne ais 3.6 3.0 2.4 4.3 4.9 2.5 8.4 
ag gS tc neh oi ose ake Oe 3.5 4.5 3.1 €.1 2.8 2.3 6.0 
|” 2 AES a a aera 3.0 3.3 1.9 y AE 2.7 2.6 6.7 
EE WONUB Soo. 5 «05 ce cwowcenees os 2.9 3.0 0.9 4.1 3.7 22 6.8 
Saws: 
e555 St venta va wigan ie an a A 2.9 3.8 1.9 2.9 3.4 2.0 4.0 
NS oi Gao dia- sicko ol ker tA 1.5 it 0.7 0.7 i ee | 1.3 
Built-in Kitchen Fan ................ 23 2.5 pe f 2.8 3.7 0.9 3.6 
I oop oe vs we rae ae 1.5 1.8 0.8 1.0 2.4 1.2 os 
(Continued on page 132) 
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Constant Promotion Sells Tools 


Front-of-store location of tool bar makes all 
visitors to Conn's prospects for impulse sales, 


Hand tools sell fast when the cus- 
tomer sees them in good light and 
at close range. H. A. Burton, man- 
ager, Conn Hardware & Furniture 
Co., in Stuttgart, Ark., proves this 
by having his tool bar just inside 
the front door. 

Mr. Burton explains, ‘There is 
nothing unusual about our tool dis- 
play or the way we promote tools, 
except that we are consistent in 
using the promotion ideas supplied 
by manufacturers.” The tool bar, 
which faces the front door, is al- 
ways kept filled with a complete 
assortment, each item being tagged 
with its price, name and stock num- 


PY tke gl fee me 
. * 
ae * oe 
rie 


as well as related sales 


ber. When an item is sold the tag 
is removed for a record of just 
what has been sold. 

One of the most profitable tool 
customers is the farmer who does 
his own repair and simple construc- 
tion work. In this city of 6000 in- 
habitants, located in a rice-growing 
territory, tools receive intensive use 
in building tractor trailers, truck 
beds, farm sheds and buildings, and 
for home repairs. 

Home repairs are encouraged 
consistently at the Conn store which 
promotes tools and related items, 
especially paints. 

“When new tools are bought, we 





can be pretty certain that the user 
needs paint to finish that one job,” 
said Mr. Burton. “We seldom close 
a tool sale without asking the cus- 
tomer about paint. A few friendly 
questions often induce the customer 
to reveal what job he is going to 
do with the new tool. We then can 
make definite suggestions about the 
right paint to buy.” 

A special and very attractive dis- 
play of related items sold with tools 
and paints has been arranged close 
to the tool bar. This table shows a 
wide assortment of files, sharpening 
stones, rules, and sandpaper. A 
large percentage of tool customers 


rf : 


‘=> 


- 


A lay-away purchaser buys tools from H. A. Burton, manager. Note surrounding displays of sporting goods. 
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A customer talks paint and later hears the story on tools he will need. 


make purchases from this display 
when attention is called to it. 

“Tools have enough profit to make 
their promotion well worth while,” 
said Mr. Burton. “When related 
items are promoted along with 
tools, I sometimes think that tools 
are just about the best traffic 
builder in the store.” 

Mr. Burton places hand tools, at- 
tractively displayed, in the same 
category as sporting goods for 
yielding pleasure to the purchaser. 
A man who likes to tinker with 


Shadow 


Pratt Hardware, Colby, Kan., 
uses shadow boxes for most of its 
departments to feature seasonal 
items the firm wishes to sell in 
good volume. Measuring 36 by 24 
by 18 in., with a 1% in. frame each 
unit has a fluorescent tube inside 
the top to give indirect lighting. 
“We change these displays every 
four weeks and try to keep them 
seasonal for each department. 
These displays are used for items 
we want to move instead of for 
unusual or hard to stock merchan- 
dise for which we formerly used 
them,” says J. V. Pratt. 


Each of the firm’s shadow boxes 
has but one theme although sev- 
eral different items from the same 
department may be displayed. Four 
of these displays near the front of 
the store are spotlighted at night 
to make them stand out for side- 
walk shoppers. 


These shadow boxes are excel- 
lent eye-catchers and aid materially 
in increasing sales.’ 
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tools derives as much pleasure from 
buying a good tool as a sportsman 
gets from buying a fishing reel or a 
gun. 

Stuttgart, sometimes called “the 
duck capital of the world,” is well 
supplied with dealers who sell fine 
sporting goods, and one of these 
dealers is the Conn Hardware. 

The tool bar is set up in the 
sporting goods department. Tools, 
as well as sporting goods, are often 
sold on the lay-away plan, promoted 
with clear signs prominently dis- 





played. Mr. Burton encourages cus- 
tomers to buy all the tools they 
want on this plan. A small sum 
paid down holds the tool, and the 
weekly payments complete the 
purchase. 

Tools needed for immediate use 
are seldom bought by putting them 
in layaway, but the other items that 
every mechanic wants to complete 
his home or farm tool assortment 
are often bought in this way. The 
plan also is used frequently by 
people buying tools for gift oc- 
casions. 

Tools as gifts for Father’s Day, 
birthdays and Christmas have spe- 
cial promotion here, with display 
windows being coordinated with in- 
side displays and advertising. 

Mr. Burton expressed himself as 
believing that now is the best of all 
times to promote tools. Mainte- 
nance and repairs of all kinds are 
becoming increasingly important. 
Farmers and homeowners know 
that they must take care of what 
they have by repairing practically 
everything. 

“We are trying to keep before 
ourselves and our customers,” Mr. 
Burton said, “the vital fact that all 
of us must become conservation- 
minded. And nothing is more im- 
portant in such a program than 
good tools—the kind we promote 
every day in the store.” 


Boxes Help Sell Seasonal Lines 








Tennis goods and vacuum bottles received the spotlight in this shadow box display. 
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Mass Display to Sell 
More Garden Hose 


Garden hose, piled high to create 
a mass display, is an excellent 
way to remind all customers enter- 
ing your store that now is the 
time to buy garden hose. Such a 
display will emphasize to your 
trade that your store is headquar- 
ters for such merchandise as well 
as for other lawn and garden needs. 

Although many dealers prefer 
to use display units offered by 
garden hose manufacturers, HARD- 
WARE AGE presents this idea for 
those wishing to make their own 
display units. When not being 
used for garden hose this display 
unit may be utilized for other 
bulky goods in other seasons. 
Toys, wheel goods, luggage, large 
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cans of paint or anti-freeze are 
among the other lines for which 
this display may be used. 

The large center unit may be 
built out of 5% in. plywood with 
plywood dividers held in position 
on the shelf with metal angle 
irons. A length of pipe may be 
used to hold the chrome finish 
standard card holders and the 
pipe may be finished with silver 
paint. 

Stacks of hose may also be piled 
on the base. As the unit is a two 
sided one it presents a real mass 
display possibility. 

The drawing also shows how to 
provide space for showing related 
items to encourage the purchase 











of additional items such as noz- 
zles, hose connections, sprinklers 
and other accessories. Dotted 
lines to the right in Fig. A show 
a good location for a table at one 
end of the garden hose unit for 
showing accessories. 

The low base at the other end 
(B) may be used for showing two 
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or three lawn mowers on a piece 
of grass matting to tell the “Get 
ready to cut grass once again” 
story. A rack of suitable size can 
be built out of lengths of 1 by 2 
in. lumber. The mowers may be 


held upright by- use of dowels or 
short lengths of pipe. 

Table A is binned off, with 
standard bin glass and metal 
corners. Each bin should be 
priced with small bin price clips. 





Measurements are not included 
as they should be governed by the 
height of the piles of hose as well 
as the amount of floor space which 
is available for such a display 
unit. 


Should Manufacturers Charge 
For Advertising Material? 


Yes and No; it all depends. For 
many years, we have had opportuni- 
ties to observe the waste that re- 
sults from the too liberal expendi- 
tures of advertising funds for 
dealer helps. 

This waste follows many dif- 
ferent channels. It may result 
from the non-use of the material 
supplied by manufacturers to dis- 
tributors and dealers; or it may 
occur from the use of over-sized 
advertisements in publications in 
which smaller ads could perform 
to better advantage. 

This matter of waste is closely 
tied into the question of charging 
for advertising material and ser- 
vices. It is natural for all of us 
to place higher values on material 
for which a charge is made. When 
fair charges are made for printed 
literature, signs, souvenirs, publi- 
cation advertising, and other forms 
of publicity, the material takes on 
a value that it would not ordinarily 
have if distributed free of charge. 
Even the distribution of advertis- 
ing material by large advertisers 
to their own organizations involves 
this problem. 

Some years ago, as a member of 
the branch advertising department 
in the organization of a world-wide 
manufacturer, we came across a 
very large stock of expensive cata- 
logs and booklets which had ac- 
cumulated for years in the branch 
office warehouse. At that time, the 
material had become obsolete and 
had to be sold as waste paper. 

Upon investigation, we found 
that, the branch office had been or- 
dering this material from the home 
office on requisition blanks sent to 
them, without respect to the needs 
of the territory; and after the 
salesmen had been taken care of, 
the surplus material piled up. 

The character of the advertising 
material itself should have a direct 
bearing upon the decision to charge 
or not to charge distributors and 
dealers. If it does not exclusively 
present the manufacturers’ or ad- 
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By S. C. BAER 
S. C. Baer Co., 


Cincinnati 


vertisers’ own messages and name 
and if it has a retail value such as 
good point of sales material should 
have, we believe that a fair charge 
should be made for it, based, of 
course, upon its actual cost. 

The advertiser should include in 
his appropriation, a percentage to 
apply against the cost of this ma- 
terial, and share the cost with his 
distributors and retailers. He 
should not expect them to carry 
the whole load. 

Through superior purchasing 
power, he can also lower costs and 
thereby set the prices on this ma- 
terial at a reasonable figure. Some 
of the charges made today by ad- 
vertisers are excessive and out of 
line. They attempt to load the en- 
tire cost on their retailers and dis- 


tributors. Their buying is also 
sometimes inefficient, penalizing 
both themselves and their cus- 
tomers. 


Another important element that 
bears upon the answer to this ques- 


tion is the method used in charging 


for the material. Some manufac- 
turers make an outright charge for 
all advertising, based upon a price 
list covering catalogs, folders, book- 
lets, posters and other printed 
units; souvenirs, signs, clocks, dis- 
plays, etc. Others use a memo 
charge which may later be counter- 





(Editor’s Note: The question 
whether manufacturers should 
charge for advertising material 
supplied their distributors and 
dealers is a subject frequently dis- 
cussed in the hardware trade. Mr. 
Baer, who has had considerable ex- 
perience with this question, makes 
some very interesting comments in 
this discussion. We'd like to have 
some dealers’ views on this subject.) 





balanced by credits on account of 
volume of merchandise purchased. 

Many manufacturers supply 
their distributors and dealers with 
an initial supply of advertising ma- 
terial based upon their purchases. 
All requests for additional supplies 
are then charged to them. In gen- 
eral, the distribution of advertising 
is kept under closer control when 
a charge is made, for distributors 
and dealers are more careful in 
their advertising requests and in 
their supervision of its distribution. 

If trade associations would give 
this subject more careful study and 
adapt general rules for the guid- 
ance of their members, more uni- 
form and money saving methods 
of advertising distribution could 
be adopted. It is obviously difficult 
for some companies to charge for 
their advertising when others in 
the industry supply their dealers 
and distributors without charge. 

However, there are such cases 
whereby, through special tech- 
niques, advertising materials can 
be sold to the advantage of both 
manufacturers, distributors and 
dealers even in an industry where 
advertising materials are “free’”’ as 
a matter of tradition. 

One manufacturer whose sales 
volume was around $5,000,000, sold 
to and charged its dealers with 
over $100,000 for dealer helps in 
one year. These materials, includ- 
ing literature, were excellent values 
at the prices charged since the ad- 
vertiser bought in large quantities 
and shared the cost 50-50. 

Many organizations now have 
years of experience in the sale of 
advertising and dealer helps and 
few of them have reverted to the 
method of free distribution after 
having adopted a policy of charg- 
ing fair prices and shipping only 
upon orders. Almost everv study 
of this problem indicates that the 
percentage of advertisers who make 
some charge for promotional ma- 
terials has increased from year to 
year. 
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TARGET PISTOLS 
ON TRACTORS 


Big news in the pistol business, accord- 
ing to an article we read recently, is the 
tractor-borne varmint shooter. It seems 
that a lot of farmers are mixing plowing 
with plinking, and keep a trusty 22 
holstered to the steering posts of their 
tractors. 


As they chug over the landscape, the 
noise of the tractor flushes all manner 
of varmints. And the farmer is ready. 
Out of his holster comes the pistol, a 
couple of shots break the rural quiet, 
and another varmint bites the dust. 





The sport has its serious side, too. Var- 
mints eat through a lot of precious crops. 
The farmer is the guy who picks up the 
dinner check. A couple of well-placed 
Remington ‘‘Hi-Speed’”’ 22’s are a lot 
cheaper than a varmint’s weight in corn. 
The list of animals and birds classed as 
pests is formidable. Varying with the 
locality, it includes: crows, prairie dogs, 
woodchucks, etc. 


Like so many sports, tractor varmint 
shooting can become a fad. You might 
start the snowball rolling by suggesting 
it to a few of your sports-minded farmer 
customers, with a word of caution, of 
course, if the farmer has youngsters in 
the family. If the idea takes hold with 
your farmer customers, it will do pleas- 
ant things for your 22 pistol and Rem- 
ington “Hi-Speed” sales. 
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Here’s a guy with lots of potential. 
He may be standing in front of your 
gun counter tomorrow. He’ll be a bit 
timid in the world of men. It’s new 
to him. But he’ll finally screw up his 
courage, point a finger at a 22 rifle, 
and say, ‘‘Can I see that one?’’ It be- 
hooves you to win his friendship. 


If he’s interested in shooting, it’s 
likely Dad will see things the boy’s 
way shortly. That means one 22 rifle 








YOUR BEST CUSTOMER 


sold, plus ammunition. Ina couple of 
years he’ll be a full-fledged hunter, 
and in the market for a shotgun or 
a big game rifle. From there his in- 
terests may lead to target shooting, 
big game hunting or one of a dozen 
gun sports. 


Adding it all up, he’s your best 
potential gun and ammunition cus- 
tomer—well worth a few minutes’ 
time and patience. 








Your advertising 
can do a better job 


A few months ago Remington ran a one- 
column advertisement in a big farm 
magazine. It competed for readers with 
elaborate automobile ads, tractor and 
implement ads, household product ads— 
competition similar to that which your 
ads face in your local newspaper. Ad- 
vertising readership of the issue was 
checked by a national research organi- 
zation. To the surprise of a good many 
savvy advertising men, Remington’s 
simple one-column ad attracted more 
male readers, on a cost-per-reader basis, 
than any other ad in the magazine. 
This survey was no surprise to us. 
Research has shown that gun advertis- 
ing gets terrific readership. There’s no 
trick to it. It isn’t necessary to lure men 
into a gun ad with pictures of babies, 
dogsor pretty girls. We tell the story sim- 
ply, with a good-size picture of the guns. 
What is true of our advertising, ap- 
plies equally to yours. Include guns and 
you’ll get more readers. More readers 
means more sales. If you’re making up 





an ad containing a lot of items, include 
some pictures of guns. 

If you need electrotypes, dealer ad- 
vertising mats, write us. We will send 
you the latest copy of the Remington 
electrotype catalogue showing electro- 
types of all Remington products. Write 
to Advertising Section, Remington Arms 





~~ er _ 


The corn will be green at Rube’s this 
spring. He’s just after getting hisself 
a Remington Crow Curer. 
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Popular priced toys have proved to be excellent traffic builders in this new store. Open st 


New Evanston Store Stresses || V 





New shopping center store uses variety of stock and Hibbard 
merchandising plan for building traffic in Chicago suburb 


frontas 

The br 

the sto: 

Located in a sparsely settled, but visible 

fast developing section of Evanston, Prec 

Ill., the newly opened Harold’s store, | 

Hardware store at 2912 W. Central formal 

Ave., is concentrating on variety of all the 

stock and aggressive promotion to and to 

build store traffic. hardwa 

Owner Harold Mos- Many locations were considered scene ( 

chin (right) is build- before Mr. and Mrs. Harold Mos- than th 

ing good volume chin opened the store, and the pres- evening 
with local builders : i 

by carrying ade- ent site was selected as having the the put 

quate stocks. greatest possibilities for the future. A ba 

Several stores, of which Harold’s rear ro 

Hardware is the largest, form the white « 

nucleus of this fast expanding huge si 

shopping center. cocktail 

Harold’s Hardware, which uses the 30 

the Hibbard, Spencer, Bartlett 8- friends 

point Merchandising Plan, is on 4 decorat 

main thoroughfare and has a 35-ft were pl 





124 HARDWARE AGE, MARCH 22, 1951 HARDV 








new store. 


ses 


tled, but 
1vanston, 
Harold’s 
. Central 
ariety of 
10tion to 


nsidered 
old Mos- 
the pres- 
ving the 
e future. 
Harold’s 
form the 
cpanding 


ich uses 
rtlett 8- 
is on a 
3 a 35-ft 


22, 1951 





Open stock china and glassware, displayed in this fashion, have attracted many women customers. 








Variety and Promotion 











frontage of plate-glass windows. 
The brilliantly lighted interior of 
the store, 100-ft deep, is completely 
visible from the street. 

Preceding the opening of the 
store, Mr. and Mrs. Moschin sent 
formal invitations to a preview to 
all the other merchants in the area 
and to their suppliers. Probably no 
hardware store has ever been the 
scene of a more successful party 
than that held from 8 to 10:30 the 
evening before the store opened to 
the public. 

A banquet table was placed in the 
rear room, and covered with a fine 
white damask cloth. It bore eight 
huge silver trays of hors d’oeuvres; 
cocktails were also served. Some of 
the 30 large bouquets sent by 
friends in honor of the opening, 
decorated the table, the balance 
were placed around the store. The 





HARDWARE AGE, MARCH 22, 1951 125 













‘MOST 
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Moschins estimate that well over 
200 attended. 

The public opening of Harold’s 
Hardware was announced in full- 
page advertisements in an Evanston 
newspaper, and by several thousand 
eight-page circulars sent to resi- 
dents of the surrounding area. 
Attached to this flyer was a coupon 
which, if filled in with the bearer’s 
name and address and presented at 
the store during the three opening 
days, could be exchanged for a free 
gift set of half a dozen table glasses. 
These tumblers were of fine quality, 
beautifully decorated and attrac- 
tively boxed. During the three 
days, 1800 sets were given away. 
The coupons turned in provided a 
mailing list of prospective cus- 
tomers. 

“We have found that direct mail 
is the only advertising media that 
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STORE IN EVANSTON 


AND SURROUNDING COMMUNITIES 
-Harold’s Hardware — 
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Full page newspaper ads announced the opening of the store. 


is practical for us,” says Mrs. Mos- 
chin. “It is expensive, but it di- 
rects our promotions to the individ- 
uals who are our best prospects. We 
are in such an outlying area that 
newspaper ads reach too widely dis- 
persed a readership for us.” 

A beautifully illustrated 28-page 
Christmas catalog was also mailed 
out. 

A very complete line of hardware 
is carried in the new store. When 
selecting stock, Mr. Moschin kept in 
mind that he must have a great 
variety in order to stimulate im- 
pulse buying, as well as to draw cus- 
tomers to, make that important 
“first stop.” For the holidays he 
carried a wide line of Christmas 
wrappings and ornaments, with an 
entire counter devoted to each. 
Then, in order to take full advan- 
tage of gift sales, he prominently 


displayed every type of gift for the 
home, from ashtrays and desk sets 
to all kinds of electric appliances 
With the same objective of stir- 
ring the customer’s impulse to buy 
additional items, Harold’s Hard- 
ware carries at all times every 
phase of household hardware as 
well as builders’ items, and a com- 
plete line of housewares which in- 
cludes all staple items as well as 


new and unusual items for the 
home. 
Several] patterns of good, but 


moderately priced, china and glass- 
ware are carried in open stock. 
Three full lines of cooking utensils 
are prominently displayed, one low 
priced, one moderate and one in the 
higher price bracket. A complete 
line of popularly priced toys and 
games is also carried. All items are 
arranged in open displays on the 
walls and on open counters so that 
they are readily accessible. 

The Hibbard, Spencer, Bartlett 
8-point Merchandising Plan is used, 
which supplies banners, special 
value signs, advertising layouts and 
mats, as well as other sales and pro- 
motion assistance. Mr. Moschin has 
had many years’ experience in the 
hardware line, but this is the first 
store of his own he has operated. 
He considers the merchandising 
plan to be of great value. 

Mr. Moschin does most of the 
buying, but in such lines as house- 
wares and toys, his wife assists 
with selections. Mrs. Moschin also 
handles the office work. Ten feet 
from the rear of the store, a par- 
tition cuts off a section the width 
of the store. One half of this is 
used for unpacking stock as it goes 
in to replenish that on the floor. On 
the other side a short stairway 
leads to a raised open office. Here 
Mrs. Moschin has the bookkeeping 
department. The elevation gives 
her a clear view of the floor, so that 
she can see at all times if her assis- 
tance is needed there. As Evanston 
is a university town, help is not too 
difficult to secure. Three students 
are employed as stock boys after 
school hours, and one regular clerk 
works full-time. 

A unique arrangement gives 
Harold’s Hardware an _ unusually 
large amount of space for stock. A 
separate building behind the store 
is used for storage. High-ceilinged, 
with 35 by 50 ft of floor space, this 
stockroom has an alley entrance 
with overhung doors which facili- 
tate truck delivery. This extra 
space makes it possible for the new 
store to have on hand “everything 
in the hardware line at any time.” 
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The times 


being what they are 



























Dirt, dog hairs, grit, threads all give up 
when this Hoover Triple-Action Cleaner 
ently beats, as it sweeps, as it cleans, 
hown, Model 29—$87.95. Cleaning tools 
with new, lightweight Veriflex hose, at 
slight extra cost. Other Hoover Triple- 
Action models from $59.95. 


Versatile new Hoover AERO-DYNE Tank 
Cleaner with exclusive “Litter Gitter’’ noz- 
zle. Hoover’s exclusive Dirt Ejector clicks 
dirt out, hands never touch dirt. (Shown, 
Model 51— $84.95 including cleaning tools. 
Hoover AERO-DYNE Model 41 with Dis- 
posable Dirt Bag and cleaning tools, 
~ $69.95.) 


Prices slightly higher in Canada 
Prices subject to increase without notice 


Youll be happier with a 


Hoover 


and these are the times to sell it 








It’s a great year to sell Hoover 


Times being what they are, your customers are buying 
with long-term values in mind. 

One of the items that ranks high on their list is the 
Hoover Cleaner—for the Hoover measures up to the de- 
mands of the times, and for long, long times to come. 

In times like these Hoover dealers are selling the 
cleaner their customers know best and want most. 

And The Hoover Company steps right up center stage 
in its broad-scale 1951 national advertising to remind 
old friends of the value they are receiving in a late-model 
Hoover—to tell prospective users that now is the time 
of times to look at Hoover Cleaners with an eye to own- 
ing one. 

This advertising—with five big double-page adver- 
tisements in Life and The Saturday Evening Post, sup- 
ported by a dozen smaller ads in leading home service 
magazines—will reach an audience of 180,800,000 
magazine readers this spring. 

Each of these advertisements directs readers to the 
leading stores in their own communities that sell Hoover 
Cleaners. Be sure to let people around yeu know that 
you are their Authorized Hoover Dealer. 
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Here are the facts that help sell Hoovers 





@ 43 years of manutacture—old- in the industry. 


est and largest. 

@ More than 9,000,000 Hoovers 
already sold. 

@ More Hoovers in use today 
than any other make. 

e@ 48% of Hoover sales made on 
direct recommendation of Hoover 
users, 

@ Most complete line of cleaners 


e@ Most complete service facili- 
ties in the industry. 

@ Sold exclusively through lead- 
ing local stores. 

e@ Top cleaning efficiency... 
proved by independent labora- 
tory tests. 

@ Purchase terms as liberal as 
government regulations permit. 


THE HOOVER COMPANY 


North Canton, Ohio; Hamilton, Ontario, Canada; Perivale, England 














Radio Service 
Builds Profitable Traffic 


The radio service setup estab- 
lished in 1942 by Borgrud Hard- 
ware Co., 2421 University Ave., 
Madison, Wis., a Wisco store, is 
operated on an interesting and 
profitable basis. When a radio set 
needs only one or more new tubes 
and a pilot light, Andrew Borgrud 
quickly provides the tube or light, 
at the usual markup. 

When extensive repairs are re- 
quired he turns the set over to a 
man who operates his own radio re- 
pair business. In such transactions 
the customer leaves the set with 
Mr. Borgrud, who has the radio 
man pick it up, under an arrange- 
ment whereby the hardware firm 
receives 20 pct of the service 
charges. The customer later picks 
up the set at the hardware store 
and often makes purchases in other 
departments as a result of seeing 
merchandise which he had not in- 
tended to buy. 

To attract radio service trade 
Borgrud Hardware has a large sign, 
Radio Service, across the front of 
the store, thus stopping considerable 
pedestrian and vehicular traffic. As 





Window width sign 

offering radio ser- 

vice is a good traf- 
fic stopper. 


University Ave. is one of the most 
heavily traveled highways running 
through Madison, many people 
going to and from work see his 


radio service sign. 


ti 5 
on inert itr 
ay 


= 


Me 


Andrew Borgrud in the service department checks a customer's radio set tubes. 
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Often a radio set brought inte 
Borgrud’s is, in the opinion of its 
owner, in need of complete overhaul- 
ing but is found to need but one 
tube. The store’s small radio re- 
pair section in the rear of the store 
includes a stock of about $150 worth 
of radio tubes and pilot lights which 
he says is adequate for almost any 
hardware dealer desiring to go into 
that business. 

When a set must be turned over 
to the outside service man it is re- 
paired in the store’s small shop 
when possible. In other instances 
the radio repair man takes the set 
to his own repair shop in the base- 
ment of his home. All repairs han- 
dled through the store, whether 
repaired on the premises or in the 
service man’s shop, are billed 
through the hardware firm. From 
the repair man’s viewpoint the ar- 
rangement with Borgrud’s is en- 
tirely satisfactory since it reduces 
his advertising and promotion 
costs. 

With some types of radio tubes 
becoming scarce Mr. Borgrud ex- 
pects that the service man with 
whom he works may have to change 
radio circuits to enable use of tubes 
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Over 88 Million Readers 


will be urged to say.. — 


‘SENTINEL’ 


for alarm clocks, for wrist watches, : 
for pocket watches .... 
for these simple reasons: § E N T | N E L 


Clocks and Watches are Ameri- 














ca’s greatest values. They are 





You will want to say “SENTINEL” too, when placing your 
timepiece orders. The Sentinel line of clocks and watches 


reliable timekeepers — good 
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se inte | SENTINEL LITTLE PAL ALARM CLOCK 
Short and sweet. Designed by Henry 
1ed over Dreyfuss. DEPENDABLE 40-hour 












SENTINEL DIAMOND WRIST WATCH 
Efficient movement in a handsome 10 
kt. rolled gold plate case, with Chrome 
plated back. Compact, but easy to read. 
Fine leather strap. $4.95° retail; with 
chromium platéd case $4.50°, ~ 


it is re- movement. Just one key to wind. Ivory 
ae enamelled case. Plain retails for $3.95°; 
radium for $4.50°. 













the set 
he base- 
irs han- : P , 5 
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SHARPNESS 
IT’S THE BLADE YOUR 
CUSTOMER WANTS 





Got your ‘‘Want Book” handy? Put down 
“Griffin Hack Saw Blades.’ Thousands of 
hardware retailers make it a point to write 
“Griffin Hack Saw Blades’ because they 


Sharpness. 


Long Lasting Sharpness is the one quality | 
your customers look for in hack saw 
blades. Griffin has been making the high- 
est quality saw blades since 1880. 
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Display-Packed At No Extra 
Charge, For More Sales. 


G.W. GRIFFIN CO. 


Franklin, New Hampshire 













General Sales Agent 
John H. Graham & Co., inc. 
105 Duane Street, New York 8, N. Y. 











know that Griffin means Long Lasting | § 


that are available. This was done 
extensively during World War II 
because of tube shortages. 

During the war the Borgrud 
store kept three part time repair 
men busy. He took in from 15 to 
18 sets a day, with his repair busi- 
ness running as high as $700 
monthly in some war periods. His 
World War II repair men had regu- 
lar daytime jobs and repaired sets 
evenings and week ends in their 
own home shops. 

Borgrud Hardware carries, in ad- 
dition to tubes and pilot lights, a 
stock of radio batteries and small 


radio sets which are moving very 
well. Of his service setup he says, 
“In addition to being a profitable 
department this service has in- 
creased our store traffic. People 
find that it’s relatively easy to park 
at our neighborhood store. They 
also find that we have many house- 
hold items in stock which saves 
them a long trip downtown, and 
thus they get into the habit of 
coming here to buy. Right now, 
with some types of radio sets be- 
coming scarce, many people are 
taking steps to put their present 
radios in good working order” 


Back-of-Window Display Increases Fishing Rod Sales 








Passers-by see this display from the street and the result is sales. 


When Emil Dvorak, manager of 
the hardware department of Don- 
aldson’s Hardware, 541 First St., 
Encinitas, Calif., moved fishing 
rods to the back of the store’s open 
back window he increased their 
sales five fold. “The new display 
really gives us high sales from an 


area not previously used,” he re- 
ports. The increase caused the 
firm to enlarge its stock and variety 
of rods. At the same time reels, 
tackle and other fishing needs 
showed a good sales increase. Be- 
ing displayed the year ’round helps 
make sales even out of season. 


Developing a New Store 


(Continued from page 106) 


have been sold as the result of 
such cold canvass calls. 

But for the present situation a 
complete working model kitchen 
would have been installed in the 
back of the store. Although short- 
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ages had already affected appli- 
ance receipts the store sold more 
than 50 refrigerators and 15 farm 
freezer units between Jan., 1950, 
and the middle of last summer. 
More than $3,200 worth of kitchen 
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cabinets and sinks were also dis- 
posed of in that time. 

In many instances a complete 
kitchen installation resulted from 
an original sale of kitchen cab- 
inets, a sink or a refrigerator. 
When Mr. Beck or Mr. Zimmer 
made the original sale the ground- 
work was started for further sales 
to complete a project. In some in- 
stances a water hookup was the 
initial sale. 

Planned by Marshall-Wells Co. 
store engineers the present build- 
ing is a few inches longer and 
wider than 98 ft. long and 48 ft. 
wide, a 29 ft. section in the rear 
being occupied by offices and re- 
ceiving room, the balance of the 
store being devoted to displays. 
The color scheme of the store, 
which is of visual front type, is 
sea green and dusty pink, with 
fluorescent lighting throughout 
the showroom. 

The floor covering is of grey 
and green asphalt tile, which was 
installed by Mr. Zimmer. Actually 
the floor covering has served as 
an advertisement for that phase 
of the store’s operations. Many 
other merchants in Hardin have 
been induced, because of the at- 
tractive and durable qualities of 
the floor covering, to contract with 
the Beck store for as fine or fan- 
cier floor covering jobs in their 
stores. 

The background of Clarence 
Beck is interesting. His previous 
experience included work as a 
service station employee, followed 
by some time spent as a North 
Dakota mail order firm depart- 
ment head, four years in Alaska 
as a civilian operating a bulldozer. 
Later he was in the garage busi- 
ness. His hardware store experi- 
ence in Hardin began with the 
purchase of a four year old store, 
the business of which he doubled 
in his first year of operation. 
Later he moved to his present 
location, increasing the size of 
the existing building to its present 
dimensions. At present he has an 
inventory having a replacement 
value exceeding $38,000 with par- 


ticular emphasis on nationally 
advertised lines. 
Mr. Beck’s previous quarters 


measured but 25 by 80 ft. and 
were located around the corner 
and a block distant. His new 
quarters are opposite the Post 
Office and on a better location 
for customer parking the previous 
Store having been on a_ block 
where farmers could not park. 
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ACTIVE INGREDIENTS: ss 
POTASSIUM — | 
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POTASSIUM CYANATE 
CRAB GRASS KILLER 


(and chickweed killer too) 


fi ,! 
NATIONALLY ADVERTISED 


WEEDONE Crab Grass Killer is nationally advertised in 
magazines and newspapers. Your customers are waiting for it. 





Stock up on this thoroughly tested, non-poisonous crab grass 
killer. See your jobber now or write direct. Attractive discounts. 


AMERICAN CHEMICAL PAINT COMPANY 


Agricultural Chemicals Division 


AMBLER, PA. 


Makers of the famous Weedone 2,4-D and 2,4,5-T Weed Killers. Also Rootone, Transplantone, Rosetone, Fruitone. 
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Guide to Farm Market Sales 





















































Electric Pig Brooder ................ 


(Continued trom page 118) Electrical 

All States Ind., ill. Wis. Neb. Minn. Iowa Dakotas 
(SS Be nee ee err 1.1 8 1.4 se 1.8 0.5 zZ1 
NE NNR 5 cb cum cenbr as. aeaustbw Sie Bais 1.0 1.0 iz Lt 0.7 0.5 2.6 
Me CET | oko oe he Sie'e TA se s-010 0.8 0.8 0.2 0.8 1.0 0.6 A 
PROtAl WOPKING LGtNE «oc ccc cccccees 0.3 0.5 0.3 0.6 0.3 — 0.6 
lg. ph 3 ee eae 0.1 0 0.2 0.4 0.1 -= 0.7 

Automotive and Tractor Equipment 
(All Figures Are Percentages) 

All States Ill., Ind. Wis. Neb. Minn. lowa Dakotas 
ETE TEE Ce AIOE 61.0 71.6 58.4 51.3 46.5 68.2 50.6 
Oil Filters for: 

I 5.3. < sand dev sown OA eee rai ectwrnhs 37.8 40.3 29.0 30.0 36.5 42.2 44.0 

re en ery ee pare 28.2 34.7 17.2 27.1 25.2 27.6 34.5 

EE Sk whl iipi cd ig elaiar pera ere iat 14.3 19.5 8.6 13.5 12.0 10.7 23.3 
Tires for: 

Nec P.h Ocha ce dele tiscat ang ainda Anaene iS 26.6 28.6 22.9 23.0 25.4 26:6 32.7 

MN od woos eds hae arate ain bib ee Oe 13.7 13.7 10.9 14.0 11.8 14.8 19.0 

Oy nee ae ee ae 10.0 18.2 9.4 8.0 6.2 1.5 16.5 

WM OIIORE ono dic cscwosess i 1.5 0.9 0.8 1.3 0.8 Li 
Batteries for: 

REGRESS ARRR iy sine oraee t ~S8 OP 5 RAs Rene ne 23.8 25.6 17.8 20.9 23.9 24.2 32.2 

Ne See erent: krone es 22.0 27.3 13.6 19.1 20.0 Z1.7 27.0 

GS -ouibela adie ai9i4-cd ee. srd were Fe wees 14.3 13.4 9.7 9.9 9.6 10.7 20.3 
Tire Chains for: 

0 ne ne aeeree ve ot aero ee eee 7.0 5.8 5.1 9.8 5.9 1.5 13.5 

INE. Glistec ponte wie Geman ere aware <6 5.0 1.8 5.5 4.7 7.6 1.8 4.3 

a estat iis ae ss oc thcitg Shae log agli tate 3.9 4.3 2.8 2.9 3.0 3.6 8.1 
Aviti-P reese Testes ooo. ccc ccc ces 4.4 8.1 2.8 2.8 3.1 23 5.0 
NN IIOUES oni. cs snes 5 Kad wd Kwehe 3.3 6.1 7 i | 2.1 2.8 28 
NN INE soir s Snow s0 wee ens 1.8 2.0 12 0.6 2.8 0.6 5.1 
MOUCET, GUATEEL 6 one See iwise caw i Be | 1.0 12 2.5 2.8 0.6 6.8 

General Farm Equipment 
e All States Ind., Jil. Wis. Neb. Minn. Iowa Dakotas 

Posts: 

I A a dss ahi cnaree Stak sg Uae Beiaial 24.5 27.8 16.1 16.9 19.9 29.8 30.0 

PN dads ate in igre, se Gp arenas 17.0 15.2 17.2 17.9 18.0 15.5 25.6 

ND. TEOOEE 6.0 ec0enca sacs doewaiow 10.2 6.8 2.8 23.0 4.5 18.8 8.1 

I IN 2 see asa asbu6 165i Gr re, om nie ae aa 5.2 3.8 7.5 1.8 9.6 3.7 6.7 
NN 500546 <u Caner w seh sores ne es 23.1 34.9 15.9 14.4 14.8 23.8 15.2 
ea ee 21.8 25.8 212 15.9 18.0 23.0 16.9 
EE Se a ee oe ee 13.5 21.3 5.9 7.0 7.9 16.3 8.5 
Lawn Mower: 

Ee ee aE od ee NET ce 10.9 14.2 7.5 8.2 10.3 112 8.2 

I Tate li aS Sveum ected ani 3.5 3.4 4.2 3.4 3.5 3.7 2.0 
TIN 326g sie orelace ret Ueckcase Geowerbies 10.8 13.2 6.9 71 8.2 14.4 7.7 
RE Ree ee Lee ee 10.4 13.9 4.7 7.8 8.6 11.3 12.4 
Poultry Feeding Equipment .......... 10.0 9.5 8.8 7.3 10.1 12.0 10.8 
a Oe Ga ares a ag 9.1 1.8 7.2 8.5 11.5 10.6 11.8 
I ee ere 7.9 9.9 4.2 5.3 5.1 11.5 4.8 
re 7.6 7.8 7.8 5.7 9.2 5.9 10.7 
NN Se Fee er ee 7.0 8.9 8.7 4.2 44 5.3 3.3 
IN 6 o.i6. 5. 0iao: dip narvincrnce Swale 6.8 7.6 18.6 1.8 5.2 22 2. 
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Take Advantage of this Latest and Greatest 



































































Dakotas 
2.6 
La 
0.6 GARDEN Sant OG 
Dakotas 
50.6 
44.0 
34.5 
23.3 WHEN TO PLANT 
DAYS TO MATURITY 
32.7 rt acne 
19.0 See aa ag 246 24 SoTten, Sort potas | pases (ems en nan 
16.5 Leafy green or yel ROW ) APPROX. YIELD 
low vegetables - L acre KIND 
1 1 daily 334 36 246 650 Ibs ie INSECTS) cowrnot 
. Tomatoes, raw cab (approximately { ino 
bage, etc.,—daily.. 2 134 148 377 Ibs. (vo 100 ft DISEASES) onraot 
32.2 ee ay i of reas) 
27.0 Dried beans or side 
20.3 Ne 302. 202. $6ibs. 2001. rows 
Be 
CA 
13.5 ; Sb x, <a 
8.1 ; m a es : ig ‘WideChert bby PERRYGRAF, Meywoed, 11. 3 _* > x . Mn 
5.0 we - = 
23 | ' 
5.1 
6.8 th ee Ld 
a eee e * 
s. This brand new CHOREMASTER Dial-A-Garden Guide is small, handy 
and complete. Tells your customers what, how and when to plant garden 
Dakotas crops, how much to grow, when to harvest, disease and nee control. > 
a ~_ an ex, 
The latest step in a pro- Dealer Hel 5 Siena Py) 
30.0 gram which is making p is _ 
5 CHOREMASTER the big- G | ya 
<a gest, best known name in a ore eee Ae ay 
6.7 walking garden tractors is all sorts of signs and printed ey SY 
= the Dial-A-Garden Guide. matter to help you sell CHORE- / = /) 
15.2 Advertised in leading farm and home publications: Better MASTER faster! (wt /; 
16.9 eects & Gardens, Country Gentlemen, Farm Journal, =. T/ 
8.5 Capper’s Farmer, American Home, Popular Science, Pro- Ps 7m ""s=enecen F ‘ 
gressive Farmer, Successful Farming . = thou- P Saas Sap Fe oo .. m 
8.2 sands of inquiries for CHOREMAST ER alers & ies More in, "eo. . 
2.0 Get the facts about the money- -making advantages of ,. inchicling Mame 50nd me boy on 7 
7.7 CHOREMASTER. Once you do, we'll wager you'll join g Pial-A. Gare, the Choremes OREM As re ’ 
12.4 hundreds of others on the CHOREMASTER dealer fan- & Name ” Guide, "°° Deole, mG 
108 wagon. Write today for detailed dealer.information and F gj, ’ ‘| 
: name of your distributor. M4 
11.8 ° f Addros, sai s 
46 i & Riper Pre, 2 
3.3 CH ASTER bivision - 5 : 
2.8 "- = Ree eg a 
7.5 THE LODGE & SHIPLEY COMPANY » OC CE Se cee. 
828 Evans St . . Cincinnati 4, Ohi aa “| 
— vans of. incinnat ’ 10 = 
“a. / 
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Guide to Farm Market Sales 
(Continued) 





General Farm Equipment 








Poultry Water Warmer: 
Electric 
Other 


Milk Cooler: 
Electric 


MD 5c. SEES OCR On 


Poultry Brooder: 
Electric 
Other 


Milk Cans 
Cream Separator 


IG 55.0 .clg igiorontaunir 6.0 


Feed Carrier 
Milk Can Hoist 


eee ee ee ree eee ee eee ee ee eeee 


eee eee eee ewes eee eee eee eeees 


ee | 


ee 





AU States Ind.,1U. Wis. Neb. Minn. — lowa Dakotas 
6.1 5.5 3.1 5.9 4.4 8.6 10.4 
1.7 1.0 6.9 3.2 1.3 2.3 3.1 
. = 6.6 9.8 1.0 4.1 3.7 18 
ae 1.3 5.0 0.7 2.7 0.3 1.6 
4.0 4.3 2.8 2.7 2.7 5.1 6.4 
iS 2.8 1.6 2.1 2.0 3.1 3.1 
. 88 4.6 44 0.8 5.2 3.1 2.1 
,. 0.8 1.1 3.9 4.9 4.5 4.4 
. we 3.3 0.3 0.7 0.1 1.6 0.4 
a 0.5 1.7 0.4 1.7 1.6 1.1 
. 1.5 2.7 0.1 1.0 0.8 0.3 


Uses Personal Touch on Circulars 


They start them young in the 
hardware business in Texas, as the 
accompanying illustrations prove. 
The Wm. Van Hoogenhuyze Hard- 
ware-Co., wholesalers of San An- 
tonio, Texas, has found that the 
young salesmen on the circulars 
have definitely brought in consid- 





These unusual seasonal circulars, used by the Wm. 
Van Hoogenhuyze Hardware Co., San Antonio, 
Texas, have been found to be very effective. 
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erable additional business. 

N. F. Van Hoogenhuyze, presi- 
dent of the concern, explains that 
the photos of the children are used 
on a series of seasonal mailing cir- 
culars and have aroused consider- 
able favorable comment among 
dealers. Some orders have been re- 


ceived which were addressed direct- 
ly to the youngsters. 

Incidentally, the ‘‘Gaga” referred 
to by Jimmie Copeland is none 
other than N. F. Van Hoogenhuyze 
himself; the youngsters are his 
grandchildren. 

In addition to these seasonable 
circulars, the company also mails a 
monthly circular called “Van’s Hot 
Shots” which has proved very suc- 
cessful. 








\ 


~901 Gong Bell Circus Wagon 
428 Mattel Duncing Dude 
4,2. Ge. 









Wn Van ffoogenhu ZC HARDWARE CO., INC. 


oo ee Wholesale Hlardware 


, j “Mama and Daddy and Gaga and Freddie 


®, ny have been telling me about Sante Claus 
‘leg Sy Mama runs the toy department at the 
— store and I'm her ‘assistant’. "We 


my 


TOTS FROM SANTA'S OWN TOY BOOK 


126 Tap-a-Toy Jusics]l Instrument 
426 ir. Jolly Tune Tippy Clow 

Special Tinker Toy Set 118 parts 
00 Keystone Steam Roller 20" long Ea. 4.75 
1285M Transogrum Kucic Slate Set 





vost onnce 

Orawte 2° 

to8 © FEST STREET - Sam AmTOMIG 6, TEAS 
NOVEMBER 1950 


"Hello!" 
"My name is Jimmie Copeland." 


"I'm two years old goin' on three." 


have ‘Santa's Own Toy Book’ and we'll 
send you one if you want it. 

"I've seen the Toy Book and it sure 
has lots of pretty toys in it and Mame 
says we got lots of toys in stock." 


TRU-TEST VELOCIPEDES 


Doz 8.25 __6CO 10" Front Whecl Pkd (2) Bach 5.55 
Doz 8.25 _ 611 13" Front heel Pkd. (1) Each 7 85 
Doz 11 95 _ 612 Pront "heel Pkd (1) Each 9.40 

O40 12” Pront heel Pkd. (1) Each 14 65 
Dos 7.95 _ 641 16" Front theel Pkd. (1) Each 16.75 
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Simplified Bookkeeping 
For Hardware Dealers 
(Continued from puge 103) 


records, too, records more complex 
than can be easily kept on a sum- 
mary sheet. 

The wage form illustrated in Fig. 
2 tells all of the needed facts at 
a single glance. It is set up to 
act as the pay sheet for all em- 
ployees for a given pay day. The 
date is entered at the top, the em- 
ployees’ names and Social Security 
numbers are entered in the first 
column. After each employee’s 
name is noted his gross wage, the 
amount of income tax withheld 
(withholding tax), the Federal So- 
cial Security which has been de- 
ducted, the state Social Security 
deduction (if any), the amount of 
payroll tax put up by the dealer, 
and “other” deductions, such as 
payroll plan bond deductions. The 
final column indicates the “net” 
wage. This is the employee’s take- 
home pay. 

The summary ledger has columns 
for indicating the worth of equip- 
ment owned by the store. But how 
is a dealer to tell how much a fix- 
ture is worth? It is not the pur- 
chase price, for the piece depreci- 
ates from year to year. There are 
also such items as freight and set- 
up costs which properly belong in 
the cost of the item. 


Depreciation Record 


The form illustrated in Fig. 3 
for a depreciation record takes care 
of furnishing facts needed to sum- 
marize the worth of a dealer’s cap- 
ital investment equipment. At the 
top, the name of the item is en- 
tered, along with the date it was 
acquired. On the next line goes the 
depreciation rate. If the piece of 
equipment is expected to last for 
five years, the depreciation rate is 
20 pct. Allowable depreciation rates 
for income tax purposes vary. Check 
your local Internal Revenue office 
on this subject. 

In the columns at the left of this 
form, the dealer enters purchase 
price, freight paid, and installation 
or original set-up cost. Together, 
these give the real cost of the equip- 
ment. Then he notes the estimated 
trade-in value when obsolescence has 
set in, and the approximate life of 
the equipment. In the columns at 
the right are recorded dates 
(years), and the amount of depre- 
tiation each year. 

What about supplies and mer- 
chandise? Many hardware dealers 
maintain modern perpetual inven- 
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AUSOMNM 
ENGINES RUN Copler t 


LAST forger! 


Only Lauson has a stream of cool air directed over both 
valves at the same time! ... greatly reducing engine heat! 
Another Lauson feature is the cylinder — with extra fins and 
special head for dissipating heat faster — resulting in cooler 
operation. These extra engineering refinements . .. and 
many more add up to true dependability and longer engine- 
life . . . two factors that make Lauson the best engine 
buy, anywhere! 


RUN MucrotLer/ TOO! 


« 
F - Listen to the sweet, velvety purr of 





} a Lauson engine, and you'll know why 
builders of quality equipment specify 


we Ma: 
i ~ Lauson it’s the smoothest power built! 


OUTBOARD MOTORS 


SA USON 


PORTABLE =«~. ENGINES 
A. 


THE LAUSON COMPANY 
New Holstein, Wis., U. S. A., Div. of Hart Carter Co. 
In Canada: Hart-Emerson Co. Ltd., Winnipeg 
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tory systems, using a form such as E 
is illustrated in Fig. 4. On this a 
oPs form is space for a description of Ve 
1 the item, the name of the vendor, 
T in Performance and Sales Appeal! | | ‘he item, the name of the vendor, 
(which should be indicated in the 
“§ box at the right, along with mini- 
WS mum and maximum quantities to be Earl 
" kept on hand). The minimum will | bit of 
be the barest number which can ad hel; 
: carry operations through until a lage 
CUSTOMERS b Crvel . re-order can be secured. awn a 
. Drill Se ee Sane 2 In the first columns go the date to a 
twist Drill Bits because they : f h ‘thd 1 and th spring 
ositively expel dust as they drill. 2 [= “4 wit pon ray & ? ‘ 
nique design makes them strong- z quantity. The total now on hand Larg 
est drill available . . . for the th — = Mtoe Aegan This is | ina ra 
steel shank with double flutes run- the last total, less the number taken } smaller 
ning from cutting edge to shank out in the case of a ec ae or Ff jong ta 
end has the same diameter as the plus the number purchased. The } could b 
Carbide tip. cost will go into the following col- as stor 
RETAILERS rave about the new oe We oe oe placed 
: : , space. The extended cost goes into | which | 
Cyclo-twist sales aids. Available th ta Seat eal This is 
, e next-to-last column. is is | could n 
at "h = cost, oo ee the average cost of all stock, both 
poy nod mi — ne old and new. It is important to | . The 
a oe know this extended cost in a time << 
. . a 
Cyclo-twist now available in standard lengths of frequent pig changes. Finally, soos 
and extra long lengths up to 36”. new selling = a = = H. Gall 
Cyclo-twist Bits are manufactured by the makers of the last _— is is calculated follows | 
the Aladdin line of Carbide Tipped Sharpeners. by adding the mark-up to the new 
extended cost. “The tir 
Hew England CARBIDE TOOL CO., INC. nee — Of hoe: 
Vv - 
| 58 BROOKLINE ST., CAMBRIDGE, MASS. eee It’s m. 
} Control of cash and credit are | 4, sieve 
———— = two bookkeeping tasks which can- By b 
not be handled on the summary whil 
sheet alone. The cash voucher form, - 
AL@):)-14.05 see Fig. 5, is a simple one. It k 
works in conjunction with a petvy And « 
GOTA MAKE MON FEY cash account or cash register con- | It’s time 
trol. The total of remaining cash, | To wear 
PROBLEM : 
plus the cash vouchers should al- By di 
? ways be equal to the amount in the | [t's tim, 
cash register when it was last a 
checked a * 
You Should Stock CHICAGO ' “he 
“Safety Plus” Screw Products Coal tinder a me 
CAP and SET SCREWS ' : i 
SOCKET SCREWS as BRANDING PAINT IN STIK FORM A credit ledger, shown in F ig. 6, Th . 
TAPER PINS-NUTS-STUDS i ae ee is kept for each account. The date ey | 
THEY'RE QUALITY MADE _2»/=) senate ne tee Ye | | * Parchaso-is billed gues into ah Sid ma 
TO BE TROUBLE FREE os cinating, Shipping, Sales, etc., etc. — umn one and a description in the To buy 
It’s in demand! next column. Then comes the total Ser ws 
They're better packaged for’ a Easy to use. “Handy as a amount owed by this customer. If If you r 
easier stock room service. étehened. Withstands all he is slow at paying and requires J py j., 
They're a greater profit line weathers. Doesn’t rub off. a second statement, the date of W 
for you to feature for @ Marks Wet or Dry Pelts. sending pay-up notice No. 2 should Y here 
fare eee wats * Completely eee rr be put into the following space. If ou'll : 
Remember to ask for Y ie ig. ieee he’s overdue, an entry in the ee Includin 
CHICAGO “Safety Plus” Pariatek sat BO Soother column flashes a warning to permit ‘udin; 
products _ your from attractive, | color. counter display no more credit until the delinquency Your 
hardwore istributor. 0x with constant repea usiness. has been made good It’s S s 
‘ ‘ . ? 8 Spri 
~— SS eee wags _ The use of the system outlined sp 
' Quick = - ge ee -¥ oe a And witl 
jome territories still open. Wire at are lliustrated, wl ena ; Some | 
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Early Promotion, Light 
Verse Spur Sales of 
Garden Supplies 


Early displays and an unusual 
bit of light verse in a newspaper 
ad helped Laguna Hardware Co., 
Laguna Beach, Calif., get its spring 
lawn and garden supplies sales off 
to a decidedly good start last 
spring. 

Large garden tools were shown 
in a rack just outside the door and 
smaller items were featured on a 
long table just inside, where they 
could be seen by passersby as well 
as store visitors. Emphasis was 
placed on quality tools, each of 
which bore a small price tag which 
could not be overlooked. 


The ad, which had outline draw- 
ings of different types of lawn and 
garden goods for a border, brought 
excellent results according to Leigh 
H. Galloway, manager. It read as 
follows: 


“The time has come to talk to wives, 
Of hoes, and rakes, and pruning 
knives, 
It’s time for gardeners and such 
To give our spring a local touch 
By breaking into sonnets; 
While little wives clutch pruning 
knives 
And don their garden bonnets. 


It’s time for man and boy and maid 
To wear the rust from garden spade 
By digging in the soil. 
It’s time to take the mower out 
And if in case it has the gout 
To shoot it full of oil. 
It’s time to scan the garden plot, 
And improve, too, that next door 
lot 
They both could use a sickle. 


And maybe you could now connive 
To buy yourself a slashing scythe 
For weeds now grow so thickly. 
lf you must plant, and sow, and till 
That lump of soil upon your hill 
Where now your house is sitting, 
You’ll find we have all these and 
those, 
Including garden hoes, and hose 
Your needs exactly fitting. 
It's Spring, the grass has upward 
sprung 
And with it also has it brung 
Some tough, unwanted weeds. 
So rush—don’t walk—down to our 
place 
Before you lose your living space 
Obtain your garden needs.” 
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$5 


Judged by performance... 


BRAND 


CHUCKS 





they have Quality that can 


be depended upon 


upon it... It represents real “Quality.” 


This new chuck has been in the field for some time . . . not on test 
but in use under actual working conditions. Old experienced 
workmen like it, as it gives dependable trouble-free service. 
When you check its precision construction, you understand why 
this new product meets all the old tests. Every care is used in 
manufacturing ... every chuck is inspected and checked for ac- 
curacy before it is sent into the field. When you see the name 
SUPREME on a chuck, you can rest assured that you can depend 


BRAND 


Supreme Products, Inc., 2222 So. Calumet, Chicago, Illinois 





| THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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SHOE REPAIRS 


Build Store Traffic 


Three out of four customers who bring shoes to the shoe 
repair shop of this Texas store also stop to purchase other 
hardware items. Here's how this unusual traffic-building 


A recent 30-day check of the ac- 
tivity in the shoe repair department 
of Maddux Hardware, 2501 N. St. 
Marys, San Antonio, revealed that 
three out of four customers who 
brought shoes in to be repaired, 
also stopped and purchased some 
hardware item before they left the 
store. 

This traffic-building shoe repair 
department is on a mezzanine. The 
check was made on the number of 
persons who took shoes to this floor. 
When shoes are repaired they are 
packaged and brought to the main 
floor and placed in a cabinet at the 
wrapping counter. There was no 





department is operated. 


check made on purchases by people 
who called for their repaired shoes. 

Store owner W. H. Maddux has 
approximately $2500 invested in 
shoe repair equipment and tools. He 
has another $500 in leather, heels, 
and findings. Findings are sold on 
the mezzanine and at the wrapping 
counter where the customer calls 
for his shoes. 

Shoe repair volume has been run- 
ning between $100 and $125 per 
week with one repairman. Find- 
ings (laces, polish, shoe trees, and 
accessories) sales run $20 per week. 

“We have started on a campaign,” 
Mr. Maddux said, “to boost the shoe 


repair and findings sales to around 
$200 per week.” 

Shoe service cards are being 
placed in every package wrapped at 
the store. These cards tell of the 
service, the new shop equipment, 
and list the number of years experi- 
ence the operator has had in shoe 
factory and shoe repair work. No 
prices are quoted. 

Post cards have been mailed to 
the residents within a radius of 10 
blocks of the store. 

These cards are similar to the 
package inserts in copy. A penny 
postal was used. s 

A large neon shoe repair sign 





Store owner W. H. Maddux points to sign guiding customers to the shoe repair department. 
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“He's spent most of his life trying to 
wear out his TROJAN JIG SAW BLADE”’ 


Troan Blades’ long life is far 
from a myth. They seem to 
wear forever, whether in 
hand or power sawing opera- 
tions. Ackermann-Steffan 
Trojan Blades are made in 
130 different types for every 
conceivable job. Insist on 
Trojan by name. 























Gy te | Parker | Cre 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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Escutcheon Pins 







e TRADE 
STANDARD °F 


For many years Star Brand Brass 

Escutcheon Pins have been recognized as 

standard by the trade. They are uniform 

in quality with sharp points, and are regularly 

packed one pound net in the package shown above. 
They are available in plain or nickel plated brass. 
168 standard sizes ranging in lengths from 3/16” to 2”. 
Contact your supply house or write direct to 

The Turner & Seymour Mfg. Co. 


Torrington, Connecticut 


Single prong glide Rubber insulated 


T a 


Three prong glide 
FOR THE FINEST IN FURNITURE GLIDES 


U3 
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Greater Sales Volume 
Higher Profits 
with 


LINOLEUM 
KNIVES 


ny 
ees WALL Sg 
*% — SCRAPERS ye purty 
&e KNIVES 
&, 
ss 


; ere’ what puts the SELL in the line of 
BS LACK PANTHER TOOLS 


h 
entury of research wit 
— 5 aay users _told us what you 


want. 


DESIGN—Beautifully finished tools 

Black Eanther, Tools are engineered Smee 
rk easier. Constructed to | i 

to user requirements. on 


are 

anu 
way Rely ak comeutve ee 

4 LINOLEUM KNIVES é WALL SCRAPERS 

of. GLASS CUTTERS eS GLAZIERS POINTS 

4 WOOD SCRAPERS 4a PUTTY KNIVES 

. OD HAMMER AND AXE WEDGES 

ELECTRIC FLOOR POLISHERS 


HARDWARE SPECIALTIES 





Black Panthe,. 


Longer-lasting, finely finished 


TOOLS 


Sold Only Through Jobbers 
Send for Catalog 


BLACK PANTHER TOOL COMPANY 


401 N. Broad St Philadelphia 8, Pa 
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The shoe repair department is on the mezzanine and occupies a space 12 x 22 ft. 


was placed in front of the store at 


| the corner of the parking drive- 


in lot. 

“We are having a little trouble,” 
Mr. Maddux explains. “getting the 
people in the area to put the two 
together. A great many people come 
in the store and ask where to find 


| the shoe shop. We have signs read- 


ing, ‘Shoe Repairing’ on our front 
and side windows. We have the big 


— 


neon sign, and inside the store we 
have a number of shoe repairing 
signs with arrows leading to the 
mezzanine shop. We are still look- 
ing for better ways to get our story 
across.” 

On the mezzanine floor the shoe 
repair department occupies a space 
12 x 22 ft. It is located behind a 
knotty pine counter type partition. 

Store hours are from 8:30 to 6 








Exterior of the Maddux Hardware. 


on pole and banner on window stressing shoe repairing. 


Note large neon sign 
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on weekdays and 8 to 7 on Satur- | 
day. The shoe repair service brings 


in the heaviest traffic right after 
the store opens and from 5 to 6 in 
the evening. 

“We have been very careful,” Mr. 
Maddux reported, “to always have 
the shoes ready when promised. A 
good many customers complained to 
us about taking their work to other 
shops and having to go back several 
times for it. 

“Another thing we are doing 
which we believe is building repeat 
business for us is to give each pair 
of shoes a slight wax and power 
brush polish without charge. We 
have had many customers bring us 


a second order and ask, ‘You are | 
going to shine them up like you | 


did those others for me, aren’t you?’ 
This wax refinish costs around 2¢ 
per pair for supplies and requires 
about one minute on the brush.” 

Maddux Hardware is finding that 
the amount received per pair of 
shoes can greatly be increased by 
suggestion selling at the time the 
shoes are brought in. 

The majority of customers ask 
about the cost of a half sole repair 
job. The man in the shoe repair de- 
partment explains the advantage of 


a whole sole and, if the shoes war- | 


rant it, a factory rebuilding job 
with hand sewing. 

“We are slowly learning the shoe 
repair business,” Maddux said. “It 
is entirely different from hardware 
selling. But the two work well 
together and the repair department 
promises to become a_ powerful 
traffic builder. 

“We are getting new customers 
every day who bring shoes to the 
mezzanine floor and stop as they 
go out to make a purchase down- 
stairs.” 





HARDWARE HUMOR 
By Hardware Age 





“| want two 5-inch machine bolts, 6 
inches long with carriage heads.” 
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Seed Planting 
Plant Staking 
Lawn Edging 
Mason’s Line 
Hedge Trimming 
Layout Lines 
Fishing Lines 
Net Repairs 









| KING COTTON CHALK LINE is a volume we 

| sales item and it has a variety of spring King Cotfon 

and summer uses. Check the above sug- LINE 

| gested applications and you'll realize 

what a GOOD sales item this can be. * Sash Cord 

Our Chalk Line is packed in an attractive © Clothesline 

| blue and yellow display box that is ¢ © Mason's Line 
real merchandiser. ° On te 


| © Cable Cords 
Why not write for the new King Cotton © Venetian Blind Cord 


Ki lo 
CORDAGE 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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THE BILLINGS & SPENCER co. 
Hartford 1, Conn., U. 











SPINS PAINT BRUSHES CLEAN 
in 90 Seconds with Any Electric Drill , 


Converts %" electric or hand 
drill into speedy paint brush 
cleaner. Makes old brushes like 
new. Simple instructions included. 


Retails at $235 Each 
PACKAGED AND PRICED 
TO SELL ON SIGHT 


Colorful, eye-catching counter 
display carton containing six 
cleaners will ring up profitable 
sales for you. Order from your 
jobber now—or write direct. 





Nationally Advertised 
PORTABLE ELECTRIC TOOLS, INC. 


332 West 83rd St., Chicago 20, Ill. 
In Canada: 369 Danforth Rd., Toronto 13 
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Introduction Table — New Housewares 





Miss Edith Hedberg, manager of the housewares department of Riverside Hardware Co., 


Riverside, Cal., arranges dinnerware on which she calls the Introduction Table. On this 

flat top fixture she features new lines of housewares. Since customers have become ac- 

customed to watch this table for new and special merchandise, she also uses it on occasion 
to close out discontinued lines. 





Front-of-Store Key Department Pulls Traffic 
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As a means of attracting passers-by and to build traffic, Nicholas Soffa, Soffa Hardwore 

& Plumbing Supplies, 425 Highland Ave., San Bernardino, Calif., has his key department 

near the front window. His key board hangs on the wall next to the window. Says Mr. 

Soffa, "The key department brings new people to the store. While we are making a key 

they look around the store and buy other hardware items." Display -of padlocks near 
the key boord helps sell a sizeable quantity of these items. 
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Warning on Branding 


Dear Editor: 

In the Jan. 25 issue, in “Letters 
to the Editor,” a reader touches 
on a very interesting idea in 
branding tools for customers. 

I have used this idea for some 
time and find that most customers 
appreciate this service. However, 
I only brand the tools when it is 
possible to put the initials on the 
handle, or on tools which are not 
likely to be claimed defective. This 
is important because many manu- 
facturers state in their guarantee 
that stamping or etching initials 
on a tool voids the guarantee. 

It might be a good idea for deal- 
ers to check on this point before 
branding too many tools, or mak- 
ing certain that the sale of branded 
tools is final. 

Yours very truly, 
J. H. Englebritson. 
Howard’s Hardware & Paint, 
626 East First, 
Irving, Texas. 





40 Years of Hardware 
Dear Editor: 

I have in my possession a copy of 
Saunders Norvell’s book ‘Forty 
Years of Hardware.” Would any 
of your readers be interested in 
buying this book? 

Sincerely yours, 
Mrs. J. C. Worden. 
4 North Court Yale Acres, 
Meriden, Conn. 


Editors Note: This book, which was 
published many years ago by HARD- 
WARE AGE, is one of the classics of 
the hardware trade. It is out of 
print and very few copies ever be- 
come available. If you’re interested 
in purchasing this copy, write di- 
rectly to Mrs. Worden. 





Standard Size Kegs 


Dear Editor: 

The U. S. Dept. of Commerce 
has proposed a plan for standardiz- 
ing the height of wooden nail kegs. 
The height recommended by the 
committee is 17 in. I feel certain 
that hardware and lumber dealers, 
as well as distributors, are very 
much interested in this standard 
size keg, 

A standard size for all nail 
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2” Portable Power 
Pipe Machines 


@20 YEARS! “These two 
Toledo #999 Machines have 
been in continuous hard 
service for more than 20 
years with only routine serv- 
ice attention,” says P. E, 
Hayes of J. M. Hengy Elec- 
tric Co., Dallas, Texas. ‘‘All 
our pipe threading tools, 
both power and hand, are 
and will be Toledo.” Photo 
taken on Dallas Power and 
Light Co. job. 


Production... 


It’s 5 times faster than hand meth- @ 
ods—this rugged - performing | 
TOLEDO No. 999 2” Power Pipe “7 
Machine! Job-proved by thousands 
of users—progressive outfits like 
the Texas contractors described - 
above. A machine that’s right for © 
your high-production needs today! 

Threads 2” pipe in 22 seconds 
... Cuts off 2” pipe in 10 seconds. 
Compact “ne portable ... efficient... 25 MACHINES! Tooled for high 
use it anywhere in your shop, plant production — Farwell Company, 
or on the job. Your choice—Wheel —— —— “< heating con 
or Knife Cut-Off. Toledo-built Toledo #999 Machines, 5 Toledo 
with the know-how of nearly 50 2” High Speed Machines and 5 


ears ...ass ri i; eed lo Toledo #1-2-4 Power Pipe Ma- 
y Ceatga, long fe = chines. Photo shows work on 


upkeep. Write for catalog. The Southern Methodist University job. 
Toledo Pipe Threading Machine , : 


Co., Toledo, Ohio. New York | 
Office: 165 Broadway, Room 1310. 


RELY ON THE LEADER @ 











WER PIPE MACHINES ... POWER DRIVES 





PIPE/TOOLS ... 
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MAKERS OF FAMOUS JENKINS VALVES 
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FRICTION and RUBBER TAPES 


GOLD SEAL TAPE 


It’s almost like finding money, 
Gold Seal sells so easily! Your cus- 
tomers know they can depend on 
a tape made by Jenkins Bros. Dis- 
play it — increase your tape sales 
and profits. In volume-building 
cartons of 10, and single rolls. 
Jenkins Bros. (Rubber Div.,) 100 
Park Ave., New York 17, N. Y. 






MADE BY JENKINS BROS. 








kegs would facilitate stacking and 
warehousing of nails by hand and 
by palletizing and I am sure it is 
a step in the right direction. 
I would very much like to have 
dealers write to the Commodity 
Standards Div., Dept. of Commerce, 
Washintton, D. C., attention of Mr. 
E. Braithwaite, and express their 
desires. 
Very truly yours, 
George T. Kohlmeier 
Vice-President 

Kohlmeier Hardware Corp., 

87-41 130th Street, 

Richmond Hill 18, 

New York 


Exchange Ideas? 
Dear Editor: 


We have a wholesale hardware 
and plumbing operation covering 
the Canadian Maritime Provinces, 
and we would like very much to 
get in touch with a similar whole- 
sale hardware company doing 
about Five to Ten Million Dollars 





a year, so that we could compare | 


some of our systems with those 
being used in the states. 

We are wondering if you could 
help us locate such a firm in the 
eastern states where they would 
not mind giving us an opportunity 
to look over their way of doing 
business. 

Yours very truly, 
(Name withheld) 


Editor’s Note: We'll be glad to 
pass along the name of any U. S. 
wholesaler who would like to ez- 
change ideas with this top flight 
Canadian wholesaler. Just drop a 
note to Editur, HARDWARE AGE, 100 


| EB. 42nd Street, New York 17, N. Y. 
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"After this, Johnson, try not to let 
customers handle the merchandise." 
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(Clinton Engines Are 
Standard Equipment On 
MORE THAN 70 BRANDS 


of Garden Tractors) 


Because CLINTON 
is the World’s 
QUICKEST-STARTING 


MOST RELIABLE 
Small Gasoline Engine! 


SERVICE EVERYWHERE 
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Home Wiring Handbook, by A 
Carl Bredahl, an illustrated 135- 
page booklet, is now available to 
consumers interested in planned 
wiring systems for building and 
modernizing. Technical problems 
such as architectural lighting, loca- 
tion and types of convenience out- 
lets, two-wire and multi-wire cir- 
cuits, etc., are simplified by charts 
and diagrams. Other chapters cover 
adequate protection, estimation of 
electrical costs, building design and 
construction terms, and planning 
space for electrical equipment. 
(Write to Better Homes Bureau, 
Westinghouse Electric Corp., Box 
868, Pittsburgh, Pa. $1.00 each and 
special quantity order rates.) 


~ + 


National Appliance Trade-in 
Guide, (formerly NARDA Trade- 
In Guide) for dealers and distri- 
butors, gives fair and workable sug- 
gested trade-in values for over 7,000 
models of 66 manufacturers of. re- 
frigerators, electric ranges, gas 
ranges, vacuum cleaners and wash- 
ers. This 1951 edition has added a 
section on home freezers. A TV 
Data Handbook, with original re- 
tail prices of more than 800 TV 
receivers for 28 manufacturers 
from 1946 through 1950, is offered 
to each purchaser of this pocket- 
size, 200-page guide. (Write to Na- 
tional Appliance Trade-In Guide 
Co., 20 N. Carroll St., Madison 
Wisc. $5.00) 


> > 


“Power Tools and How To Use 
Them,” by W. C. Lammey. This 
144-page, profusely illustrated book 
is ideal for recommending to cus- 
tomers who want to get started 
with a home workshop. It gives de- 
tailed answers to the questions 
“what power tools should I buy?” 
and “what can I do with them after 
I buy them?” Book includes a di- 
rectory of homeshop tools and sup- 
Plies. Popular Mechanics Press, 
200 E. Ontario St., Chicago 11. 
($2.50.) 
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...and you'll sell more 
with this NEW SIGN! 


N your window, on your counter, or hung on your wall, this 11” x 12” 

modern, smart-looking, metal illuminated sign in red and purple—with 
glass lace and glowing red plastic bands at top and bottom—is a point-of 
purchase sales stimulator of more-than-ordinary value to you. 

People passing your store, or entering for the purchase of other items, 
will immediately be reminded of that broken pane that must be fixed. 
And they'll know, from the reputation that Pennvernon has achieved as 
“window glass at its best,” that here is the right product for them. 

You'll be wise to display this Pennvernon Illuminated Sign in a promi 
nent place. One thing is certain, this sign will make it possible for you to 
increase your sales of Pennvernon Window Glass. 4 

Get in touch with your local Pittsburgh Plate Glass Company branch 
or jobber for full details about this sign, as well as for the other hard-hitting 
sales aids available to you for arranging an effective pro 
motion effort on Pennvernon Window Glass. Pitts 
burgh Plate Glass Company, 2092-1 Grant Building, 
Pittsburgh 19, Pennsylvania, 





Pennri CITNLOM - window glass at its best / 


PAINTS + GLASS - CHEMICALS - BRUSHES + PLASTICS 


PLate i ee COMPANY 


PITTSBURGH 
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Solving Parking Problems 


Hardware dealers throughout the 
nation are vitally concerned about 
the growing traffic congestion prob- 
lem, in both small and large towns. 
As the number of automobiles and 
trucks has increased each year, 
parking space in front of, or rea- 
sonably near, stores has become 
scarcer during heavy traffic periods. 

When customers cannot find 
parking spaces near their first 
choice stores, they soon learn to 
funnel part of their shopping to- 
ward stores located in districts 
where parking is easier. The suc- 
cess of many outlying shopping 
centers is possible only because of 
modern transportation, and these 
districts have good on-the-store- 
premises parking spaces which lure 
many shoppers. 

However, even in crowded retail 
districts, a great deal can be done 
to insure better parking, aside from 
the erection of double story parking 
stations and enlarged parking lots. 
Here are some practical suggestions 
which alert communities are using 
to handle the problem: 


Center Marking Posts 


At the municipal 350 car parking 
lot at Waukesha, Wis., metal posts 
mark the spot in each parking 
space where the motorist should 
face his car’s radiator cap. This 
puts the car directly in the center 
of the allotted space. Through the 
use of these metal posts, the park- 
ing area is able to accommodate 50 
more cars at a time than when yel- 
low mark-off lines were used exclu- 
sively. 

People will drive over yellow 
parking lines, thus robbing some- 
one else of a space, but officers find 
that drivers will usually center 
their cars with those metal posts. 
Because each car remains in the 
Waukesha lot about one_ hour, 
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ey . 


Do parking problems in your community cause loss of 
sales for you and other merchants? Here are some 
ideas used by western cities and towns that have 
solved parking headaches. 





iene a 


One of the center posts used as a parking guide at Waukesha, Wis. 


officials figure they are able to park 
at least 500 more cars per day 
through use of the metal post ar- 
rangement. 


Weekly Ad Map 


Merchants located on 7th St., 
Rockford, IIl., publish an advertise- 
ment every Thursday in the local 


newspaper, which shows a map of 
the area’s big free parking lot, with 
the entrance clearly marked. The 
location of each store which pub- 
lishes a sponsoring advertisement 
in this map-section, is also located 
on the illustration. Thus the pros- 
pective customer is not only shown 
the lot where he can park free of 
charge, but he is also shown the 


PARK F-R-E-E While You Shop These 7th St. Super Values SATURDAY! 






















































NEW BIG FREE PARKING LOT .. . DRIVE IN 2nd AVE. and 7th ST. 2 Big Volues 
get $100 "| Je precem b Jet fdedede| CGPPet |] rtm str 
| (MG) | ECE | if) tal Elpul tl shade] GAS 
Dryer | Pads TRADE-IN. |: Ei Het BU s3114:42) Samples | panes 
Reger ‘Sie sy ik ine 5. STREET 18 by 27 Rear 
Y Lae $139 OLD IRON! Pit u FE =k < a inl |E Volues to $5.95 |] vate | 109° 
DRYPER PANTY || We corry the 2 qe | 44 Norge Washers 
$149 Popular Makes! peo Qu 
pian Be STORES OPEN z= BY 
D ed C. E. ANDERSON All Day :00 CAR-PET-LINE ||Reuter's Auto & 
Torrens || ELECTRIC CO. DAYS STORE. Inc. || Home Supplies 
Sa [Se Wail PLM.) omen. nara 
Johnson Maney Norbeck Shoes = . ane 
Fn Qulty | REVERE | Eee cee ee ee | inca 
Hassocks] Copper-Sottom | tecrcca, Mi Daemie te pe et 1 or oom 
count w tuna rae {| Witchenware | **2iseSier.ine, oterbry Godse, Mchaon Ratware Ying Sade 
“yas ||_chesen.| PARK FREE! SHOP & SAVE on 7th ST:! 
4 550 “They Need No Breaking in” 180-Coil Unit 
JOHN ©. ROBERTS Men's Shoes INNERSPRING MATTRESS 
Also featuring RED GOOSE SHOES sisvon ted ie Sar 19” 
a BLOMGREN-JANSON SHOES Rockford Mattress Co. 
Ons Nemeay anes 1400 t0un 506 7th St. = Open Monday Nights Dial 44016] | 212 7m ht Bul Goll Open Manday Nights 























Rockford, Ill., 


merchants tell the parking story in ads like this. 


Sponsors, including hardware stores, show where they are located. 
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| pavers who sell Pittsburgh Paints are enjoying 
greater sales than ever before. 

@ There’s good reason for this increase in volume 
and profits—the big swing to Pittsburgh Paints among 
home-owners who are being convinced that they 
paint right with COLOR DYNAMICS and paint best 
with Pittsburgh Paints! 


@ No other paint manufacturer can match the bene- 
fits in performance and service which Pittsburgh’s 


PAINTS . GLASS . 


mere Se oe 
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PITTSBURGH PAINTS 


CHEMICALS e 
yr. my 


“COLOR DYNAMICS is the 


in paint business!”’ 


—writes veteran Pittsburgh Paint dealer 

















R. B. TAYLOR, Vice-President, 
Fuel, Feed & Building 


Svnlies Corp. 







scientific painting system and Jive-paint protection 
give to home-owners and dealers alike. 

@ Now is the time to cash in on the advertising and 
merchandising which is causing the demand for 
Pittsburgh Paints to rise to new records everywhere. 
Write, wire or phone today. We'll gladly have a 
representative call to discuss the possibility of you 
selling Pittsburgh Paints in your community. Pitts- 
burgh Plate Glass Company, Paint Division, PO- 
551, Pittsburgh 22, Pa. 


BRUSHES . PLASTICS 


GLaA-$$ 





COMPAN Y 
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DY 
that SELLS ITSELF 





A fast-moving low-priced line means 
more profit every time. Famous Ladders 
are made to sell fast, to make satisfied 
customers to make more profit 
for you. There is a Famous Ladder for 
every need in the home, in the 
factory, or on the farm . . . that means 
every customer can be a Famous cus- 
tomer. Your customers will quickly 
notice the Famous values — thoroughly 
dry, seasoned woods . . . strong steel 
braces and locks smooth, clean 


finish. 
BEST-SELLING FAMOUS LADDERS 


HOUSEHOLD STEP STOOL 


Every housewife needs 
and wants this step- 
stool. This handy stool 
is a sure-fire seller. 





COMBINATION TRESTLE 
and EXTENSION 


This four purpose lad- 
der can be used as a 
step ladder, trestle, ex- 
tension ladder, or as 
two single ladders. 


STEP LADDERS 
Fine quality, fast mov- 
ing step ladders that 
you can price to sell. 
A model and size for 
every need. Lacquered 
hardware, smooth 
finish. 













The FRUIT STEP 


The ideal ladder for 
rough ground. Pointed 
leg is hinged to go 
through branches or 
over limbs. 






Be sure co write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 
Dept. 8 Goshen, Indiana 
; Leaders in Quality Woodenware over 48 years 
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locations of the individual stores 
where he can shop. Merchants co- 
operating in these ads say that they 
get considerable extra business 
from such advertising. 


Double Parking Lanes 


On its wide streets, Anamosa, 
Iowa (population 3500) allows five 
minute parking in an outer, second 
lane in the downtown area. This 
allows many motorists to take on 
and discharge passengers, or even 
make a bank deposit, without re- 
quiring an inner lane, or curb-side 
parker wait too long to get on the 
road again. In contrasts to this 
system, Redfield, S. Dak., installs 
special 15-minute parking zones in 
some of the downtown area on 
shopping days, and has single lane 
parking only. 


No-Park Pledge 


An intensive campaign through- 
out the retail district, whereby 
store owners and sales clerks signed 
pledges not to park their automo- 
biles on the streets where customers 
might park, resulted in many extra 
parking spaces for customers at 
Sioux City, Iowa; Topeka, Kan.; 
and Boone, Iowa. It is a well-known 
fact that in many towns and cities, 
employers and employees park their 
cars too close to their places of em- 
ployment (other than on company 
grounds) thus depriving customers 
of parking places. And employers’ 


cars often stand on the street all 
day, when they could be moved 
farther away. In fact, an intensive 
survey in Boone, Iowa, revealed 
that this busy little city in the corn 
belt would have no parking prob- 
lem at all—even on busy sale days— 
if employers and employees would 
park their automobiles two blocks 
farther out than they are now 
doing. 


Courthouse Lawn Parking 


The parking problem could be 
eased in many towns and cities if 
vacant lots and oversize public 
parks were utilized for parking pur- 
poses. When merchants of Marshall- 
town, Iowa, found that a few main 
streets presented a congested park- 
ing problem, they induced the city 
fathers to put in a 200-car parking 
lot behind the county courthouse in 
the city square. This eased the 
parking problem considerably, with 
the stately courthouse still having a 
spacious lawn and trees in front. 


Honorary Policemen 


When out-of-state cars park over- 
ly long on the streets of Sedalia, 
Mo., policemen leave tags on the 
cars which appoint the owners Hon- 
orary Policemen, state the parking 
laws and ask the motorists to obey 
the laws. This approach usually 
aids in handling the parking prob- 
lem from the out-of-state group 
without loss of good will. 





HARDWARE HUMOR 
By Hardware Age 














"Shall we deliver it, or will you take it with you?" 
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Wage and Salary Total 
On the Increase 


Personal income in January was 
at an annual rate of $239 billion, 
about $2 billion below the high De- 
cember, 1950, rate of $241 billion, 
according to the Office of Business 
Economics, U. S. Dept. of Com- 
merce. 


The December-January decline 
reflected a substantial reduction in 
dividends, following a year-end 
bulge in December disbursements. 
Dividends in January were at an 
annual rate of $8.8 billion compared 
with $14.8 billion in the previous 
month, when a large volume of 
extra and special dividends was dis- 
pursed. The aggregate of all other 
types of personal income increased 
from $226 billion in December to 
$230 billion in January, at annual 
rates. 


Bigger Trade Payrolls 


Wage and salary dirbursements 
continued to increase in January to 
an annual rate of $159 billion, 
$1144 billion above the December 
total. However, increased employ- 
ment contributions for social insur- 
ance, reflecting mainly the expan- 
sion of the Old Age and Survivors 
Insurance program, served to limit 
the rise in actual wage and salary 
receipts to $1 billion, at an annual 
rate. 


About half the rise in wage and 
salary disbursements in January 
occurred in the business sector— 
largely the result of increased trade 
pay rolls. The further rise in gov- 
ernment pay rolls stemmed from 
the further expansion of the armed 
forces. 


For the first time since last 
February, factory wages, which 
have accounted for two-fifths of the 
rise in total personal income since 
that time, showed no monthly in- 
crease. 


Proprietors’ and rental income 
increased from an annual rate of 
$47 billion in December to $49 bil- 
lion in January. Farm proprietors’ 
income accounted for about half the 
rise, as prices of agricultural com- 
modities rose sharply. Farm in- 
come has increased considerably 
from the low point reached in the 
spring of 1950, but the January 
rate was still below the 1948 annual 
total of $17.7 billion. 

Personal income in January, at 
an annual rate of $239 billion, was 
11 pet above the same month of a 
year ago. 
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FIRE! 
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SAVOGRAN 


IF 1T3 SAVOGRA 


Ar 4 
USAND AND ONE 
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oie NATIONALLY ADVERTISED IN 


Better Homes and Gardens 


Collier's 
Popular Science 


READ BY YOUR CUSTOMERS 


PRODUCTS 


OUTSELL ON PERFORMANCE... 


No sales pressure needed! The SAVOGRAN name is known 
throughout America as a guarantee of uniformly high quality 





— quick, foolproof performance. 
THE NAME SELLS ALL! 


THE NAME TELLS ALL — 


@ rey THIS TIP FOR EXTRA PROFITS 


Order a carton of SAVOGRAN CRACK FILLER and SAVOGRAN 


WOOD PUTTY from your jobber, 


counter — and watch them 


SAVOGRAN CRACK FILLER 


Original patented water putty. Sets 
hard as stone —won't shrink! 1001 
Fills 


handles, fixtures. Repairs plaster, tile. 


uses holes, cracks. Tightens 


"rake in’ 


today. Display them on your 
the cash. 


SAVOGRAN WOOD PUTTY 


Powder-form plastic. Contains real 
wood — easily tooled. Quick harden- 
ing. Won't shrink! Ideal for furniture, 


woodwork, floors, toys and homecraft 


“SAVOGRAN PRODUCTS SELL ON SIGHT” 


THE SAVOGRA 


BOSTON: LOS ANGELES: 
25 Huntington Avenue Savogran Pacific 
Boston 16, Mass. 


3031 West 7th Street 


N COMPANY 


CHICAGO: 
85 Industrial Road 
Addison, Ill. 


Corporation 


Los Angeles 5, Cal. 
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INSECT WIRE 


Roebling-Alclad is 
non-staining ... 
lasts longer 


mt 


THE FINEST insect wire screening 
you can sell today is Roebling Alumi- 
num Screening woven from “Roebling- 
Alclad”. This remarkable aluminum 
alloy has unsurpassed durability and 
puts a stop to the customary staining 
problem. Meeting the rigid Dept. of 
Commerce Commercial Standard CS 
138-49, Roebling Aluminum Wire 
Screening is available from your job- 
ber; 100 ft. rolls; all standard widths. 

In addition, the Roebling line of 
Insect Wire Screening enables you to 
offer Bronze (Bright or Antique) and 
Zintex (Electro Galvanized Steel) ... 
each an outstanding buy in its own 
class. And the full range of Roebling 
Galvanized Hardware Cloth is tops 
for sales—always. Mail coupon for the 
full Roebling-Alclad story. 


WOVEN WIRE FABRICS 


DIVISION 


John A. Roebling’s Sons Company 
Roebling, New Jersey 





Woven Wire Fabrics Division 
John A. Roebling’s Sons Co., Roebling, N. J. 
Gentlemen: Please send me full data on 


Roebling-Alclad Insect Wire Screening and 
name of my nearest jobber. 








| 
| 





| 


| 





Lamp Island Adds Impulse Sales 











This 7 ft. lamp island, placed near the center of the store wrapping table at Neis Co., 

W. Allis, Wis., has resulted in many extra sales. Displaying both incandescent lamps and 

fluorescent tubes the unit has glass bins on three levels, each bin with size and price plainly 

marked. Fluorescent tubes are shown above the island top on a notched rack. Metal pipes 

at each end of the display hold a manufacturer's sign, with provision for displaying frosted 

and colored lamps. Flashlights, batteries and other electric supplies are given attention 
on this unit. 








When a customer designates an 
article by its trademark or patent 
name and gets the article he asks 
for he relieves the dealer of any 
responsibility for the fitness of the 
goods for the purpose they are 
bought. 

An upstate New York dealer 
agreed with a customer to install 
an oil burner of a manufacture 
specified by the customer under a 
trade name. The burner was in- 
stalled. Whenever it was in opera- 
tion it filled the house with gas 
and smoke. 


When the customer refused to 





What the Law Says 


Liability on Patented Goods 


By ALBERT WOODRUFF GRAY 





pay, suit was brought for the price. 
The burner, insisted the buyer, was 
sold under an implied warranty of 
the dealer that it was fit for the 
purpose for which it had been pur- 
chased 


Two Necessary Factors 


To create a warranty of this 
character, said the New York court, 
two factors are necessary. There 
must be a statement of fact or 4 
promise by the dealer that serves 
to influence the customer to buy 
the goods. Second, the statement 
must be one on which he relies in 
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Pees 


Make Your Counter 


COUNT: 


You don’t need a lot of valuable counter | 
space to display a complete line of cast- | 
ers. 

Just feature the compact Bassick HD- 
10 caster department. In only 12 in. x 
614 in. of space, it displays samples of 
Bassick’s ten most popular items . 
mounted on removable wooden plugs, 
each numbered for quick identification. 

Your customers will sell themselves 
when they see this top-grade, nationally- 
advertised brand. Available from your 
distributor. 


~ f 
“ 


THE BASSICK COM- 
PANY, Bridgeport 2, 
Conn. Division of Stew- 
art-Warner Corp. In 
Canada: Bassick Divi- 
sion, Stewart -Warner- 
Alemite Corp., Ltd., 
Belleville, Ont. 


Pt at 


_ 
+s 
<4 


we } 
4 


s 


SEAR (C4 


M 
Z 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
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making his decision the 


goods. 
The subject of this sale was an 


to buy 


oil burner which the customer pur- | 


chased from the dealer by its trade 
name. The dealer sold the customer 
the oil burner for which he asked. 
Under such circumstances there 
can be no implied warranty of the 
fitness of the burner. 

A similar situation arose a few 
years ago in Georgia when a 
butcher bought a counter refriger- 
ator under a conditional sale con- 
tract in which the only description 
of the article was, “One 5-88 
counter machine, coils and valve 
(Case W-807).” The contract pro- 
vided further that the agreement 
was not modified by any verbal 
agreement. 

While the refrigerator case op- 
erated it did not do so in the man- 
ner anticipated by the butcher. 
When ultimately the dealer sued to 
collect the money due under the 
contract the buyer contended that 
the machine had failed to fulfill the 


purpose for which it had _ been 
bought. 
Must Be in Contract 
The court deciding in favor of 


the dealer, said that this was the 
purchase of a non-described and 


| definite article and that to make | 


the particular plans and purposes 
of the purchaser a part of such a 
warranty they must be a part of 
the contract of purchase. 

This situation the court com- 
pared to a sportsman intending to 
shoot wild ducks and ordering cart- 


ridges of a standard make and | 


specified load. If the cartridges are 
improperly manufactured or the 
powder defective or the priming 
imperfect, the buyer has a claim 
for a breach of warranty. Should 
the specifications of the buyer for 
these cartridges be for ammunition 
wholly unsuited to the killing of 
ducks, that is not the responsibility 
of the dealer. 

When a non-described and defi- 
nite article is ordered of a dealer 
by a customer, although it is stated 
by the customer that it is required 
for a particular purpose, yet if the 
non-described and definite thing 
which is of the kind called for by 
the order, be actually supplied, 
there is no warranty that it shall 
answer the particular purpose in- 
tended by the buyer. 











Approved 
for 
Natural, 
Manufactured 

and 


LP Gas 








Shown above is 
8000 B.T.U. Model 
1202, exactly the- 
same heater as 
Model 202 (at 
left) except front 
face plate is 
slightly wider 


ROYAL GAS WALL INSERT HEATERS 


These gleaming white and chrome heaters 
have had great acceptance throughout the 
country for their beauty, dependability and 
easy installation features. Recess neatly 
into wall. Specially designed polished louvers 
direct heat out into room. Help keep wall 
clean. Entire inner unit and louvers made of 
Armco Aluminized Steel. Cast iron "Life- 
time" Burner. Face plate size: Model 1202— 
15144" x 20", Model 202—12!/." x 20". 


INSTALLED QUICKLY, EASILY 
IN THESE FEW STEPS 





Plumb in gas line. Secure Royal brackets 
to studs. Insert one-piece welded combus- 
tion unit. Connect gas line. Fasten front in 
place. Install radiants. Attach grille and 
control handle. That's all there is to it. 


Write today for catalog sheets and name 
of your nearest Royal Distributor. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING CO. 


FIRST AND DELMAR STREETS 
CHATTANOOGA 6, TENNESSEE 


QUALITY SINCE 1891 





HARDWAREMEN 


IN PLANNING FOR ‘51 
REMEMBER THE 


3 FACTS 
THAT COUNT MOST! 





VIGORO 5 nov 
PREFERRED BY MORE 
PEOPLE THAN ALL OTHER 
BRANDS COMBINED! 





VIGORO tas sroverr 


HARDWAREMEN MORE 
PROFITS AND GREATER 
VOLUME THAN ANY 


OTHER PLANT FOOD! 





VIGORO’S oranane 
NEW ’51 ““SAND-TEST” 
ADVERTISING CAMPAIGN 
MAKES IT MORE 
PROFITABLE THAN EVER 
FOR YOU T0 

FEATURE 


~ VIGORO™ now 


*Vigoro is the trade-mark for Swift 
& Company's complete, balanced 
plant food. 










A Product of Surft 


YIGORO 


Let this name help 
you sell these 


2 OTHER GREAT 
GARDENING AIDS 


END-O-PEST 
the all purpose pest 
protection every gar- 
den needs! 


END-O-WEED 


destroys over 100 dif- 
ferent kinds of weeds. 
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Hardware and allied 
trade events up-to-. 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers’ 
Assn., 100th semi-annual convention 
held jointly with the 60th annual 
convention of the Southern Whole- 
sale Hardware Assn., April 8-12 at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Secretary-trea- 
surer, manufacturers’ group, Arthur 
L. Faubel, 342 Madison Ave., New 
York City 17; managing director, 
wholesalers’ Group, T. W. McAllis- 
ter, 814 Metcalf Bldg., Orlando, Fla. 


Housewares and Home Appliance 
Manufacturers’ Exhibit, July 9-13, 
at the Atlantic City, N. J., Audi- 
torium. Secretary, A. W. Budden- 
berg, National Housewares Manu- 
facturers’ Assn., 1140 Merchandise 
Mart, Chicago 54. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 1-4, at 
Cleveland Public Auditorium, Cleve- 
land, Ohio. Sponsored by the So- 
ciety of Industrial Packaging and 
Materials Handling Engineers. 


National Hardware Week, April 12- 
21. Sponsored by the National Re- 


tail Hardware Assn., Indianapolis, 
Ind. 


National Hardware Show, Oct. 8-12, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City 17. Frank M. Yea- 
ger, managing director. 


Southern Wholesale Hardware Assn., 
60th annual convention held jointly 
with the 100th semi-annual conven- 
tion of the American Hardware 
Manufacturers Assn., April 8-12, at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Managing direc- 
tor, wholesalers’ group, T. W. Mc- 
Allister, 814 Metcalf Bldg., Or- 
lando, Fla.; secretary-treasurer, 
manufacturers’ group, Arthur L. 
Faubel, 342 Madison Ave., New 
York City 17. 


Sporting Goods Show and convention 
(National), Jan. 20-24, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Regional Events 


Builders’ Hardware Conference (Pa- 
cific Coast), April 24-26, at Victoria, 
B. C., sponsored by Districts 18, 19, 
and 20 of the National Contract 
Hdwe. Assn. and the American So- 
ciety of Architectural Hdwe. Con- 
sultants. Managing director Consul- 
tant’s group, John R. Schoemer, 420 
Madison Ave., New York City. 


Coast-to-Coast Stores Mastercraft 
convention for sales people, April 
15-17. York Langton, trade exten- 
sion manager, Coast-to-Coast Stores 
Central Organization, Inc., 43 Main 
St. S. E., Minneapolis, Minn. 


Detroit Congress Sportsmen’s and 


Detroit News Travel Show, March 
31-April 8, State Fair Grounds, De- 
troit, Mich. 


Eastern Hardware Golf Assn. 14th 
annual golf tournament, May 22-24, 
Shawnee Country Club, Shawnee- 
on-Delaware, Pa. Secretary, H. L. 
Gillian, 30 Rockefeller Plaza, New 
York City. 


Texas Wholesale Hardware Assn. 
semi-annual convention, June 8-9, 
Shamrock Hotel, Houston, Tex., 
includes joint meeting with the 
Texas Hardware Boosters Club. 
Secretary, Nat Pearsall, P. O. Box 
386, La Feria, Tex. 
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j it oF Takin i \) > “we ur $ ring = 
allied | \TMI g Put q Spring in yo P 
up-to- , 
issue BS, I 
Ase | ae A DISSTON RAKE 
NG ACTION new 8 PROMOTION 
Ri 
— | ee THAT’S POINTED FOR PROFITS! 
\q | Now the rake that puts spring-action into lawn care is ready 
@ to put a spring in your garden tool profits! 
\ 
\ A KNOWN RAKE—AN ACCEPTED RAKE! 
\ Reking is free and For years Disston Spring-Action Rakes have been favorites with 
ro ape oe home owners. They’re nationally advertised—and personally 
psn Rake! De- advertised, too. For enthusiastic users have spread the word: 
— . = by — “There’s no finer rake than the Disston Spring-Action Rake!” 
3 sjonol. gardener for 
perfect lawn care! 
NOW A NEW PROMOTION—TIMED FOR PROFITS! 
Yet. 8-12 ae ‘ : 
ve York The April issue of BETTER Homes & GARDENS magazine carries 
ial Hard- the lead-off in this new promotion—timed to reach your custom- 
son Ave., ers when their interest in garden tools is greatest! 
M. Yea- 
TIE-IN to CASH IN! 
a a Keep a good assortment of Disston Rakes on hand; display them 
ce ... push them! Remember, the advertising will move customers 
toward your stock—but only you can move the stock toward 
lardware 
| 8-12, at your customers! 
e Hotel, 
ng direc- ee 
W. Me- 1. Makes raking less firing! HENRY DISSTON & SONS, INC. 
ychusive ““back-bone or 
a aerise strain off rake erage 354 Tacony, Philadelphia 35, Pa., U.S.A. 
‘thur L. _— ning: —— In Canada, write: 2-20 Fraser Ave., Toronto 3, Ont. 
e., New “29 aan Teeth 
“ py cade held by special pene 
brace construct “ey ar BO 
nvention at four points by paten ed sot 
- at the pax arrangement. ORDER DISSTON SPRING-ACTION RAKES AND K-11 
¢ tear grass ! 
a Ficcinle fiat pring. steel teeth RAKETTES FROM YOUR HARDWARE WHOLESALER 
sa ar ¢ , your lawn— won’ . 
licago 2. ee ae pes? oo roots, plants, 
shrubbery a 
nT aioe D-24 SPRING-ACTION RAKE 
De ee : ... The rake most people want 
yeetH 
Alaa: 0-0 WaKtrte with “TOUCHAM to own! 24 teeth. 18 lbs. per 14 
rs pet Se doz. Packed '% doz. in carton. 
arcderwe pour apenar ap 
Fong one 
— eat SF D-18 SPRING-ACTION RAKE 
eee ... Lighter and smaller than 
n. 14th Crh D-24—same exclusive Disston 
y 22-24, Lt features. 18 teeth. 12 Ibs. per 
“nL po jee aaa DEALER'S NOW! 4 doz. Packed 1% doz. in carton. 
a, New HENRY DISSTON & copa 94 K-11 RAKETTE 
Bip on a, $e aoe bons Pneene AO ..- A competitively priced rake 
— to round out your line. Sturdy, 
” Onn. HERE'S WHAT DISSTON TELLS "EM pig sen Pag —— acid 
HELP YOU SELL 'EM— oz. Packe oz. in carton. 
th the This full column advertisement appears inthe Aprilissue 
Club. of BETTER HOMES & GARDENS — favorite magazine 
O. Box of your home-owning customers. A hard-selling ad 





reaching live prospects who have money to buy! 
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Hitch your business to 





BINET HARDWARE 


ING CA 
ee YOU EVERYTHING 


LINE THAT. GIVES 
& STARRED for quality. 


SOLD THROUGH 
WHOLESALERS 
ONLY 

















STAR BRITE 


design and precision fit. 










#215 


ORNAMENTAL HINGE 


For flush doors 
Overall sizes: 
2%" x 2/4" 
“STAR-BRITE" 
Chrome, nickel 
and brass 
Complete 

with screws 















#285 

CHAIN DOOR FASTENER 
Wrought steel; non-welded chain 
Size of plate: 4" x 15%" 
“STAR-BRITE" 





































2275 

SCREEN HANGER 
Wrought steel 
Size: Eye plate, 
2" x I%" 













SASH LOCK 












Nickel } Hook plate, 
and brass An il} 1%" x 3%" 
lete ( a “STAR-BRITE" 
— y They Cadmium plate 
Y “id Complete 
with screws 

#216 


SEMI-CONCEALED HINGE 














3" to 16" 















ae Ralsed knuckle 
1%" x 2," ¥,"" offset 
“STAR-BRITE" “STAR-BRITE 
Chrome, nickel Chrome, nickel 
and brass and brass 
Complete Complete 
with screws with screws 
#225 #200 
SURFACE BOLT CUPBOARD TURN 
Length size: Wrought steel 


Overall size: 
> a x od 


















ETAL PRODUCTS 


yn 17, 


STAR M 


KWA®) Butler 


Street, Brookl 
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Bor size: %" 
“STAR-BRITE" “STAR-BRITE” 
Nickel Chrome, nickel 
and brass and brass 
Complete Complete 
with with screws 
screws 
#277 STORM SASH HANGER 
Hook Plate: orn ee oe! V4" = mh #297 
"STAR- ** Cadmium Plate 
| doz. pr. to box; 36 doz. to carton CONCAVE KNOB 
Complete with screws “STAR-BRITE" 
Chrome 


| Dozen to Box 
with Screws 


36 Doz. to Carton 


Co. 


N. Y. 








State Events 


Alabama Retail Hdwe. Assn., annual 
convention and exhibition, April 24- 
25, at Admiral Semmes Hotel, Mo- 
bile. Secretary, Mrs. Euna G. Ram- 
sey, 509 N. 19th St., Birmingham 3. 

Carolinas Hardware Association of, 
convention, June 19-20, Ocean For- 
est Hotel, Myrtle Beach, S. C. Sec- 
retary-treasurer, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte 2, N. C. 

Florida and Georgia Retail Hdwe. 
Assns. joint convention and exhibit, 
May 7-9, Geo. Washington Hotel, 
Jacksonville, Fla. Executive Man- 
ager, William W. Howell, Waycross, 
Ga. 

Mississippi Retail Hdwe. and Imp. 
Assn., convention and exhibit, June 
3-5, Buena Vista Hotel, Biloxi. Sec- 
retary, David O. Mansfield, 226 S. 
State St., Jackson. 

Virginia Retail Hardware Assn., con- 
vention and exhibit, March 27-29, 
Roanoke. Headquarters, Hotel 
Roanoke. Exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville, Va. 


News Notes on Bicycling 


Questionnaires filled in by 20,000 
teen-age girls in a_ recently-com- 
pleted marketing survey revealed 
that bicycling is the lassies’ Num- 
ber One “active sport.” Swimming, 
roller skating, softball and hiking 
followed in that order. 





Bikes for Defense 
Taking the hint from the Bicycle 
Institute of America, many com- 
munities are implementing their 
civil defense programs by recruit- 
ing bicyclists as transportation and 
communication auxiliaries. 


Over 70 and Going Strong 
One of the oldest sports organiza- 
tions in this country is the League 
of American Wheelmen, composed 
of bicycling enthusiasts, which was 
founded in 1880 and still going 
strong. 


Why Walk? 

There are more than 2300 girls 
in the student body at Smith Col- 
lege, Northampton, Mass., and it is 
estimated that four out of every 
five girls ride bicycles to and from 
classes on the campus. 


A-Biking We Will Go 

Oddest bicycling performance of 
recent years, reports the Bicycle 
Information Bureau, concerns the 
lady in Greenville, S. C., wlfo rode 
a two-wheeler to Portland, Ore., 4 
distance of 3200 miles, with her 
nine-months old baby in the front 
basket. 
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. T. Omo- Now You Can Give Your Customers 
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. Authentic Home Decorating Advice 


St., Char- 
cling A big national advertising campaign is telling the 
by 20,000 people in your community about the Style Guide 
ntly-com- lending service. Sherwin-Williams Dealers are 
revealed learning again that no other sales aid equals the 
es’ Num- all-time paint selling record of the Style Guide. For 
ae complete details, write, wire or phone your 
- Sherwin-Williams Representative or The Sherwin- 
Williams Co., Cleveland 1, Ohio . . . TODAY. 
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THE ONLY OSCILLATING J \icie 
SPRINKLER THAT RAIN’ 


OPERATES ON ALL He'30N 
WATER PRESSURES! | *** 


—from 3 to 100 Ibs. € 





SELL THE FAST SELLING M-F 


Rustproof! Foolproof! A precision sprayer, fitted 

for longer, more dependable life . . . and greater 

sales. Operates in self-lubricating bronze bearings. 

Fan shaped spray covers from 6 to 60 feet as ad- 

justed . . . eliminates puddles. Sled type frame pro- 

tects lawn from mars. Fully guaranteed for One 

Year. Nationally Advertised. Cash-In on this profit 

story NOW! 

e Powerful 4-inch water motor with only two moving parts. 
Operates smoothly, silently. 

@ Exclusive Selecta-Speed controls speed of oscillation at all 
water pressures. 

* Simple adjustment of arm allows definite area to be 
watered. 

. Net weight 6% lbs. Shipping weight 7% lbs. Packed 12 
in a carton. 


REPRESENTATIVES! There are a tew territories still open. 


Inquire about yours now. Write today! 


M. F. ENGINEERING COMPANY 


13828 South Western Avenue 


Blue Island Illinios 





For "Repeat” Sales 
Handle HOPPE Products 


| Every gunner prizes his gun and every gun needs 


| cleaning, care and protection. So — recommend 
Hoppe’s No. 9 and Hoppe’s Patches for the removal 
of primer, powder, lead and metal fouling. Suggest 
Hoppe’s Lubricating Oil for smooth, “sweet’’ gun 
actions and triggers — and don’t overlook Hoppe’s 
Gun Grease for extended protection from rust. Your 


jobber can supply you. 


FRANK A. HOPPE, Inc. 


2314A NORTH 8th ST. PHILADELPHIA 33, PA. 














CLOSE TRIMMING EASY CUTS WEEDS AND BRUSH 














SENSATION FEATURES... 
‘ HELP YOU RING YOUR CASH REGISTER 


It’s easy to talk advantages to your cus- Easy to operate ...durably constructed 
tomers, when you’re talking Sensation ..- builds healthy lawns . . . eliminates 
Mowers. For Sensation has more useful hand work . . . these and other Sensa- 

. . easy to demonstrate . . . features tion advantages help you make more 
than any other mower on the market. sales, easier sales. 








SENSATION 
MODEL G72 


$159.50 


List Price 





Loosen one nut and swing the 
front wheels forward; then run 
the side of Model G72 in con- 
tact with fences to allow the 
whirling blade to clip grass up 
close. 


NON-BREAKABLE BLADE 


VY Sensation’s whirling 
blade is guaranteed 
breakproof. It chops 
grass clippings into 
tiny bits so that no 
raking is required. 





Like many other Sensation 
models, the front section of the 
chassis on Model G72 folds 
back for weed cutting. Sensa- 
tion makes short work of weeds 


and brush. 


CUTS TO RIGHT HEIGHT 
F Adjusta-Hi-Cut 
is an exclusive 
feature on Sen- 
sation gasoline 
fy mowers... by 
: loosening one 
bolt the cutting height can be 
quickly and easily varied from 
14-inch up to 31/2 inches. 









F.O.B. 
Factory 






For name of your 
nearest Sensation 
jobber and full line 
folder on Sensation 
gasoline and electric 
mowers, Sno-Blos 
and floor polishers, 
write factory 


SENSATION MOWER, INC. BOX 44.351 RALSTON, NEBR. 


156 


HARDWARE AGE, MARCH 22, 1951 














MODEL 


BM 


SELL 


ASSBE E o 


“CH 
i 


Prac 


Here’s a 
color an 
Pair of | 
tie-in wit 
the name 
Get the 1 
full detai 


HARDWAI 








1 needs 


ymmend 
removal 
Suggest 
tt” gun 
Hoppe’s 
st. Your 


+ 33, PA. 





TER 


ucted 
nates 
ensa- 
more 


me of your 
t Sensation 
and full line 
on Sensation 
and electric 
s, Sno-Blos 
yor polishers, 
ictory 


BR. 


22, 1951 








Protect your profits by Faster Turnover 


with BMC WHEEL TOYS 


there is no better 


book. 


BMC line. 





check the outstanding superiority of BMC 
Wheel Toys. Nationwide sales represen- 
tatives and display rooms to serve you. 
Consult the classified pages in your phone 


Send to Dept. H for our 1951 Catalog and 
promotion kit which gives complete in- 
formation and specifications on the entire 


time than NOW to 


As in all BMC Wheel Toys, the new Racer Special is priced with the dealer in 
mind. Exclusive speed king styling and gleaming maroon color with silver painted 
exhaust pipe and realistic hand brake gives it the eye appeal to sell on sight. 

The BMC Racer is built of heavy gauge steel with extra dimensions to give it the 
longest age range in the wheel toy field. Large back wheels and windswept stream- 
lining with complete ease of operation makes the Racer Special the fastest car on 
the sidewalk. This combined with such standard BMC features as real auto-type 
front axle, full ball bearing suspension rear end, no-dead-center drive and oven- 
baked enamel finish makes BMC Racer Special a fast moving, profit building item. 
Now is the time to buy wheel toys and 





The "Mark" in Wheel Goods 











ROLLER SKATES 
Practically Sell Themselves! 


Here’s a small package of sales dynamite! It has action, 
color and sales appeal . . . and it’s free with each dozen 
pair of No. 101 Flying Scouts. Here’s your on-the-counter 
tie-in with this year’s National Advertising which backs up 
the name “CHICAGO”. 

Get the most you can out of our 1951 promotion, write for 
full details about all our SALES HELPS. 


CHICAGO eo, .c8 oT. 


° 
MFGRS. OF RINK & SIDEWALK SKATES, LAWN SPRINKLERS 
SCREW MACHINE PRODUCTS 








4456 West Lake Street, Chicago 24, Illinois 
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Handled by 
Practically Every 


The Best Seller 
In Thousands of 
Dealers’ Stores 









A | ees 
ih f SELLING 
PLUG 


Sporting Goods Jobber 


How's Your Stock for 
This Year's Fishing Season? 


You Can’t Afford to Ran Short 
On the Plug That 
Ouatsells All Others 


Free HELIN TACKLE COMPANY 


LETTE = 6342 Pulford Ave. Detroit 7, Mich. 


WORLD’S 





7,500,000 SOLD 
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WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued on page 13) 


Lawn Sprinkler 


M-F precision lawn _ sprinkler 
covers areas varying from six to 
60 ft., depending on the adjust- 
ment, and operates under water 
pressure from 3 to 100 lbs. The 
sprinkler is adjustable for oscilla- 
tion, and features a_ sled-runner 
type frame for lawn protection 





when moved. Materials are rust- 
proof, and the unit is guaranteed 
against imperfections for one year. 
Retail: $19.50. M. F. Engineering 
Co., Blue Island, IIl. 





Shelf Covering 


Nu-Shelf, a shelf covering coated 
with odorless and crackproof poly- 
ethylene plastic, is available in cel- 
lophane-wrapped rolls 15 in. wide 
and 10 yds. long. May be cleaned 
with a damp cloth, and comes in 
solid colors, gingham checks, polka 
dots, and a flower pattern. A free 
counter merchandiser displays a 12- 
roll assortment, or two units may 





158 


be placed together to show 24 rolls. 
Merchandiser is free with an order 
for 36 rolls. H. P. Smith Co., 5001 
W. 66th St., Chicago 38, IIl. 





Window Ventilator 


Portable ventilator with 8 in. 
blade and 5 ft cord, clamps on win- 
(low and operates on plugs on any 
110-125 volt, 60 cycle AC outlet. 
Porta-Vent has rustproofed out- 
side, baked white enamel inside, 
and changes air in average room 
every three minutes. Chain auto- 
matically works motor and weather- 
proof outside door. Model 861 fits 


casement panel 16 x 11% in., Model 
862 fits casement panel 1734 x 10% 
in., and Model 863 fits wood sash 
x 40 in. 


window 27% Retail: 





$31.95. Three-color window or 
counter display, with ventilator at- 
tached and operable, is available. 
Fasco Industriés, Inc., Rochester 2, 
N.Y. 


Refrigerator Gaskets 


Gaskets made of vinyl plastic, 
which retain their resiliency and 
possess resistance to solvents, oils, 
fats, waxes, etc., replace rubber 
gaskets on Westinghouse refriger- 
ators. Tests indicate these Geon 
plastic gaskets do not deteriorate 
and effectiveness is not reduced. 
The gasket is about 10 linear ft., 
of balloon shape, and the lip of the 
inner door panel fits into the end, 
leaving only the balloon visible. 
Flexibility allows it to conform to 
surface irregularities, and makes a 
more permanent seal. B. F. Good- 
rich Chemical Co., Rose Bldg., 
Cleveland 15, Ohio. 


Power Saw Setter 


Automatic power saw setter for 
hand and band saws features twin 
hammer action and one-spring con- 
struction, which provides uni- 
formity of hammer blows and pre- 
cision of set on the teeth in one 
run through the machine. Adjust- 
ments for size of teeth from 4 to 
16 points per inch, for depth of set, 
and for holding saws of different 
thickness between anvils. Saw may 
be set before or after filing, and 
it sets either straight or crowned 





hand saws without removing han- 
dles. Has one year unconditional 
guarantee. C. P. Foley Mfg. Co. 
Minneapolis 18, Minn. 





Paint Mixer 


A portable, light weight paint 


mixer, Whirlwind Model HWPM-* 


1G, blends and mixes paint and wet 
or dry ingredients in any size con- 
tainer. Heavy duty suction cups 
and vibration-free operation are 
features of the mixer, which comes 
with 15 ft. of cord, safety toggle 
switch, 1/3 hp., 115/230 volt, 60 
cycle motor, and long life V-belt. A 
heavy duty belt drive is controlled 
by an automatic spring take-up to 
prevent slippage, and inner oscil- 
lating shafts are of Meehanite 
metal set in self-lubricating Oilite 
bearings. Chassis and clamp cast- 
ings are of polished heavy duty alu- 
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A New... Different... Profitable 


tter for 
res twin 
ing con- 
es uni- 
and pre- 

in one 
Adjust- 
rom 4 to 
h of set, 
different 
Saw may 
ing, and 
crowned 





EASY TO 
INSTALL 


» N61-380 


IT OPENS DOORS AUTOMATICALLY... 
AT GENTLE TOUCH OF FINGER, WRIST 
OR ELBOW...NOTHING ELSE LIKE IT 


Positive latching action... practical convenience in use... 
modern, smart appearance for all cabinets . . . these are a few 
of many reasons why homeowners are calling for National 
Tutch Latch. Easily and quickly installed, Tutch Latch is 
chock full of appealing features that mean quick sales and 
worthwhile dealer profits. This new and different latch 
comes individually packaged, complete with screws. Ask 
your supplier about the Tutch Latch counter demonstrator. 
OUT OF SIGHT WHEN DOOR IS CLOSED 


ORDER THESE OTHER QUALITY NATIONAL LOCK ITEMS, TOO, FOR Pe aa WORTHWHILE PROFITS 


ly ee Jib aad 
HARDWARE 
AG 4 © 


‘ a CABINET HARDWARE 
SELECTED LOCKS 


DISTINCTIVE’ HARDWARE... ALL FROM J] SOURCE | 


NATIONAL LOCK COMPANY 
Ml) IN 


MERCHANT SALES DIVISION a ROCKFORD, ILLINOIS “lj. ‘\\) 
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CASH, BOND 
and UTILITY 
BOXES 


FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 


4 construction ax 


HEAVY GAUGE STEEL 
e @ 
% PREFERRED for beauty 
{HAMMERED SILVER FINISH 4< 


+ e 
3X PREFERRED for styling 4 
SEAMLESS ONE PIECE 47 

or CORBIN 


CONSTRUCTION 
All corners rounded 
Choice of oe 

COMBINATION LOCK 
No. i0 Series (Shallow Box) 
SIZE: 11% x 6x 2%” 





FLAT KEY LOCK 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 
SIZE: 11% x 6 x 4%” 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 


tock or combination lock. 
ALL STYLES INDIVIDUALLY BOXED 
Sold by leading jobbers 


‘WRITE FOR CATALOG *@O” 


ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST 
CHICAGO 


; Export Representatives ‘ 
Frazar & Co., 50 Church Street, New York 7, N. ¥. 
Coble Address *"FRAZAR" New York 
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WHAT’S NEW 





minum. Weight is 75 lbs., size 234% 
x 18% x 12in. Holt Mfg. Co., 651 
20th St., Oakland, Calif. 





Stainless Drainboard 


Deep drain grooves and high 
sidewalls are features of Drain- 
Rite which allow fast draining and 
prevent overflow and _ backsplash. 





This 26 gauge, heavy stainless steel 
drainboard is 1834 x 14% in., and 
can be stored close at hand. Retail: 
$4.50. Bellaire Enamel Co., Bell- 
aire, Ohio. 





Two-Speed Ironer 


Model No. WM4515 Universal 
deluxe two-speed ironer features 
wrinkle-proof roll, 130 sq. in. of 
contact at any one time, protecto- 
edge, due-thermostat control, ruf- 
fling plates, and two-speed floating 
power. There is knee-type press 
and roll controls, finger-tip on-off 
heat switch, plus three-way motor 
and master shut-off switches. The 
ironer is of all metal parts, swing- 
back balanced hinges, and has 
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white baked enamel finish. A hinged 
top permits covering when not in 
use. A. C. only, 371% x 18% x 36 
in. Landers, Frary & Clark, New 
Britain, Conn. 





Kitchen Cutlery Kit 


Seven-piece kitchen utility set 
consists of paring and fruit knives, 
pot fork, spatula turner, sharpen- 
ing steel, cleaver and chopper, and 
an all-purpose slicer. Implements 
of stainless steel with Rosewood 
handles, come packaged for dealer 





aid display. Retail: $6.95. Hambro 
House of Design, 17 E. 54th St, 
New York City. 





Square Attachments 


For extension of any 9, 12, 18 or 
24-in. Starrett combination square, 
set No. 289-C consists of a clamp 
block, scriber, and 6 in. rule and 





rod. Clamp block mounts the 
scriber, rod or rule. The scriber 
inserted gives a height gage for 
measuring off vertical distance 
from a plane surface, locating cel 
ter distances, etc. The 6-in. rule 


Fil 


DI 


Precision 
the fine: 
guarante 


Sold by | 


4622 ¢ 
AVE 


HARDWARI 
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BY, x 36 


vt Svl! DIAMALLOY TOOLS 





METAL CUTTING SNIPS 


tility set 
it knives, 
sharpen- 
pper, and 
1plements 
Rosewood 
or dealer 






New 
UL-Approved 









SLIP JOINT 
SIDE CUTTING PLIERS 





Graduated 
HEAVY DUTY Jar 


DIAGONAL CUTTING PLIERS 





9's All-Purpose... complete 
Hambro Tuuble-Free eee Was 


STAPLE PULLERS 














54th St. 

Exclusive Milti-Vein Spinner Noyzle 
@ Here at last is an electric utility sprayer that has 
; everything! Sprays all kinds of paint, lacquer, enamel, 
12. 18 or FEATHERWEIGHT insecticides, oil or water base garden sprays perfectly, 
f ADJUSTABLE WRENCHES : without any possibility of damaging mechanism. 
7 — New, precision-flow nozzle assembly and precision- 
a clamp built, non-clog pump... all exclusive with Burgess! 

rule and Entire unit is approved ... electrically safe! 


5 In addition, only the Burgess Model VS-600 has: 
co-ordinating spray-adjuster for regulating both vol- 
ume and spray pattern; interchangeable, coarse and 
fine multi-vein spinners for heavy and light liquids; 
free-floating ball check; instant pump disassembly for 
easy cleaning ... Plus new, informative, 3-color jar 
label. A deluxe sprayer in every respect! 

Contact your jobber or write for information about 
this new and better famous-name sprayer. Fully 


4 guaranteed by Burgess. Get your order in now for 
) A Mi ) N ) C A [ K quick, easy sales and fast profits. 

vibro Approved and Sold 
HORSESHOE COMPANY BVI by 


Leading Paint Manufacturers 


Precision made . . . drop forged of tool steel to offer you 
the finest tools obtainable anywhere. Diamond Calk's 
guarantee is the guarantee of your customer's satisfaction. 
Sold by leading jobbers everywhere. 























Zz sprayer 
ants the#| 4622 GRAND <DIAMOND> DULUTH 
e scriber AVENUE MINN. Patented Manufactured and Guaranteed by 
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WHAT'S NEW 








converts tool into a depth gage for 
measuring in 64ths of an inch. Rod 
is also used as depth gage for 
smaller recesses. Attachments are 
easily added or removed from the 
blade, and extension of the rod, 
rule, or scriber is adjustable. L. S. 
Starrett Co., Athol, Mass. 





Fisherman's Rule 


Hard maple 1-ft folding rule for 
the use of fishermen to check the 
lengths of fish for compliance with 








law. Natural- wood finish is 
heavily coated with lacquer and 
has brass-plated metal parts. Rule 
shows the legal lengths of various 
fish and the state in which appli- 
cable. It is designed to carry an 
advertising imprint and sales mes- 
sage. Dealers prices: 20¢ each in 
lots of 250, 18¢ each in lots of 500, 
17¢ each in lots of 1000 or more. 
Eagle Rule Corp., New York 59, 
N.Y. , 





Civil Defense Pump 


Indian fire pump, for carrying on 
the back, has been streamlined and 
features form-fitting ventilated 
shield and adjustable carrying 
straps for the five-gallon tank. This 
unit was widely used in civilian de- 
fense in World War II. Available 
is a No. 147 adjustable solid brass 
nozzle, 3 in. long and makes a 50-ft. 
pressure stream of water, a long 
distance spray, or a fog mist; re- 
tail: $1.55. Pump comes in Model 
90G with galvanized steel tank, re- 
tail: $22.50; Model 90B with solid 
brass tank, retail: $34.50; and 
Model 90BC with solid brass, 
chrome-plated tank, retail: $44.00. 
D. B. Smith & Co., Utica, N. Y. 


Fountain Brushes 


Wonder-Wand fountain brushes 
are now made of colorful Durosty. 
rene bristles which are non-mat- 





ting, resilient, impervious to water 
and dirt. A four-foot aluminum 
handle allows easy reach to the 
object being cleaned, and water 
flows through the brush continvu- 
ously. Wonder-Wand is offered in 
blue, red, and yellow. Dealer aids 
available include floor stands, win- 
dow streamers, counter display 
cards, envelope stuffers and news 


paper mats. Western Home Prod 
ucts, 1006 Prudential Building, 
Buffalo, N. Y. 


Grinding Wheels 


Niagara brand grinding wheels 
made of Aloxite aluminum oxide 
abrasive, replace the general pur- 
pose catalog wheels. The wheels 
are packaged in a blue box witha 





center hole allowing the display of 
boxes on pegs. The Carborundum 
Co., Niagara. Falls, N. Y. 
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Garden Sprinkler 


New versatile sprinkler head, 
called Jiffy Garden Sprinkler, 
products a mist-like spray, and 
can be used as a shower head or 


eager oe 
; 
y 





for other household uses. Face 
plate is of aluminum alloy to pre- 
vent rust, and the case is of 
molded rubber that will not 
scratch the surface of finishes 
during contact while washing. 
Sprinkler head will not break, dent 
orcrack. Retail: 89¢. Surf Mfg. 
Co., 3338 N. Michigan Ave, Chicago 
1, Ill. 


Honer Attachment 


For use with Home-Utility 1% in. 
drills and 65-in. sander-polishers, 
Roto-Hone attachment sharpens 
edged tools and knives. A drive 
shaft threads into the spindle of 
the Home-Utility 4% in. horizontal 
stand, and has a clamp and guide 
bar for maintaining the correct 
angle. The oil stone is reversible 





with coarse and fine grit sides. A 
four-ounce bottle of Roto-Oil is in- 
duded. Black & Decker Mfg. Co., 
Towson 4, Md. 


Pocket Flashlight 


Pocket flashlight No. 150 op- 
erates by automatic clip-action 
switch and is of heavy chrome 
plate. Small No. 7 cell allows the 
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SUN RAY STEEL WOOL 
SQucalily 
SELLS FOR YOU! 


The superior quality steel wool in every Sun Ray 
product is made possible by skillful manufacturing 
methods, vigilant inspection, utmost care and ac- 
curacy in grading and packaging operations, Ex- 
perienced craftsmen everywhere demand Sun Ray 
_ quality as a safeguard against imperfect work! 


LAYER-BUILT PADS Big, cushidny, work- 
manlike tools for cleaning, rubbing, pol- 
ishing, and smoothing. 


JEX HOUSEHOLD PADS Economical, sani- 
tary, full-bodied pads for cleaning, scouring, 
and polishing pots, pans and kitchenware. 


BULK POUND TUBES The homemaker’s 
and professional worker's economy buy for 
home, shop and general industrial use. 


SELL SATISFACTION ... SELL SUN RAY STEEL WOOL 


WA STEEL WOOL PRODUCTS MANUFACTURED BY 


THE WILLIAMS COMPANY 


215 W. FIRST ST., LONDON, OHIO, U.S.A. 
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Here are two Cans 
having the same 
capacity. The same 

amount of refuse will 

ll both Cans. But out 

of the WITT Can, 
you get far more! The 
best in materials and 
workmanship go 

into WITT Cans— 
that’s why you get 
longer life and 
far greater value. 


Compare the WITT CAN with any other Can 
on these points: 


STRAIGHT SIDES—assure extra resistance to rough handling. 

DEEP ROLLING CORRUGATION—trun full length of Can adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 

STRUCTURAL STEEL BANDS—protect top and bottom of Can and act as shock absorbers. 


HOT DIP GALVANIZING—a hand process after fabrication, insuring heaviest possible 
rustproofing. 


PINCH-PROOF HANDLES—for easy handling. 

STURDY LID—snug fitting yet easy to remove. 
If you want your customers to get out of a Can im service 
what they put into it in cash, recommend and sel! WITT 
CANS—guaranteed to outlast ordinary Cans 3 to 5 times! 


WITT CANS HAVE THE RIGHT ANGLE 


Y ats 





THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 
“Originators of the Corrugated Can”’ 
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WHAT'S NEW 


Penlight to be pencil-thin. Twelve 
pens are available in a new counter 
merchandiser, No. 12150 display, 








and No. 7 cells come in a counter 
display package of 24. Burgess 
Battery Co., Freeport, Ill. 





Leaf Switch Plate 


This fluorescent switch plate is 
in the shape of an autumn leaf, and 
eliminates the need of any other 
wall paper protector. It glows in 
the dark, indicating the location of 
the light switch. Available in mar- 
bleized yellow, green, pink, blue and 
ivory. Retail: 25¢ each, double re- 
tail: 29¢ each. C-Ur-Mail, Inc, 
1311 Brandon Ave., Akron, Ohio. 





Lock-Lift Cake Cover 


Crystal-Pak plastic cake cover 
and tray features the lock-lift device 
for handy carrying by the knob. A 
twist of the cover locks flanges into 
the catches on the tray, permitting 
lifting and carrying by the knob 





on top. Cover is decorated t 
match the cake plate. Underneath 
side of the plate is divided into 
four sections for use as a relish 
tray. Available in standard siz, 
retail $2.19, and in king size, Tr 
tail $3.29. Transparent Special- 
ties Corp., 3828 E. 91st St., Cleve 
land 5, Ohio. 
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Chain Link Fencing 


New aluminum chain link fenc- 
ing, Lustre-Brite, is easy to erect 
and costs less than ordinary chain 


Ww counter 
display, 





a counter 
Burgess 


link fencing. One man can handle 
a 100 ft. roll, and less splicing is 
required than for the standard 50 


plate is§ ft. roll. Aluminum eliminates 
leaf, and} ‘Scaling and repainting costs, by a setting new sales records everywhere! 
any other preventing rust and paint-cracking. Shipped nested. Retails about $1.49 
glows ing Fencing is made from 6 and 9 —_ 
ocation of § gauge aluminum wire in heights 
le in mar-§ from 3 to 12 ft. Aluminum 4-point 
, blue and} barbed wire is available for the top 


of the fencing. Nichols Wire & : vas}. 
Aluminum Co., Davenport, Iowa. + SIN LOAF PANS 


5% x 9% x 2% 


Humidifier-Vaporizer 


lift device New Electresteem 10 to 24-hour meee 
» knob. A humidifier - vaporizer is equipped f BISCUIT PANS 
with a five-foot cord and molded , 9x 14x1% 
plug and a detachable vapo-cup for } ; oe ‘ 
the knob medicaments. A 4814-o0z. jar is for 
10-hour and one-gallon Mason type 
jar for 24-hour humidifying and 
vaporization. Electresteem has 
automatic safety shut-off and wa- > 
ter never comes in contact with the a ee ? G PANS 
heating element, eliminating dan- ae . 8x 12x 17x 2% 
ger of scalding. Standard model y 16 x 7 x 2% 
has plastic Insawall base, is 834 x 
4x 10% in., weighs 4 lbs., and re- 


|. DOUBLE ROASTERS 
No, 2-.8x12x6 No, 6-11 x 16% x8 
— No. 4-10x15x7 No. 7-13 x 18x 8 
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THE TARGET WITH 








Bulls-Eye 
Sellers 


Cash in on the extra profit- 
earnings made possible by the 
revolutionary modern zinc alloy 
hardware specialties of Hall-Wessel 
Co. . . . fast-selling non-rusting 
items to set new standards in im- 
pact, tensile strength and func- 
tional beauty. Superb finish in 
brass, chrome, bright zinc or ebony 
that cannot rust. See for yourself 
why contractors and architects as 
well as Mr. and Mrs. Fixit prefer 
them. Here you have aulcine 
beauty in exclusive, balanced de- 
sign. Here you have the value that 
stems from experience, modern 
equipment— plus modern packag- 
ing. Ask your jobber for Hall-Wes- 
sel Specialties by name. Meantime, 
write for our catalog — sent free in 
return for name of your jobber! 


Canadian Sales Agents: 
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2616-26 W. NICHOLAS ST. 
PHILADELPHIA 21, PA. 


Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 








| 
} 
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WHAT'S NEW 








tails for $5.95. Deluxe model (il- 
lustrated) has ceramic satin-finish 
aluminum and glossy plastic base, 
is 84% x 4x 11% in., weighs 4 lbs., 
6 oz., and retails for $6.95. Elec- 
tric Steam Radiator Corp., 1 Elec- 
tric Ave., Paris, Ky. 





Well Point 


Featuring an interior filtering 
unit, the Protecto-Screen well point 
can be used in gravel or rocky soil. 
Filtering unit is inside the steel 
skeleton. The inlet holes are unre- 
stricted permitting water flow be- 
tween the skeleton and brass screen 
and using entire area of the filter- 
ing unit. Other features include 
one-piece forged steel drive point, 
preventing sand and mud leaks, and 
zinc-coated skeleton. Well point 
comes in varying pipe and length 





size, number of holes and weight. 
Capitol Mfg. & Supply Co., Colum- 
bus, Ohio. : 


Portable Power Saws 


Two models of electric power 
saws have a die-cast aluminum 
frame, universal AC-DC motor, 115 
volts, 220 volts special, and 12-ft. 
8-conductor cord with 2-prong plug 
and pigtail connector for ground. 
Model 700 builders special power 
saw (illustrated) weighs 10 lbs. 
and has a 6% in. blade which cuts 
2 1/16 in. Base adjustments are 
3/16 to 2 1/16 in. at 90 deg., and 0 to 
1% in. at 45 deg. No-load speed is 
5500 RPM. Retail: $69.50. Model 
800 builders special power saw is 
for heavier jobs. It weighs 14 lbs., 
has an 8 in. blade cutting 25% in. 
on a square cut, and sawing 
through 2 3/16 in. lumber at 45 





deg. Base adjustments are 1 in. 
to 25% in. at 90 deg., and 0 to 2 3/16 
in. at 45 deg. No load speed is 
4600 RPM. Retail: $84.50. Cum- 
mins Portable Tools, Cummins-Chi- 
cago Corp., 4740 N. Ravenswood 
Ave., Chicago 40, Ill. 





Toy Charm Pistol 


Little Atom is a toy charm 
pistol that nakes a loud and real- 
istic report when fired. Less than 
2 in. long, this novelty may be used 
as a charm, key chain or chatelaine 
pin. The pistol has a complete sup- 
ply of ammunition and ramrod, and 
cocks like a real pistol. Blank car- 
tridges actually shoot. G & S Mfg. 
Co., Deaderick St., Nashville 3, 
Tenn. 





Odorless Enamel 


A completely odorless, rapid-dry- 
ing enamel, which is also water- 
proof and long wearing, has been 
developed. Called Slikup Odorless 
Enamel, it is available in 18 colors, 
and can be used for any surface re 
quiring a brilliant glossy color 
finish. Retail: $7.50 per gal., $1.95 
per qt. Keystone Paint & Varnish 
Corp., Brooklyn, N. Y. 
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Outdoor Grill 


Cast iron Sportsman Grill fea- 
tures removable deep fryer and 
grill and a bail for easy carrying. 


gee SRE nasiv stant. oe 


Wee 
ATs ee 


Illustration shows grill with deep 
fryer in position. Weight of com- 
plete unit is 28 lb. Overall length 
is 18% in., width 10% in. Ideal 
for use with charcoal. Birming- 
ham Stove & Range Co., Birming- 
ham 2, Ala. 


Plastic Dinner Set 


No. 340 20-piece heavy dinner 
set features can’t-tip design and is 
made of boil-proof Polystyrene. The 
set is of sturdy construction and 
modern styling allows generous 
servings, while cup handles permit 
deep-nesting. Set contains four 
each of five pieces: dinner plate, 
101%, in.; bread and butter plate, 
634 in.; sauce bowl, 5 in., 9% oz. 
capacity; saucer, 534 in.; coffee 
cup, 35 in., 7 1/3 oz. capacity. One 


of each piece comes in mulberry, 
yellow, green, and blue. Kilgore 
Mfg. Co., Plastic Div., Westerville, 
Chio. 


Beater and Measure 


Offered with Pyrex 1-qt. liquid 
measure, the Androck No. 532X 
beater has stainless wings and 
cover specially designed to fit the 
measure. Beater has red wooden 
handles, splash-proof cover, and 
nickel plated metal parts. It is 
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McKINNEY 


MANUFACTURING COMPANY 


1400 Metropolitan St., Pittsburgh 33, Pa. 











Cash in on Spring Repair Jobs 


with a BIG Profit item... 
LANSING 


FARM 
MIXER 


FOR FARM AND LIGHT 
CONSTRUCTION USE 


An ideal mixer for the farmer or 
builder doing small and medium 
sized jobs . . . and an ideal profit 
builder for Spring. 

Mixes 2% cu. ft. of concrete in 1 
minute and can be loaded and 
dum-zed from either side. Rugged 
welded angle iron frame, hard- 
wood skids, and heavy sheet steel 
drum with grey-iron casting bot- 
tom will give long trouble-free 
service, 

Available with either pulley for 
V-Belt drive or tractor power take- 
off. 


ANSING CO. 


4ANCO MATERIAL HANDLING EQUIPMENT, 











Main Office and Factory LANSING, MICHIGAN 


BARROWS, HAND TRUCKS, CARTS, MIXERS, CASTERS SINCE 1881 














STRATAFLO 


yy a 







flexible | 
metal ;} 





All position. Can’t leak. 
For cold or hot water or 
steam. 150 Ibs. pressure. | 
Noiseless. Ask for bulle- 
tin 302. 


—~ and Center-Hole ~ Hydraulic Pullers 
STRATAFLO PRODUCTS, TEMPLETON, KENLY & CO. 
FORT WAYNE, INDIANA 1056 S$. Central Ave., Chicago 44, Illinois 
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MWHAT’S NEW 








available separately or with the 
measure as a set, packaged in a 
colorful display carton. Washburn 
Co., Worcester, Mass. 





Foam Rubber Sponge 


Latex foam rubber synthetic 
sponge, 1 x 5 x 3 in., holds 20 times 
its weight in water and may be 
used wet or dry. When used dry, 
Tuffi cleans suede, hats, venetian 
blinds, polishes silver, or for dust- 
ing, and other uses. Packaged in 
green, clear, and yellow vinyl 
plastic pouches. List price: 59¢. 
Bart-Kinnison Co., 1355 Market 
St., San Francisco 3, Calif. 





Rain Coat and Hood 


Brown vinylite plastic raincoat 
No. 5000 features a special water- 
proof Shelter-Hood that protects 
head and shoulders. When not 
worn hood can fit into one of the 
coat pockets. Coat also has an in- 
side pocket; side pockets are 
patched to keep rain out. Snap 


Ti, 





fasteners on the front. Coats come 
individually boxed in three-color 
carton. Retail: $6.95. Seal-Dn 
Sportswear Co., Rockford, IIl. 
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Covered Cake Dish 


Handy covered cake dish No. 319 
of Polystyrene is designed with a 
high cover and a _ recessed base 
which accommodate a large cake, 





; 
i: 


and features an inset cover that 


controls humidity. Snug fit keeps 
food fresh longer. A flared base 
provides extra stability, and stream- 
flow styling eliminates corners for 
easy cleaning. This addition to the 
line of Burrite Plastic Housewares 
is available in red, green, blue and 
yellow. Price: $2.19. Burrough Mfg. 
Corp., 3831 Verdugo Rd., Los An- 
geles 65, Calif. 





Catcher's Mitt 


New hinge-formed pocket con- 
struction with natural built - in 
break for flexibility is featured in 
the baseball catchers’ mitts in the 
1951 line of -Draper-Maynard ath- 
letic equipment. The mitts also in- 
clude three-in-one finger stall con- 
struction, allowing fingertip control, 
and finger and thumb loops can be 





easily adjusted to the individual 


hand. Draper-Maynard Co., 4861 
Spring Grove Ave., Cincinnati 32, 
Ohio. 

Load Lift 


Aluminum single unit oil tank 
and pump combination is featured 
in the Marforge lightning load-lift. 
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ECONOMY 
FLOOR CIRCULATOR 


An unbeatable value — builds 
store traffic and sales volume! 
All steel constructionand 
balanced aluminum blade. In 
Sunset Tan. 3 speeds. 


BERNS MFG. COR 





7 REVERSIBLE 
, — WINDOW VENTILATOR 


The original reversible ex- 












haust and intake fan!—with 
easy patented reversing 
mechanism for complete 
safety. In 10", 12", 16" and 
20" models. Adjusts to 
every window width. 
Handsome white 
enamel or sunset 
tan finish. 





wall switch. 
controlled 











Flick the wall switch! — 
et, powerful fan starts 
, and Sf0Ops, outer door 
‘-- fs and closes. Outer 
tame will not rust or 
warp fan housing. Pol- 
ished chrome or gleam- 
ing white enamel interior 
grill. All models adjust- 
able to 16" thick walls. 













You can save time 
using Brooks Wire Forms 





Many operations can be done 
faster and better in wire than in 
solid metal. When you have pro- 
duction deadlines to meet, investi- 
gate the use of wire forms in your 
product. Glad to be of technical 
help in setting up specifications. 


_M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


TBROGKS FHGGKS' 








Counter Displays of 
Hycast House Numbers 


Here’s a favorite House Number! Looks 
like cast brass! Costs no more than any 
stamped and embossed number. 


Available in attractive counter display 
cartons that become busy silent salesmen 
for you. 


Write for complete details and prices. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 





5141 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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»«» BOLTS AND NUTS 
become more important ! 





iy HASN’T HAPPENED YET... but you need only to 
read the newspapers to realize that curtailment in 
consumer goods production is just around the corner. 


This means that, (1) your lucrative profit on appli- 
ances will be reduced and, (2) your customers will 
look to you to keep the old household equipment 
in running condition. 


More repair work requires thore bolts, nuts and 
screwsS—so it’s our suggestion that you check up 
on your fastener stocks now and prepare for the 
increased demand later. 

Lamson & Sessions will do everything ppssible to 
see that Lamson jobbers and their retailers are kept 
adequately supplied. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Chicago «+ Birmingham 
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WHAT'S NEW 


The hydraulic fluid is contained in 
the unit above the dual pumps, per- 
mitting it to circulate by gravity. 
Truck is lowered by a right-angle 
flick of the handle. Truck raises 
and lowers with the same lifting 
handle while the operator stands. 
This one-unit pump fits  inter- 
changeably into all standard load- 
lifts and may be purchased as a 
separate unit. 1951 Load-Lift is 
equipped with this new pump and 
self-sealed ball-bearings, greased 
for life, and set in steel, cushion 
rubber or plastic wheels. A double 
ball-bearing fifth wheel allows the 
unit to steer easily with any handle 
position. Market Forge Co., 38 
Garvey St., Everett 49, Mass. 








Electric Corn Popper 


Model C. Popex electric popcorn 
popper is now available with four 
aluminum sof-tone finished indi- 
vidual serving bowls and a five- 


my 





ounce can of Popex popcorn, for 


the price of the popper. Retail: 
$7.95. Popex Inc., Blue Ash, Ohio. 


ST Solders 


Agroup of solders permit the sav- 
ing of 50 pct. or more in the tin 
normally used for solders. The tin- 
conserving solders are basically 
silver tin-lead alloys. 

The addition of a small percent- 
age of silver permits a marked re- 
duction in the tin content, at the 
same time giving a joint at least as 
good as that given by the original 
alloy The same fluxes can be used 
as heretofore. Generally speaking, 
ST solders can be used for every 
purpose where tin-lead solders have 
been used. American Smelting & 
Refining Co., Federated Metals 
Division, 120 Broadway, New York 
City 5. 
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TO HELP YOUW.SELL 


New Displays and Other 
Dealer Sales Helps 








Tack Display 


New four-dozen display carton is 
now available. Cost to the dealer 
for the display unit, complete with 
four dozen packages of thumb 
tacks, any of the three shapes, star, 





round, or rosette, is $3.00. Display 
carton is printed in blue and red 
with bold white lettering through- 
out. Prominently featured is the 
exclusive Tack Lifter, available in 
every package of tacks. Shelton 
Tack Co., Shelton, Conn. 


Hydraulic Bulletin 


A new eight-page bulletin dis- 
cusses applications of hydraulic 
pullers and jacks, and introduces 
Simplex Re-Mo-Trol hydraulic 
pumps and remote-controlled rams. 
Hydraulic 51 illustrates the advan- 
tages of Center-Hole tubular ram 
construction. Specifications of Re- 
Mo-Trol units and all other jacks 
and jennies are included. Temple- 
ton, Kenly & Co., So. Central Ave., 
Chicago 44, III. 


Moving Air Guide 

A 180-page booklet, “How To 
Have Comfort From Moving,” is 
available as a broad general catalog 
of cooling and heating by correct 
circulation of air. For cooling and 
ventilating, circulators, dehumidi- 
fiers, deodorizers, fans, condition- 
ers, ventilators, coolers and blow- 
ers are discussed; and for heating, 
fans, furnaces, heaters, and burn- 
ers. After each item. catalog pages 
from various manufacturers are 
shown for ordering aids. Priee: 
50¢. Torrington Mfg. Co., Tor- 
rington, Conn. 
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aes 


FOR GREENLEE CHISELS 


FINE-CUTTING, DURABLE 


EDGES for long-time, 
accurate performance 
on a wide variety 
of work. The blade 
of every GREENLEE 
Chisel is of 
special-analysis, 
high-grade 

steel . . . expertly 
formed and 

heat treated... 
highly polished. 
And then carefully 
inspected for top 
quality throughout. 


ais 
















HANDSOME, TOUGH 
PLASTIC HANDLES 
that withstand the sever- 
est hammering. 
Attractive green 
transparent plastic... 
weather-resistant ... 
safe from flash fire. 
Special hand-fitting 
design makes it 
extra easy to guide 
and hold blade 
exactly where 
wanted. Just 

the kind of fine tool 
making you can always 
expect from GREENLEE. 











PLASTIC-SEALED 
FOR PROTECTION 
From factory to your 
customers, this 
heavy protective coating 
shields GREENLEE 
blades . . . protects 
them from shipping 
and handling damage, 
seashore and other 
humid conditions. 
Eliminates costly 
stock mainte- 
nance for you 

... keeps your chisel £ 
inventory in perfect BY 
shape...brings “ 
full value to the user. 


When you sell Greener, you 







can be sure you're selling top 
quality always. Write today for 


complete information on 


Greenueze Chisels and these other 
high-quality tools: Auger Bits, 
Expansive Bits, Car Bits, 





Gouges, Draw Knives, Turning 
Tools, Spiral Screw Drivers, 
Automatic Push Drills and many 
more. Ask for 

new Hand Tool Quick 


Reference File. 





TOOLS FOR CRAFTSMEN 


et al 


STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CO., 


1803 HERBERT AVENUE, 


ROCKFORD, ILLINOIS 
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RYERSON 
STEEL in stock 
for HARDWARE 


Some steel products are in 
short supply but our over-all 
stocks are still large and di- 
versified. So contact Ryerson 
when a customer’s order calls 
for steel you don’t carry in 
regular stocks. We’ll gladly 
cooperate closely on any 
steel requirement—any steel 
problem. 

PRINCIPAL PRODUCTS 
Bars © Structurals © Plates * Sheets 
Tubing @ Allegheny Stainless ¢ Alloy 
Steel © Safety Floor Plate © Babbitt 
Solder © Metal Working Tools & 
Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 



























for 


LABELS « STICKERS 


New Catalog BY 


Eighty pages of eye-catching, 

effective label ideas repro- 
duced in one to four colors 
and listed under 128 differ- 
ent classifications. See for 
yourself these distinctly 
different FENT-ONAMEL 
labels, and how you can 
use them profitably in 
yeur business, 
130,000 satisfied 
customers can't be 
wrong. 


WRITE 
TODAY 


FENTON LABEL CO. 


DEPT. 130, 506 RACE ST., PHILA. 6, PA. 






172 





TO HELP YOU SELL 


Color System 


Intermix color system provides 
dealers with 125 colors. The sys- 
tem employs colors selected by color 
authorities as most practical in any 
decorative motif, period of modern 
to blend with furnishings or as 
backgrounds. Suitable for use with 
semi-gloss, gloss or enamel, as well 
as self-priming flats, the system 
reduces color matching failures 
since the quantities come canned 
in required sizes. 20th Century 
Paint & Varnish Corp., 456 Driggs 
Ave., Brooklyn 11, N. Y. 








Linseed Oil Rack 


A new 3 ft. display rack is now 
available with regular purchase of 
Norlin, 100 pct linseed oil. De- 


© | 





signed to rack Norlin in rt., qt. and 
gal. sizes, the merchandiser is pro- 
moted with counter display cards, 
window streamers and point of sale 
pamphlets. Falk & Co., 200 Grian 
Exchange, Minneapolis, Minn. 





Steel and Wire Film 


The Shadow of a Pioneer was 
awarded fourth place honors in the 
Motion Picture category of the an- 
nual Freedoms Foundation awards, 
and the film’s sponsor received the 
gold medal presentation at Free- 
doms Foundation ceremonies in Val- 
ley Forge, Pa. The film runs 22 
min., and is a 16 mm. black and 
white sound story of an American 
enterprise at work. It is available 
free, except for transportation 
costs, for showing to civic groups, 
and social, labor, fraternal, etc., 
organizations. Public Relations 
Dept., Keystone Steel & Wire Co., 
Peoria 7, Ill. 








woop 
JOINERS 


SKOTCH 


A Steady 
Profit Puller 


printed 
or on cards for bin display 


Here's a wood joiner that really 
HOLDS . . . and holds without | SCREENS 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prengs pull wooed together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dade joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 
Semple wood joints that show ms 
of SKOTCH Wood Joiners pilus a new 
counter folder are yours FREE. Ask CHAIRS 
your Jobber or write direct for gen- 


erous supply Dept. HAI. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE. CHICAGO 18, ILL. 


















GRIPS LIKE A VISE 











Buy Savings 
Bonds 


Now 
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Film on Motors 


A 16 mm. black and white sound 
movie which runs 26 minutes, 
Motors on Parade serves two pur- 
poses: to show the importance of 
the electric motor to the home, 
farm, transportation and industry; 
and to show how electric motors are 
made on a mass production scale. 
Parker Fennelly, known as Titus 
Moody in the Fred Allen radio 
show, Allen’s Alley, narrates the 
Delco story while playing the role 
of Old Timer. Represented in the 
parade of motors are fractional 
horsepower washing machine, her- 
metic type refrigeration, and large 
industrial types. Mr. Fennelly fol- 
lows up these points by tracing the 
history of Delco through pictures 
in a company album. Delco Prod- 
wuts Div., General. Motors Corp., 
829 E. First St., Dayton 1, O. 





Tool Catalog 


The 36-page red and black cata- 
log No. H50 presents twist drills, 
reamers, taps, dies, drill and reamer 
sets, and other tools for retail sale. 
The use of each tool is explained. 
A drill selector chart has been de- 
signed to assist customers with 





drilling problems. Standard Tool 
Co., Central Ave., S. E. Cleveland 
4, Ohio. 





Heating Signs 

Two Plastilux, double - faced, 
flourescent outdoor signs are now 
available to Coleman dealers. Large 
sign (illustrated) is 48 x 24x 11% 
in. and is red, white, blue and black, 
carrying the caption, “Coleman 
Automatic Heating For a Better 
Heated Home.” There is room for 
dealers name. Dealer price: $110.00. 
Smaller sign is 36 x 12 x 8 in. in red, 
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Model No. 180 Openhead Sprayer, shown above, 
heads up the NEW and IMPROVED CHAPIN 
line for 1951. Electric seam welding and dome 
top construction give tank-type sprayers pres- 
sure-resistance never before attained. New 
labels and bright red trim on all models make 
a powerful display and sell combination. Write 
today for catalog No. 51. It’s FREE. Shows 
complete Chapin line of compressed air, single 
action and continuous sprayers, and a variety 
of other specialty sprayers and dusters. Delivery 
assurances can be made only on orders received 
in the near future. Look ahead . . . act today! 


cast-iron 


handle 





electric 
seam welding 


R. E. CHAPIN MANUFACTURING WORKS, INC. 


200 Chapin St. 


Batavia, N. Y. 
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Cultivator —1114" long 


=<. 


Transplanter —11 1" long 


—BE 









Trowel—12'44" long 








Fork —1012" long 


Cultivate Sales 











Garden Tools 


UT a full display of Trump 

Garden Tools on your counter 
and watch them sell themselves! 
Trump Tools are made of heavy 18 
gauge steel with smooth hardwood 
handles. Tools are perfectly finished 
in a bright green baked enamel. 
Gardening enthusiasts want Trump 
Garden Tools—so have them handy. 
Packed separately or three tools in 
a neat, attractive box. Order your 
Trump Tools from your wholesaler 
now. To be certain that they are 
genuine, high quality Trumps look 
for the trade mark on the handle. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


PASCAGOULA, MISS. 





whie 


Use this attractive and practical 
Counter Display to stimulate on- 
the-spot sales. Size:9’’x 5’. Avail- 














able through your wholesaler. 
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white and blue. Caption is, ‘“Cole- 
man Automatic Heating.” Dealer 
price: $47.50. Both signs may be 








DEALER 





hung outdoors. For more informa- 
tion on these special deals, contact 
your Coleman distributor. Coleman 
Co., Inc., Wichita, Kans. 


Nylon Fishing Line 

Pocket catalog now available pre- 
sents the facts on Wet Test nylon 
lines and their strength factors 
when wet and dry. This fully 
colored catalog also _ illustrates 
many of the Sunset lines, giving 
colors, uses, and weight tests. Sun- 
set Line and Twine Co., 12 Jeffer- 
son St., Petaluma, Calif. 





Athletic Catalog 


A 1951 spring and summer cata- 
log contains athletic equipment 
products, including the newest in 
baseball gloves and hinged catchers’ 
mitts. The catalog’s 26 pages have 
full descriptions and illustrations, 
and several suggested dealer as- 
sortments are presented. Catalog 
is available with price lists. Draper- 
Maynard Co., 4861 Spring Grove 
Ave., Cincinnati 32, Ohio. 








ONE-PIECE 
&~Z CUP HOOKS 


Smartly Styled! Well-Shaped! 


Keep a good stock on hand—customers buy ‘em 
in dozens for kitchens, closets, curtains, bath- 
rooms! Durable zine alloy in nickel and brass 
finish. Packed one gross to a box. 

Also attractively carded. In gay kitchen col- 
ors—red, biue, green, white; nickel and brass. 
6 on a card. 

Have you an ample stock of GRC Wing 
Nuts? Fast-sellers because GRC’s special facili- 
ties turn them out at a lower price! 


Jobbers: Write today for samples and 
catalog sheets. GRC informative catalog 
sheets show clear prices—c/ear discounts! 


GRIES REPRODUCER CORP. 


789 East 132nd Street, New York 54, N. Y. 




































( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRIN«| 
i it WORKS BETTER. 


STICKS AND STAYS pit 
— 












Most dealers report: (4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 

urham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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Calculator Bulletins 


Two new bulletins describe Rand 
printing calculators. Facts About 
Office Figures, and New Tempo In 
Figure Production With The Print- 
ing Calculator, describe Remington 
Rand printing calculators that 
multiply directly, divide, add, sub- 
tract, and print the proof on the 
tape. Uses to which these 10-key 
electric calculators are put include 
payrolls, computing interest, short 
rate cancellations, chain discount, 
inventory, etc. Copies of bulletins 
AD 536 and AD515 are free. Rem- 
ington Rand Inc., 315 Fourth Ave., 
New York City 10. 


Screw Driver Display 


An orange and black counter dis- | 


play carries 24 J24 Corsair midget 
screw drivers with corrosion resis- 
tant utility clip, for small jobs. The 





blades are of tested hardened and 


tempered tool steel, highly polished | 
Handles | 


and cross-ground to size. 








are of unbreakable and shock-proof | 


Tenite No. 2 transparent plastic 
which will not chip, crack, or ab- 
sorb grease or oils. Great Neck Saw 
Mfrs., Inc., Mineola, N. Y. 





Information Film 


Development behind such fea- | 


tures as Philco balanced beam, elec- | 


tronic built-in television aerial, 
horizontal refrigerator evapora- 
tors, and others are explained in 















the X 6 does the 
dob Better... 


‘Faster ! 


% Handy 6 inch 


extension rule is 
of solid brass, 
has a spring stop 
at drawn position. 


We know that there is a huge, profita- 
ble market for a rule such as the X-6... 
With its convenient slide-rule features it is a 
rule which good workmen will readily see is de- 
signed to perform arduous measuring chores 
easier, faster, more accurately. We also know that 
regardless of the worth of this or any other rule in 
the MASTER line, we must get the story of this worth 
to you, to your dealers, and to your dealer's customers 
before we can consummate a sale ...We propose to spread 
the word through: 


Intensive consumer advertising monthly in the pages 
of the Post, Mechanix Illustrated, Popular Mechanics, and 
nationwide Sunday supplements. 


Trade advertising in Hardware Age, Hardware World, 
New Hardware News, (in Canada) Hardware & Metal © 
and La Prix Courant. 





Nationwide Publicity. Intensive coverage with frequent 
well written publicity is our aim. 


Direct Mail. We will supplement the above by frequent 
mailings to dealers, informing them of future consumer 
advertising plans . . . what rules are to be advertised 

. How they can best tie into our national advertising 
plons. 





It is a good plan... A plan which will create sales . . . if your dealers 


stock the complete MASTER line . . . Show it to them today, demonstrate 
the different rules and their advantages . . Get your dealers to display the 
items we are advertising nationally, so that maximum sales will result . . . 


quickly 
p regu- 
shrink, 









this 744 min, 16 mm narrated docu- 
mentary film. Phileo Advanced De- 


Pee sign shows market research ex- De # tod 

saw or Perts, information transposed to oO © vocey. 

oe drawing board, and development Packed in handy attractive wood grain cartons of six, the X-6 retails for $1.85 
0 My . ° 

> as sections of the engineering depart- each. 


=’ ment. Advances in appliances are 
tty shown. Film is available through 


UMASS TER: 


MASTER RULE MFG., CO. INC. Middletown New York 


ptr tiWOOO AND STEEL TAPE RULES | | : L 
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Phileo distributors to educational 
groups. Philco Corp., Philadel- 
Phia, Pa. 


(Resume reading on page 14) 


jobber. 
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IVE S / 
Quip 


~ Washing ton 
—_ and VIEWS 


Reports on Events Affecting 





HARDWARE 


The Hardware Business 


(Continued from page 10) 


HE Ives quality line of alumi- 
num hardware is non-rusting — 
stronger than iron— unsurpassed in 
the competitively priced field. 
Available in all standard finishes. 


mm 


Aluminum 
Transom Catch 
Universal 
strike. 


Aluminum 

Po Casement Fastener 
with cast-in 

steel rivet for 

longer service. 


ORDER FROM YOUR WHOLESALER . . . TODAY! 


BUILDERS HARDWARE 
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tax bill for at least several months. 

Treasury Secretary Snyder’s be- 
lated recommendation for taxation 
of co-op dividends was termed “a 
feeble gesture in the direction of 
tax equality or the raising of addi- 
tional revenues” by Clarence A. 
Jackson in appearing before the 
Ways and Means Committee for 
the National Tax Equality Associa- 
tion. 

Mr. Snyder recommended taxation 
of co-ops to the extent of about 
$25 million annually, but NTEA 
estimates that the government 
would be at least $1 billion richer 
annually by applying the “tax- 
equality” rule to co-ops. 

“The reason his (Snyder’s) esti- 
mate is so small is that it is found- 
ed on the idea of taxing the cor- 
porate income of cooperatives and 
other mutuals only once and not 
twice, as is the case with their 
fully-taxed competitors,” Mr. Jack- 
son told the committee. 

The Snyder proposal, if carried 
out, would be “a meaningless ges- 
ture” as far as remedying the pres- 
ent unfair competitive situation is 
concerned, Mr. Jackson said. He 
asked the committee to apply “full 
tax justice” to corporations and in- 
dividuals alike. 

Solution of the problem, he told 
the committee, is to pass legislation 
that will tax each dollar earned by 
a cooperative, corporation or mu- 
tual, or other tax-exempt corpora- 
tions, at corporate income tax rates 
and at excess profits tax rates at 
the time it is earned by the cor- 
porate enterprise, and by taxing 
that same dollar a second time when 
it is distributed into the thands of 
individuals. 

“After 38 years of unfair tax 
discrimination in the face of con- 
stantly rising tax burdens, isn’t it 
about time to call a halt to it? The 
President has solemnly promised 
all taxpayers that, when he urged 
passage of increased taxes it was 
to be a fairly-distributed tax bur- 
den imposed on every income- 
producing individual and every 
profit-making corporation. 


OUTLOOK—There’s a better-than- 


even chance that the Senate ma 
vote taxation of co-ops this year, 
but preponderance of farm votes 
on the House Ways and Mean 
Committee probably will defeat 
such a proposal. Democrats ani 
Republicans alike fear retaliation 
from co-op constituents if they 
should vote to raise even the moé- 
est $25 million the Treasury ha; 
suggested as the annual ‘take’ 
from cooperatives. 


NPA Takes Bigger Bite 


Out of Basic Metals 


NPA has issued the expected or- 
ders further restricting use of 
three basic metals (HA, March & 
p. 192). Under M-47 cutting back 
second quarter use of steel for 
manufacture of wide categories of 
consumer durables (List A. M-47), 
NPA expects to save about 1,000- 
000 tons of steel for more essential 
uses. This is just about the quan- 
tity which the NPA currently esti- 
mates will meet expected rated oi: 
ders under the MRO (Reg. 4). Ni 
limitations were imposed on stee 
for replacement parts, the NPA 
feeling that such action should be 
avoided as long as possible. 

Continued tight copper supplies 
have brought out an amended M-12 
reducing the present 80 pct con- 
sumption rate to 75 pct for the sec: 
ond quarter. Producers of bras: 
and copper wire mill products are 
not affected and are permitted to 
continue for the quarter at the 8 
pet rate. Government sources in- 
dicate that copper stockpile buying 
has been slowed down. 

Consumption of aluminum, Ur 
der present limitations, was no 
changed for the second quarter (6% 
pet of base period) by the revised 
M-7 but under the amended M-. 
rated orders are allowed a bigger 
bite by increasing the set-aside: 
for independent fabricators to 11” 
pet—a boost of 5 pct. With some 
new capacity expected to start pre 
ducing about July, NPA currently 
does not anticipate imposing fur 
ther overall aluminum cutbacks. 

(Resume reading on page 11) 
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THIS FLEXISEAL DEAL will create new 
a and build REPEAT BUSINESS 
or you --- 









TWISTOCAULK 
GUN 


y FLEXISEAL 


CARTRIDGES 
TO RETAIL FOR HERE’S YOUR DEAL: 











$ 1 Dozen Twistocaulk Guns cost you $7.84 __ retail at $11.76 

only T a8 2 Dozen Flexiseal Alba White 
e Spouted Cartridges cost you $8.00 __ retail at $12.00 
YOUR MARKUP 50% YOUR PROFIT $7.92 






Each initial sale of 1 gun and 2 cartridges at $1.98 not only gives 
you a good profit—BUT BEST OF ALL, your customers will be back 





AVAILABLE IN 


CANS OR PAILS in bulk for more cartridges. 

for Professional Users 

enaunen eenneenens FLEXISEAL, THE SUPERIOR CAULKING COMPOUND 
for skeleton guns Technical research, continued laboratory development plus constant production control are good 


reasons for FLEXISEAL'S ever-increasing demand. More and more homeowners, contractors, roofers 
and others are insisting on the extreme whiteness, ease of application and tough surface skin — the 
long life and non-staining qualities of waterproof and weatherproof FLEXISEAL Caulking Compound. 


REGULAR CARTRIDGES 
for conventional guns 


COLLAPSIBLE TUBES 


Sor Gecacional-Users Don’t miss out — order from your jobber or write 


FREE DEALER HELPS ON REQUEST LANDEN PUTTY WORKS, Inc. “mass” 











AUTOWASH "3 2898" °" 


YOUR PROFIT $1.39 


with 36" handle 
Retail Price $3.98 
PROFIT $1.48 





THE FOUNTAIN BRUSH WITH 
MORE SALES FEATURES 
AND BETTER CONSTRUCTION 







¢ Rubber Bumper protects automobile finish. 


¢ Aluminum head and handle. 


DEALER PRICES 
Model 840 with 81” handle $2.10 
Model 840L with 36” handle $2.50 


¢ Soft horsehair bristles flare to 4”. 





* Replaceable bristles. 
















e SEE YOUR JOBBER OR RUSH THIS 
Attaches to any garden hose. LAE COUPON WITH 
: FLO: -PAC YOUR ORDER 
¢ Rinses, as it washes, as it scrubs. [rnaannn nana anna gE ee edddeledeeheteten 3 
# FLOUR CITY BRUSH CO. PACIFIC COAST BRUSH CO. + 
: Minneapolis 4, Minn. Dept. 5!! Los Angeles 21, Calif. ; 
SALES AIDS EXTRAS i Please ship..... doz. Model 840, 8%” handle, AUTOWASH 5 
+ brushes. 2 
Attractive counter display Stiff bristles avail- : Mes ship......doz. Model 840L, 36” handle, AUTOWASH : 
My s rushes. 
and newspaper advertis- able for washing ‘ RINE re Seeds? SRA ee Oe « 
ing mats available on re- houses. : ADDRESS oe : ae Renee : 
quest. t Be. a. 3 <03 vin ake pra ese ZONE \STATE. ® 
4 com must accompany order or we ship C.OD. if not rated . 
, in D. & B. . 
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Priority and Price Digest 





News and Interpretations of Government Orders 





How Margin Freeze Applies to Hardware Dealers 








OPS Offers Easy Guide 
For Hardware Stores 


Hardware stores selling any mer- 
chandise in the categories listed in 
Appendix B of the recently an- 
nounced Ceiling Price Regulation 
(See March 8 issue, page 10) are 
required to comply with the regula- 
tion except under certain condi- 
tions, according to an OPS inter- 
pretation obtained by HARDWARE 
AGE. The following interpretation, 
while authoritative, is not to be 
considered a formal ruling. 

How to determine whether or not 
CRP 7 applies to you, is explained 
by a member of OPS Distribution 
Branch this way: 

“Assume that all the items a re- 
tailer sells are poker chips spread 
out on a table. Each chip repre- 
sents a different commodity. Gather 
into one pile, all chips which are in- 
cluded in Appendix B to CPR 7. 
This pile now represents that por- 
tion of your total commodities that 
are covered by the subject regu- 
lation. 

“If, of this pile of chips, more 
than 10 pct of the total dollar vol- 
ume of the pile are sold to indi- 
vidual ultimate consumers, you are 
covered by this regulation. 

“The only exemption is this: If 
you are covered by the regulation 
in accordance with the above inter- 
pretation, but your total annual dol- 
lar volume of the separate pile of 
chips is less than $20,000, you need 
not price under this regulation. 

“If, however, you elect not to 
price under this regulation, you 
must price under the General Ceil- 
ing Price Regulation and you may 
not change your election.” 


20 Pct Steel Cut Back 
Hits Durable Goods 


NPA has ordered a 20 pct cut 
in the use of iron and steel in all 
household appliances, including 
radio and TV sets, furniture, fix- 
tures, autos and other durables, ef- 
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fective in the second quarter of this 
year. The reduction is based on 
average quarterly consumption in 
the first half of 1950. 

The order covers “all household 
type appliances, gas, electric and 
others and their accessories, in- 
cluding but not limited to auto- 
matic food and garbage disposal 
units, carpet sweepers, cooking 
and heating appliances such as 
broilers, coffee percolators, urns 
and makers, portable electric space 
heaters, roasters, stoves, ranges 
and hot plates, toasters, waffle irons 
and sandwich grills. 

Also affected are household re- 
frigerators, home and farm freezers 
with less than 13 cu ft capacity and 
window and console type air-condi- 
tioning units, all games and toys, 
sporting and athletic goods, and 
wheel goods. 

No limitation is placed on the use 
of steel for the manufacture of 
replacement parts. Small business 
manufacturers and assemblers who 
did not use more than 100 tons of 
iron or steel per quarter in the first 
half of 1950 are permitted to use 
an equal amount in the second quar- 
ter of this year. 


Hardware Price Freeze 


Tangle Continues 


The hardware trade is still with- 
out relief from the confusion of 
operating price-wise under the Gen- 
eral Ceiling Price Regulation and 
in some cases, dealers now will also 
have to price under the margin 
freeze, CPR 7. (See page 10). 

However, Washington’s present 
thinking is—and this may change 
—to issue a special margin order 
for hardware. According to re 
ports, such an order would not 
necessarily require a_ laborious 
pricing chart but may simply freeze 
margins at a certain date. 

But look for a margin freeze on 
appliances and one for wholesalers 
before a retail hardware ceiling 
orders comes out of OPS. The lat- 
ter appears still to be weeks off. 

-Meanwhile, the new steel order, 
bringing with it a 20 pct cut back 
in the use of steel for many durable 
goods sold by hardware stores, and 
the rubber limitation order, herald 
the possibility of year-end mer- 
chandise shortages, particularly in 
major appliances, electric house 

(Continued on page 182) 





Questions and Answers 








How to Use a Rating for MRO Supplies 


The following list of questions and answers have been selected from a series issued by 

the National Production Authority as being most applicable to the hardware industry. 

These, it should be noted, are not legal rulings, which will be issued only on specific 
cases, but are for general information only. 





Q—What is the purpose of NPA Regulation 4? 
A—To provide a ready means whereby all business establishments and 
other non-business institutions—large and small—may when neces 
sary use a priority rating to obtain supplies and materials they re 
quire for maintenance, repair, and operating supplies. 


present production facilities? 


Q—How does Regulation 4 accomplish the purpose of maintaining our 


A—It permits all business enterprises, large or small, whether ew 
gaged in retail or wholesale trade or in manufacturing, to use @ 
extendible DO-97 rating to obtain needed maintenance, repair, % 


operating supplies (MRO). 
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hand tools essential in the 
DEFENSE PROGRAM 


and profitable for hardware dealers 


No matter what conditions arise, hand tools of every kind will continue to be vital 
for shop and home mechanics and you will want to maintain complete stocks to 
meet their needs. 












Ready Soon 
NEW 
INDESTRO 
catalog 


In addition to showing all the latest 
tools, from a screwdriver up to a 
” 114-pe. DeLuxe Tool Chest, this New 
ne Catalog features attractive Tool Board 
Deals that mean better profits for you. 


Mechanics know that Indestro offers Extra 
Value in Quality Tools so you only need to RESERVE YOUR FREE CATALOG 
display these colorful boards prominently to get a 






The New Indesiro Tool Catalog 


big response. Tool Board Deals to meet every need: will be off the press soon. It’s 
Punches, Chisels, Screwdrivers, Wrenches and Sockets—in popular crammed full with tools you will 
styles and sizes that are in constant demand...all red hot sellers want for your customers. Make 


sure of getting your copy early 


that bring you a good, quick return on your moderate investment. i sunnevinn th aoe. 


write today to 


INDESTRO MFG. CORP. 
N. Kildare at Schubert Ave., Chicago 39, Illinois 




















©@ No. 802 

Retaino- Latch, one 
hand operation, pin 
tumbler 























e You're wasting your time 





e 
reading this—IF your customers 
~~ have lost all sense of VALUE... 
IF quality workmanship and volume 
ep) prices have lost their appeal 
eee with YOU! But... IF you're still 
doing your best to be a real 
<_. hardware merchant, it’s time to 
see your leading wholesaler and 
the TAYLOR LIGHT LATCH LINE! 


It's backed by 27 years of value— 
leadership! 








Narrow Backset, Small 
case, disc tumbler 














@ No. 800C 
Conventional Case, 
Pin tumbler, ideal 
for replacements 








TAYLOR LOCK CO... . PHILA. 32, PA. 


PADLOCKS e NIGHT LATCHES a KEY BLANKS AND BUILDERS' HARDWARE 
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only JUICE KING has 





Cutting Mechanism 
QUICK—FOOL PROOF! 





Juice 
King 


CAN OPENER 


Sell JUICE KING and you sell 
the most dependable can opener 
made. 


@ Exclusive “ROTO ACTION” cutting 


p le... fool proof. 
@ No extra levers to set. 
@ Finish is enamel and sparkling chrome. 


@ Available in white, red, yellow or all 
chrome. 


@ Knife removable for easy cleaning. 











JUICE KING 
HOME JUICER 
Model JK-35 (illustrated) 

Single stroke action. 
Removable cup. Attrac- 
tively finished enamel 
and chrome. $7.95. 
Other models from $5.95 


NATIONAL DIE CASTING COMPANY 
Touhy Ave. and Lawndale, Chicago 45, Illinois 
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Q—lIs there any limitation on the amount of these supplies a business or 
institution may obtain? 
A—Yes. In general MRO supplies may be obtained only in the same 
dollar amount spent for such supplies during 1950. 





Q—Must MRO quotas be figured on a quarterly basis? 
A—Yes. Businesses, government agencies and institutions simply 
divide the amount they spent for MRO in 1950 by four and that is 
their quarterly quota. 





@—Is a business firm or other institution required to use a DO-97 rating 
to acquire the MRO supplies it needs? 
A—No. MRO may be obtained without using the DO rating. But if 
a person does make use of this rating, then his total acquisition of 
MRO, both rated and unrated, becomes subject to the quarterly limi- 
tations of the Regulation. 
(—May a small businessmen, say the owner of a shoe repair shop or a 
filling station, issue a DO-97 to obtain the supplies he needs to maintain 
his business and equipment in good condition? 


A—Certainly. 


()—What does he have to do to use such a rating? 
A—He merely writes on the order, or on a piece of paper attached to 
it, these words: ““DO-97, Certified under NPA Regulation 4,” and then 
signs his name. 


()—-Suppose the operator of a furniture repair shop needs to get some sand- 
paper and hand tools. May he issue his own DO-97 to obtain these supplies? 


A—Yes. 





(Q—-Suppose a home owner needs to obtain repair parts for some equipment 
in his home. May he also make use of the DO-97 rating? 
A—No. The rating may not be used to obtain materials for personal 
or household use. For example, a farmer may use a rating to obtain 
barbed wire for farm fences but he may not use a rating to obtain 
plumbing supplies for household use. 





(@—Can a worker or mechanic who customarily furnishes his own tools on 
the job use a DO-97 rating to obtain or buy a replacement from his usual 
source of supply ? 


A—Yes. 


Q-——After a DO-97 has been used, what else must be done? 
A—lIf more than $1,000 worth of MRO per quarter is used, the ex- 
pense must be recorded as a charge against the MRO quota, but if 
less than $1.000 of MRO per quarter is used, there need only be a 
record kept of the transaction. 

Q—Does every firm or institution using DO-97’s have to keep records of 

its MRO purchases? 
A—Yes. The NPA requires that all persons using the DO-97 rating 
must keep complete records and preserve them for the duration of 
this Regulation and two years thereafter. 

Q-—-Is there any particular accounting system required in these records? 
A—-No. Any system is satisfactory, provided that it will disclose the 
information needed by NPA for an adequate audit. 





Limit on Rubber Goods dish washing, drying and ironing 


u machines and other houseware 
NPA by amendment to Order accessories were affected. Strictly 
M-2, effective March 15, has issued prohibited is the use of natural 
limitations on the use of rubber .ypber in rubber tile flooring and 
and rubber latex in many house- jn all types of mats and matting. 
hold goods. Some 40 parts used in Also affected by the restrictions are 
refrigerators, freezers, vacuum hose and V-belts, auto tires and 
cleaners, and sweepers, clothes, tubes, plumbing specialties. 
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Put this ingenious 


"COLOR SALESMAN” 
to work on 
your COUNTER 


-and watch it sell 


SAPOLIN 
SPEED ENAMEL 


-one of America’s first and best- 
known quick-drying enamels 


¢ No matter what brand or brands of paint you sell, your 
paint department is not complete unless you stock SAPOLIN 
SPEED ENAMEL, for few paint products are so widely 

known and used. 


SPEED ENAMEL Offers you better-than-average profit and fast, 
money-making turnover. The color-range is complete and 
compact — all up-to-the-minute, wanted colors — not a 
shelf-warmer in the lot! 


Strained through fine silk, SAaPOLIN SPEED ENAMEL produces 
a porcelain-like finish. Dries in four hours—one coat 

covers, Anyone — yes, anyone —can produce a professional 
job... indoors or outdoors . . . with SPEED ENAMEL, for the 
finish shows no brush marks, streaks, laps or specks. 


Would you like to get a share of SPEED ENAMEL profits? 
Would you like to put one of the new Color Selectors to work 
on your counter? You can have one FREE with a perfectly 
balanced stock of SPEED ENAMEL at a modest 
investment. For the details, simply mail the 
coupon at the right. 





MAKERS OF THESE FAMOUS QUALITY PAINTS 


SAPOLIN House Paint  SAPOLIN “Mel-lux” * SAPOLIN Speed Enamel 


SAPOLIN Stone-dri » SAPOLIN Fashion Colors * SAPOLIN Radiator & Range Enamel 
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Uses only 1% sq. ft. of counter space 


© attracts customer's attention 

¢ dials harmonizing colors 

¢ sells 2 cans instead of one—twice the profit 
e saves clerk’s time 


¢ back compartment (see above) handy for 
storing color cards and booklets 





a 60 6 en en a a ee a a a ee a a ee 1 
| SAPOLIN PAINTS, INC., 229 East 42nd St., New York 17, N.Y. i] 
Yes, I'm interested in boosting my profits with Sapolin | 
Speed Enamel. Tell me all about it, including the details | 
about the Color Selector. 


" NAME 
| COMPANY _— 








ADDRESS. 
| CITY. STATE _ - 


scsi sa nav aoe Sane “nae wes “ti alas aid Sea eg adsl iin les Ga al 
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millions 


srisements 


Adve 
Helping 
Sell Bicycles 
Help You Sell 


SReriie” 
COASTER BRAKES 


Yes, millions and millions of Bendix 
advertisements are at work for you 
all during the year—selling bi- 
cycles as well as Bendix* Coaster 
Brakes. And in 1951 there will be 
more publications and more inser- 
tions than ever before. Everyone— 


| 


manufacturers, jobbers and dealers | 


alike agree it’s a great campaign. 
That's why it will pay you in added 
sales and profits to tie up with this 
big advertising program. See that 
the bicycles you sell are Bendix 
equipped and be sure to have an 
ample stock on hand for replace- 
ment business. 


Today’s Bendix Coaster Brake is 
the finest product in our fifty years 
of manufacturing experience and 
today’s advertising the most ag- 
gressive in Bendix history. A great 
business-building combination for 
alert bicycle dealers everywhere. 


*REG. U.S. PAT. OFF. 





ECLIPSE MACHINE DIVISION of 


AviaTion “i 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division 
72 Fifth Avenue, New York 11, N.Y. 
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(Continued from page 178) 
wares, and toys. Further end-use 
restrictions on copper and alumi- 
num are now not deemed necessary 
by NPA, though there are reports 
that an order will be issued limit- 
ing the manufacture of builders’ 
hardware. 


——__~ 


NPA Sets DO Limits On 
Insect Wire Screening 


Under Order M-42, NPA re- 
quires that producers of insect wire 
screening shall not be required to 
accept DO-rated orders for ship- 
ment in any one month in excess 
of 10 pct of their schedule of pro- 
duction of screening in that month. 

Producers are also not required 
to accept DO orders that are re- 
ceived less than 15 days before the 
first day of the month in which 
shipment is required. 

Producers of insect wire screen- 
ing may voluntarily accept DO- 
rated orders in excess of the ceiling 
but they are not required to do so 
unless specifically directed by the 
NPA. In the first quarter of 1951 
NPA estimates the military will 
require 25,000,000 sq ft of this 
screening. 





NPA Halts Aluminum 


Window Production 


NPA has ordered gradual elimi- 
nation of the manufacture of 
aluminum windows and air ducts. 
The agency directed that resi- 
dential-type aluminum windows 
and aluminum ducts used for heat- 
ing, ventilating or air condition 
may be completed up to June 30 if 
their manufacture or assembly is 
begun by April 30. 

Non-residential type aluminum 
windows may be completed up to 
June 30 regardless of when manu- 
facture is commenced, provided 
that orders for them were received 
by the manufacturer prior to 
Feb. 20. 

Manufacturers may not use for 
making windows or ducts in March, 
April, May or June more than 65 
pet of their average monthly use of 
aluminum for the same purposes in 
the first half of 1950. These items 
may not be manufactured or as- 
sembled after June 30. 





Builders’ Hardware Men 


Seek Broader Brass Use 
Representatives of the builders’ 


hardware industry have asked 
NPA to broaden the present pro- 
posed exemptions for brass in the 
manufacture of hardware items 
than has been proposed in a forth- 
coming order. The industry wants 
a greater category of items for 
which brass can be used for es- 
sential and working parts. This 
and other recommendations of the 
committee’s 15 task groups will be 
discussed in a final meeting now 
scheduled for March 27. 

Details of the proposed conserva- 
tion and limitation order were dis- 
cussed by NPA at a meeting, March 
5. Industry spokesmen reported 
then that manufacturers of build- 
ers’ hardware were taking immedi- 
ate steps to standardize production 
in interest of material conserva- 
tion. Individual firms are reducing 
output of product types in varying 
numbers, ranging from a few up 
to 2000 or more, NPA was told. 

Meanwhile, NPA’s_ Builders’ 
Hardware section has moved to 
Room 324, General Accounting 
Office, 5th & F Sts., N.W., Wash- 
ington, D. C. 


NPA Forms Machine Tool 
"Pool Orders’ System 


A “pool order” system for ma- 
chine tools to aid the industry in 
speeding its production of the tools 
that will be needed in direct de- 
fense production has been estab- 
lished by NPA with the issuance 
of Order M-40. At the same time, 
Order M-41 was issued to set up 
a system for regulating the delivery 
of the machine tools that are pro- 
duced under the “pool orders” sys- 
tem to make sure that they are dis- 
tributed where they will be of most 
benefit in the defense program. 
Seventy pct of the machine tools 
produced are to be made available 
to the various branches of the 
armed services or to prime or sub- 
contractors of the armed services. 





Steel Order Amendment 
Raises Limits on Plates 


NPA by amendment to Order 
M-1 regulating the scheduling of 
rated orders for steel, has set the 
limit for acceptance of DO-rated 
orders for carbon and alloy plates 
at 20 pct of average monthly ship- 
ments beginning in May. The per- 
centage ceiling determining pro- 
ducers’ order board reservations 
for May was previously set at 
15 pet. 
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Pennsylvania Wholesalers 


Elect Stauffer President 


Price regulations, man- 
power problems, D. O. orders 
and the supply situation were 
among the topics discussed 
at the 5lst annual spring 
meeting of the Pennsylvania 
Wholesale Hardware & Sup- 
ply Association meeting, 
March 8 and 9, at the Hotel 
Astor, New York City. More 
than 150 members and guests 
attended the cocktail party 
and banquet, Thursday even- 
ing, which was presided over 
by Robert J. Glock, president, 
Swank Hardware Co., Johns- 
town, Pa., retiring president 
of the association. 

At the informal meeting, 
Friday morning, Ray B, Dill- 
man, manager, New York 
district, Remington Arms 
Co., Inc., spoke on the gun 
and ammunition situation. 
Barring complete cessation 
of civilian ammunition pro- 
duction, because of national 
emergency, he said that there 
should be deliveries in each 
quarter of some supplies of 
all categories of civilian am- 
munition. 

Members discussed price 
records, catalogs, manpower 
and other problems in pres- 
ent day wholesale hardware 





Officers of the Pennsylvania Wholesale Hardware 
Association, left to right: J. A. Aulenbach, treasurer; 


operations. The need for up- 
to-date price records, because 
of price regulations, the 
necessity of keeping catalog 
files current and the handling 
of DO ratings were dis- 
cussed. 

John H. Stauffer, Herr & 
Co., Lancaster, was elected 
president succeeding Robert 
J. Block, who became chair- 
man of the executive com- 
mittee. Elmer E. Steinbrunn, 
Pottsville Supply Co., Potts- 
ville, is the new first vice- 
president and Warren J. Gei- 
singer, M. S. Young & Co., 
Allentown, was named second 
vice-president. James Krause, 
Geo. Krause Hardware Co., 
Lebanon, was elected secre- 
tary and J. A. Aulenbach, 
Pottsville Supply Co., Potts- 
ville, was reelected treasurer. 
Members of the executive 
committee are: Mr. Glock, 
chairman; H. C. Hopkins, 
Reilly Bros. & Raub, Lancas- 
ter; Denton L. Wright, P.A. 
& §S. Small Co., York; C. E. 
Moyer, C. Dreisbach’s Sons, 
Lewisburg; John M. Miles, 
Eastern Pennsylvania Supply 
Co., Wilkes-Barre, and C. FE. 
Maloy, H. C. Prutzman Co., 
Altoona. 


& supply 


arren 


J. Giesinger, second vice president; Robert J. Glock, retiring 
president; John Stauffer, new president, and Elmer E. Stein- 
brunn, second vice president. James Krause, new secretary, 
was not present when this picture was taken. 
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Four representatives of the 
New York State Wholesale 
Hardware Jobbers Associa- 
tion were introduced—Harold 
Evans, Thomas H. Bradley, 
Inc., Watertown, N. Y.; 
Sherrill Sherman, Roberts 
Hardware Co., Utica; Frank 
J. Weber, J. M. Warren & 
Co., Troy, and Earl Grenier, 
John E. Larrabee Co., Inc., 
Amsterdam. 





Everedy Gets Rights to 
Tater Baker Trade Name 


The U. S. Patent Office 
has informed the Everedy 
Co., Frederick, Md., that 
trademark registration has 
been granted to Everedy on 
the name “Tater Baker,” ef- 
fective January 2, 1951. This 
registration means that the 
name “Tater Baker” can be 
applied only to Everedy’s 
top-of-stove oven of the same 
name and not to any other 
similar products. 





Move Thermos Salesroom 


The Chicago salesroom of 
The American Thermos Bot- 
tle Co., has been moved to 
new and larger quarters in 
Merchandise Mart. The new 
suite, No. 1171, will serve 
also as headquarters for 
Fred S. Slyder, the Chicago 
representative. 


Eversharp Names Owens 
Shaver Sales Manager 


The appointment of Gerald 
T. Owens as national sales 
manager for the shaving in- 





GERALD T. OWENS 


strument division of Ever- 
sharp, Inc., 170 Elm St, 
Bridgeport, Conn., has been 
announced by Irving A. 
Kathman, vice-president in 
charge of sales. 

Mr. Owens joined Ever- 
sharp in 1938 as territory 
representative, and moved up 
to district manager and 
Southwest regional sales 
manager. Before his most 
recent advancement he had 
been assistant to the vice- 
president. 








New Bremen Discontinues Retail Outlet 
Now Operates as Wholesaler Only 


The New Bremen Hard- 
ware & Supply Co., New 
Bremen, Ohio, has recently 
sold its retail division to 
Western Ohio Hardware Inc., 
a new company composed of 
R. #. Diekmen, L. J. 
Neuman and E. D. Anshans- 
ley, former executives of that 
division. 

For 28 years the company 
has operated both wholesale 
and retail divisions. Harry 
F. Schroeder founded the 
firm in 1922 with a retail 
hardware store, later adding 
wholesale lines to the busi- 


ness. The company has con- 
tinually expanded into the 
wholesale field, and last year 
over 90 pct. of the sales were 
in that field. 

The headquarters building 
in New Bremen will now be 
entirely devoted to wholesale 
display, sales office and ware- 
house area. The Enbee Sup- 
ply Co. stores in Sidney and 
Piqua will continue as wholly 
owned branches of New Bre- 
men Hardware & Supply with 
an exclusively wholesale sales 
policy. 


HARDWARE AGE, MARCH 22, 1951 





AGE 





MARCH 22 





R. A. Len 
of Blacks 


Reginald 
mer vice-p 
eral manas 
stone Co: 
N. Y., was 
succeeding 
late Oscar 
meeting of 
rectors of 
At the sar 
Lawson wa 
of the boar 
Schobeck c 
dent of the 


79 Vete: 
Ma 





Seventy-1 
ployees of 
Hill & Co 
Minneapo 





A replic 
plaque is : 
bers of 25. 
ney-Semple- 
shows liken 
pany's thre 
as B. Janne 
ple and Ho 
verse side o 
graved wit 
name. 


been made 
of the « 
formed 25 
first meetir 
be known : 
ter Centu: 
held its firs 
din the fo 
5 in the 4 
which wa 
Minneapoli 

Each ch 
the club r 


HARDWA 








ARE 





AGE while 


THE 





it’s NEWS 


TRADE wuvuxss 





AGE FOR 


ARCH 22, 1951 





Owens 
iger 

F Gerald 
al sales 
ving in- 





NS 


f 6Ever- 
lm St. 
as been 
ng A. 
lent in 


| Ever- 
erritory 


is most 
he had 


e vice- 


uilding 
now be 
1olesale 
1 ware- 
e Sup- 
ey and 
wholly 
w Bre- 
ly with 
le sales 


, 195k 


R. A. Lenna President 
of Blackstone Corp. 


Reginald A. Lenna, for- 
mer vice-president and gen- 
eral manager of the Black- 
stone Corp., Jamestown, 
N. Y., was elected president, 
succeeding his father, the 
late Oscar A. Lenna, at a 
meeting of the board of di- 
rectors of the corporation. 
At the same meeting, G. A. 
Lawson was named chairman 
of the board, while Arthur E. 
Schobeck continues as presi- 
dent of the Jamestown Mal- 








leable Iron Corp. and as 
executive vice-president of 
the Blackstone Corp. Another 
son, Harry A. Lenna, will 
continue as_ secretary ond 
treasurer. 

Other officers named to 
continue in their posts are: 
John M. Wicht, vice-pres- 
dent in charge of home appli- 
ance division, and Marvin C. 
Wilson as secretary and 
treasurer of the Malleable 
Iron Corm Mr. Lawson will 
continue as vice-president in 
charge of the automotive 
division. 








79 Veteran Employees of Jenney-Semple 
Made Members of Quarter Century Club 


Seventy-nine veteran em- 
ployees of Janney-Semple- 
Hill & Co., wholesalers of 
Minneapolis, Minn., have 





A replica of this bronze 
plaque is awarded to mem- 
bers of 25-year club of Jan- 
ney-Semple-Hill & Co. Plaque 
shows likenesses of the com- 
pany's three founders: Thom- 
as B. Janney, Frank B. Sem- 
ple and Horace M. Hill. Re- 
verse side of the replica is en- 
graved with club member's 
name. 


been made charter members 
of the company’s newly 
formed 25-year club. The 
first meeting of this club, to 
be known as the S&Q Quar- 
ter Century Service Club, 
held its first meeting on Feb. 
din the form of a dinner at 
5 in the form of a dinner 
which was given at the 
Minneapolis Club. 

Each charter member of 
the club received a bronze 


medallion which is a replica 
of a large bronze plaque ex- 
ecuted by the famous sculp- 
tor Junto Juzko. The bronze 
plaque shows likenesses of 
the three founders of the 
business. 

The following is a list of 
the members of the club, 
many of whom are salesmen 
who have been representing 
the company for many years: 
Martin L. Ahlberg, St. Paul; 
Arvid H. Anderson, St. Paul; 
Bernhard T. Anderson, Min- 
neapolis; Henry Baker, Min- 
neapolis; Andrew M. D. 
Bednarezyk, Minneapolis; 
Frank P. Bednarezyk, Min- 
neapolis; Adolphe B. Berge, 
Minneapolis; Leonard E. 

(Continued on page 196) 








Beals, McCarthy & Rogers 
Mark 125th Anniversary 


Beals, McCarthy & Rogers, 
Inc., Buffalo, N. Y., recently 
opened its new steel and in- 
dustrial supply office ware- 
house at 635 South Park 
Ave. & Katherine St., initi- 
ating a three day open house 
and 125th anniversary cele- 
bration. Many customers 
traveled from New York, 
Pennsylvania and Canada as 
guests. 

The company was founded 
by Samuel F. Pratt in a 
hardware store at 220 Main 
St., a year after the Erie 
Canal was completed. In 
1845 the firm expanded to the 
Terrace site which it has 
occupied for more than a cen- 
tury. Last year this location 
was vacated, and B. M. & R. 
moved to the present central- 
ized plant. During its 125 
years of existence, B. M. & 
R. outgrew its quarters eight 
times. 

Those present at the cele- 
bration were conducted on 
tours of the plant area which 
includes 250,000 sq. ft. of of- 
fice and warehouse space in 
the new building and the 
steel warehouse. This new 
building houses more than 
46,000 different items of in- 
dustrial supply. The loading 
docks are truck height and 
merchandise is transported 
between floors by belt con- 
veyors, monorail, chutes and 





J. FREDERICK ROGERS 


an elevator. A modern sys- 
tem of racks and bins facili- 
tates rapid procurement. 

The office and dispatching 
area are both illuminated 
through a louvered type ceil- 
ing. All departments, includ- 
ing the adjoining steel ware- 
house are within instant 
communication of each other. 
Available also are 43,000 sq. 
ft." of parking space, and 
seven loading docks. 

The officers of the company 
are: J. Frederick Rogers, 
president; Eugene F. Mc- 
Carthy, vice-president; Paul 
W. Evans, secretary; and 
Edward K. Hirsch, treasurer. 


Beals, McCarthy & Rogers New Plant 





Beals, McCarthy & Rogers, Inc., Buffalo, N. Y., recently celebrated its 125th anni- 





versary with the opening of a new steel and industrial supply office and warehouse. 
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10,000 Buyers at Toy Fair 
Find Many Lines Allocated 


With a buyer registration 
of nearly 10,000, interest was 
keen and buying active at the 
48th annual American Toy 
Fair in New York City, 
March 5 to 16. Many lines 
and items were sold strictly 
on an allocation basis—with 
manufacturers selling only tu 
established accounts, and in 
quantities determined prior 
to the opening of the Fair. 
The supply situation for 
most types of toys is defi- 
nitely one of scarcity. 

Many orders were placed 
on a shipment when ready 
basis and the level of firm 
orders was exceptionally 
high. In general prices were 
higher than during last 
year’s Toy Fair. A few man- 
ufacturers reported that price 
advances they had made last 
year were voluntarily rolled 
back in response to the re- 
quest of the Economic Sta- 
bilization Agency. Under the 
General Ceiling Price Regu- 
lation prices of most play- 
things were frozen. 

Buyers and officials of 
wholesale and retail hard- 
ware concerns, department 
stores, syndicates and chain 
stores, had in many instances 
made buying trips to perma- 
nent showrooms in New York 
right after last Christmas. 
Many of these early buyers 
returned to the market to 
visit the temporary exhibits 
and make further checks of 
the permanent showrooms. 

The Fair was at permanent 
showrooms at 200 Fifth Ave., 
1107 Broadway and other lo- 
cations and at temporary ex- 
hibits at the Hotel McAlpin 
and Hotel New Yorker, the 
lines of about 1200 manufac- 
turers being shown. Under 
auspices of the Toy Manu- 
facturers of the U.S. A., Inc., 
200 Fifth Ave., New York 
City, the exhibition was di- 
rected by Horatio D. Clark, 
Managing director of the 
association. 

Last year’s estimated $300 
million sales by toy manufac- 
turers—about $600 million 
at the retail level—will not 
likely be equalled this year. 
Association officials and other 
industry leaders are, how- 
ever, making every effort to 
obtain at least a portion of 
the materials that would 
normally be channelled to toy 
production. 
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Summing up the general 
situation on toys, William A. 
Wenner, president, Toy Man- 
ufacturers of the U. S. A., 
Inc., and president, All Metal 
Products Co., Wyandotte, 
Mich., stated, “At this time 
no one knows how many toys 
can be produced in 1951 or of 
what the toys produced will 
be made. All toy manufactur- 
ers who can convert to war 
production have volunteered 
their facilities but very few 
have received defense orders. 
There is no doubt that the 
demand for toys will far ex- 
ceed production in 1951; 
steel, rubber and many types 
of plastics are expected to be 
in short supply; many types 
of cardboard and wood also 
are reported difficult to ob- 
tain.” 

Although there were many 
new ideas in toys, games and 
dolls, cowboy items-—includ- 
ing those sold under fran- 
chise licenses—were particu- 


in demand. Military 


larly 
games, toys, vehicles and 
uniforms were very much in 
evidence, including miniature 
replicas of weapons, vehicles 
and craft new to the public 
since World War II. Some 
manufacturers now engaged 
in making some war ma- 
terials showed samples of 
these items together with 
displays of toys they are 
currently producing. 

Some metal toy makers 
hope to be able to supply as 
high as 50 to 60 pct of last 
year’s volume from stocks of 
toys already made. Some 
wheel goods manufacturers 
showed shortened lines while 
others offered complete lines 
but in restricted quantities. 


Dolls were offered in wide 
variety. Future production of 
dolls will, however, depend 
very largely on the avail- 
ability of connecting hard- 
ware. Stuffed toys were 
shown in good variety al- 
though the supply situation, 
in this category, will depend 
upon future receipts of im- 
ported skins and the avail- 
ability of rayon and cotton 
cloth. 


JAMES E. GALLAGHER 


New Cory Sales Mgr. 
For Eastern Division 


Appointment of James Ed- 
ward Gallagher as eastern 
division sales manager has 
just been announced by J. W. 
Alsdorf, president of Cory 
Corp., 221 N. LaSalle St, 
Chicago 1, Ill. Mr. Gallagher 
will supervise the 14 state 
eastern division territory of 
Cory Corp., which is divided 
into five sales territories. 








Cotter & Co. January Sales Gain 74%; 


Plan Four Consumer Advertising Pieces 


The annual stockholders’ 
meeting and spring merchan- 
dise show of Cotter & Co., 
dealer-owned wholesale 
house, was held recently in 
Chicago and attracted an at- 
tendance of 200 dealers and 
their wives. 

John M. Cotter, president 
and general manager, re- 
ported that the company has 
127 dealer-members and that 
the stockholders have author- 
ized a doubling of the com- 
pany’s capital. 

Mr. Cotter also reported 
that sales volume in January 
of this year was 75 pct ahead 
of a year ago and he pre- 
dicted a continued expansion 
of the company’s operations 
in 1951. 

The merchandise show, 
held in the company’s ware- 
house, was exceptionally well 
attended and featured 125 
manufacturers’ exhibits. 

Merchandising meetings 
held during the two-day 
meeting covered new lines, 
new selling techniques and 
a description of the adver- 
tising program planned for 
1951. This advertising pro- 
gram includes a “Nine-Day 


Event” consumer circular, a 
spring and summer consumer 
catalog, a mid-summer con- 


sumer circular and a toy 
catalog. 

The meeting closed with a 
banquet at the Hotel St. 
Clair, which was addressed 
by W. A. Phair, editor of 
HARDWARE AGE. 


Officers of Cotter & Co. 





Present officers and directors of Cotter & Co. are shown 
in this photograph taken at the recent stockholders’ meeting. 
Sitting, left to right, are John H. DePree, Wm. DePree Co. 
Zeeland, Mich., a director and vice-president; Joseph O'Neill, 
O'Neill Hardware, Lake Forest, Ill., secretary and a director: 
E. C. DeMeritt, DeMeritt Hardware, Hudson, Mich., a direc- 


tor; and L. W. M 


oore, Moore Bros. Hardware, Rochelle, Ill. 


Standing, left to right, are: Marry J. Debo, Debo Hard- 
ware, Peru, Ill., a director; L. W. Goodman, Scott Hardware, 
Anamosa, lowa, a director; Burton Baity, Baity Hardware, 
El Paso, Ill., a director; John M. Cotter, president and gem 


eral manager; 


E. Lanctot, assistant secretar 


y: 
Not present in the photo is W. H. Althoff, Althoff Hard- 


ware, West McHenry, Ill., a director and treasurer. 
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Here is the greatest improvement in circular sawing—since the 
invention of the circular saw. The sensational new PTI Cut 
Control Saw Blade that brings long needed safety and remark- 
able new efficiency to this important power tool. Never before 
has a saw blade been subjected to such gruelling, thorough tests, 
to such careful checking and re-checking by leading laboratories, 
government agencies, universities, industrial concerns and home 
workshops. And never before has a saw blade made such 
astounding zecords in safety and cutting efficiency. 





Nationally Advertised to Millions of Prospects! 
Dramatic, hard-selling full page advertisements are appearing 
regularly in leading national magazines—reaching a ready-made 
market of millions—with the spectacular story of the PTI Safety 
Saw Blade. It is the most aggressive, most consistent advertising 
campaign ever released on a saw blade! 


Write Today for Full Details... 


get the complete story of this sensational new Safety Saw Blade. 
Learn how you, too, can tie-in and cash-in on the fastest selling 
saw blade in America today! 


INCORPORATED 
401 BROADWAY, NEW YORK 13, N. Y. 
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PATENT 
PENDING 


Only the PTI Safety Saw Blade offers these 
exclusive advantages: 


1. Complete safety from kick-backs; 2. Reduced possibility of direct 
injuries; 3. Cuts chips, not sawdust; 4.30% to 40% power saving; 
5. Longer life without sharpening; 6. Smoother cutting; 7. Quieter 
running; 8. Less danger of blade cracking; 9. Made of chrome 
Vanadium Steel; 10. Available with solid tooth or carbide tipped. 


Tested and Approved by Leading Laboratories 


The PTI Cut Control Saw Blade is the first and original blade of this 
type. It was developed by one of the world’s foremost saw manufac- 
turers. It is the first saw blade of this kind tested by the Forest 
Products Laboratories, Madison, Wis., Timber Engineering Company, 
Washington, D. C., the University of Zurich, Switzerland, and other 
testing laboratories with favorable reports issued in every instance. 











Eliminates Danger from Circular Sawing 
Cuts Better... Saves Power 


lat aati isaac intitle tenes 1 
: INCORPORATED HAs | 
: 401 Broadway : 
1 New York 13, N. Y. 1 
1 | 
: Gentlemen: I'm very much interested in selling the PTI Safety ; 
1 Saw Blade. Please send me full particulars. i 
: ! 
1 

1 Name . —— 1 
I 1 
' Address ‘i 
City Zone State 
SS a 3 
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POWER MOWERS and LAWN SWEEPERS 
NEW MECHANICAL CLUTCH 


Amazing new clutch control. Mower operates simply by raising or lowering 
the handle stops of its own accord when operator lets go of handle. Clutch 
can also be locked permanently engaged for continuous operation. Throttle 
control for various speeds is conveniently located near the handle grips 
Powered by nationally known, 4-cycle air-cooled gas engine. 


—. . FOLD AWAY LAWN SWEEPER 


*\ Extra large 6% bushel heavy canvas basket. . . unloads quickly 
and easily without clogging brushes. Picks up leaves, acorns, 
grass clippings, etc. 24” brush is adjustable, and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper. Comes completely assembled. Folds eae s 


( ee ) flat against wall for easy compact storage. Lf 
ROTARY POWER MOWER 





Extremely maneuverable well guarded. Air foil shaped 
blade gives smooth 19” cut to fine lawns. All steel frame 
with removeable blade guard to cut high grass and 
weeds. Cutting blade of tempered tool steel. Large 
ball bearing wheels. Powered by nationally known 
4-cycle air-cooled 2HP gas engine. For easy 
Storage handle swings to upright position. 
Also, new HOMKO Trimmer type Rotary 
Power Mowers. 


demand dependable HOMKO 
.»» TRULY A QUALITY PRODUCT 








tty 7y 


NATIONALLY 
ADVERTISED 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


A LEADER IN THE LAWN MOWER FIELD 


2725 SECOND AVENUE DES MOINES 13, |OWA 





Maytag Company Elects 
R. E. Vance, Secretary 


Robert E. Vance, assis- 
tant to president Fred May- 
tag since 1942, has been 





ROBERT E. VANCE 


elected secretary of The May- 
tag Co., Newton, Iowa, suc- 
ceeding the late W. I. Sparks. 

Frederick W. Hubbell of 
Des Moines, president of the 
Equitable Life Insurance Co. 
of Iowa, was elected to the 
company board of directors 
to fill the vacancy on the 
board left by the death of 
Mr. Sparks, and Murray B. 
Nelson, general attorney for 


the company, was named as- 
sistant secretary, a title also 
held by E. L. Nelson. 

Mr. Vance started with 
the company in 1926, as a 
retail salesman in Mon- 
mouth, Ill. He went into the 
factory office in November, 
1928, as secretary to W. A. 
Smith, factory manager, 
leaving in 1929, to accept a 
position as teller at the Jas. 
per County Savings Bank. 
He became financial secre- 
tary to the late E. H. May- 
tag in September, 1936, and 
served in that capacity until 
Mr. Maytag’s death, July 20, 
1940. Later he was secre. 
tary to the executors of the 
E. H. Maytag estate. 

Mr. Vance again became 
affiliated with the company 
as assistant to the president 
in 1942. Mr. Nelson has 
been associated with May- 
tag since 1937. 


Western Summer Mart 
San Francisco In July 


Western Summer Market 
will be held at 1355 Market 
St., Western Merchandise 
Mart, San Francisco, July 
16-20, according to an an- 
nouncement by Frank K. 
Runyan, Mart president. 











lowa Hardware Association Meets 











At the 53rd annual convention of the lowa Retail Hardware 
Association, Feb. 6-9 at Des Moines, Iowa, are shown, leit to 
right: Arnold L. Johnson, Fort Dodge, newly elected vice 
president; R. B. Swanson, Odebolt, new president, and Philip 


R. Jacobson, Mason City, secretary manager. Other new 
officers elected by the association include the following direc 
tors: Mr. Johnson, Raymond A. Bloedel, Malvern, Lloyd D. 
Reinbrecht, West Branch, H. H. Lindeman, Aplington, and 
George DeReuyter, Sioux Center (newly elected). The ad- 
visory board is composed of James E. Tull, Eldora, retiring 
president, G. W. Aspinwall, Hawkeye, and Stanley Shupe 
Clarion. Hobart Thomas, Creston, is associate director. 

Resolutions adopted by the convention urged reduction in 
non-defense spending, taxation of cooperatives and favore 
price control in accordance with established good business 
practices. 
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city until Shown at the concluding business session of the 57th annual © ) 
1, July 20, convention of the Ohio Hardware Association, Feb. 13-15 | @ 
vas secre- in Cleveland, are newly elected officers, left to right: M. O. + 
ors of the Gregory, Gregory Hdwe., Granville, retiring president and oa 
te. new member of the board of trustees; John B. Conklin, Colum- s » 
i tensile bus, Ohio, secretary-treasurer; Eldon R. Fruth, Fruth Hdwe., oo 
Fostoria, vice-president; and F. H. McMillen, Hilliards, newly | @ 
company elected president. The board of trustees in addition to Mr. a e 
president Gregory consists of Ralph Gibbs, Gibbs Hdwe., Sabina; 
elson has Thomas Rea, Potter Hdwe., Cambridge; and Robert Horn, & s 
rith May- Horn Hdwe., Toledo, all newly elected who will serve with 
hold-over trustees, John De Weese, Delphis; H. C. Hurlburt, & ® 
Salem; D. M. Winans, Marietta; Carl E. Fitzgibbon, Cleveland, *% 
and H. G. Houk, Carey. In resolutions adopted by the 
members, price controls in accordance with established busi- | @ J 
r Mart ness practices were asked; cutting of non-essential federal 
| July expenditures and the need for tax quality were also urged. 2 
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seo, July As Perfection Head also designed and built the 
O an an- L. S. Chadwick, since 1922 Great Chadwick six motor 
"rank K. president and chairman of car. 
ident. the board of Perfection Stove Mr. Chadwick, 76, widened 
Co., 7609 Platt Ave., Cleve- Perfection into gas and elec- MULTIPLY YOUR SALES WITH THESE VERSATILE 
land 4, Ohio, has announced tric range manufacturers, 
his retirement to the board, after 61 years of making ‘ oO ¥ 
ts effective March 13th. products principally in the Dd Lex 


Mr. Chadwick joined Per- ojl-burning field. 
fection, then Cleveland Foun- 
dry Co., as a consulting engi- 








THE HORTON BRISTOL MFG. CO 





neer in 1912, and was elected 
to the board of directors in 
1917. He became president 
five years later. 

Before joining Perfection, 
Mr. Chadwick headed his 
own company, the Chadwick 
Engineering Works, in Phil- 
adelphia, Penna., and had 
been superintendent of the 
Searchmont Motor Co. and 





Flushing Plant Opened 
By Grant Pulley 


A new plant has recently 
been opened in Flushing by 
Grant Pulley & Hardware 
Co., 3185 Whitestone Pkwy., 
Flushing. A manufacturing 
unit of 30,000 sq. ft., 25,000 
sq. ft. are used only for pro- 
duction. The plant is built so 
that all materials from re- 
ceiving department to ship- 
ping department are handled 
along a straight line system 
for maximym efficiency. The 
company’s employees have 








TELESCOPIC RODS 


Think of a single fishing rod so versatile 
your customers can use it for bait casting, 
fly casting, trolling or still fishing. A rod 
they can lengthen or shorten at will to suit 
fishing conditions. A rod they can telescope 
to a size for easy carrying in car, boat or 


suitcase. Well, such a rod is the famous ~ 


BRISTOL Telescopic, originated and made 
world-popular by BRISTOL. Small wonder 
these ‘‘All-Purpose”’ rods sell so fast wher- 
ever they are on display. BRISTOL Tele- 
scopics come in 10 different choices . . . 





Hardware trebled in the past year to a Hexagonal and Round ... with prices rang- 
cad ges total of 225. ing from $3.00 to $11.95 (tax included). 
od Oo Colorado Fuel & Iron HEXAGONAL TELESCOPIC ROD NO. 3 
ing direc: Moves N. Y. Office This beautiful rod 9’ in length when fully 
Lloyd D. Effecti March 12. 1951 extended has four joints. Big feature is the 
a Th a th wee cas “oe ’ f th ’ adjustable positive joint lock (patented). 

re ne e executive offices of the This locks joints at any desired length and 
i "Shu . Colorado Fuel and Iron Corp. always in perfect guide alignment. 
, oe and the New York sales offi- 
eas in ces of the Wickwire Spencer Nationally advertised by 
1 favore Steel Division will be re- The Horton Bristol Manufacturing Co. 
business located at 575 Madison Ave., Bristol, Conn. 

L. 8. CHADWICK New York 22, N. Y. + « « Originators of the steel fishing rod 
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Conference of Western Wholesalers Views 
1951 Business Prospects as Bright 


The consensus of opinion 
among wholesalers, meeting 
for the 4th annual Confer- 
ence of the Rocky Mountain 
Association of Distributors 
in Colorado Springs, was 
that in their area prospects 
for business in 1951 are es- 
sentially bright. 

Speaking of the Rocky 
Mountain area served out of 
Denver, J. R. Foss, of M. L. 
Foss & Co., Inc., stated that 
business prospects in that 
territory are basically good, 
apparently for several years 
to come. Mining output is 
picking up even without sub- 
sidies while, on the other 
hand, drought in some parts 
of the area has cut down 
agricultural prospects to 
some degree. Labor is tight 
and the continuing indefinite- 
ness of defense orders is 
effecting some businesses 
which are apparently mark- 
ing time waiting for war 
orders. Overall, there is the 
prospect of a high level of 
business for 1951. 

Speaking for the South- 
west, West Texas, New Mex- 
ico, Arizona, Gus Momsen, 
Momsen-Dunnegan-Ryan Co., 
El Paso, forecast good busi- 
ness in 1951 with a volume 
possibly better than 1950. 
He mentioned particularly 
the possibilities of export 
business to Mexico as likely 
to contribute quite definitely 
to the total sales volume done 
by distributors in the South- 
west region. 

E. C. Kieswetter, president, 


W. A. L. Thompson Hdwe. 
Co., Topeka, Kan., speaking 
of the Missouri Valley, com- 
mented that wholesalers and 
dealers there depend largely 
on farm income for their 
sales volume. Sales, which 
were down during the first 
half of 1950, picked up very 
largely in the second half so 
that sales for the year were 
substantially ahead of the 
year preceding. Sales in 1951 
started off in the Missouri 
Valley at a very high level 
with retailers buying in sub- 
stantial volume and, at the 
time of his comments, with 
no clear indication as_ to 
whether the volume was 
based on sales or primarily 
for inventory accumulation. 
Depending on the vagaries 
of the weather, which would 
of course affect crops, pros- 
pects in the Missouri Valley 
are for a continued high 
level of farm income and 
therefore of wholesale and 
retail business if merchan- 
dise continues to be available 
in quantity. 

Speaking of the Inter- 
mountain area, H. C. Kim- 
ball, of Z.C.M.I., Salt Lake 
City, Utah, stated that the 
Utah-Idaho area will need a 
great deal of merchandise in 
1951, much of it supported 
by ratings since there is in 
prospect much business com- 
ing more or less directly 
from military requirements. 
He called attention to heavy 
investment of capital in Utah 
for various projects such as 


expansion of power company, 
the development of oil, cop- 
per, steel industries. 

Officers of the Associa- 
tion are: J. H. Singleton, 
president; J. R. Foss, vice- 
president; J. H. Johnson, 
treasurer; and A. M. Hayes, 
secretary. Directors are: 
Alva B. Adams, Clyde H. 
Biggs, J. R. Foss, W. E. Geer, 
William Goldberg, T. Hascal, 
Carl Heimlich, A. H. Kiddo, 
J. D. Nicholson, Earl Silver, 
J. H. Singleton and W. G. 
Tripp. 





J. G. Geddes Elected 
H. K. Porter President 
James G. Geddes, formerly 


executive vice-president, has 
been elected president of H. 





JAMES G. GEDDES 


K. Porter, Inc., of Somer- 
ville, Mass. Mr. Geddes suc- 
ceeds Henry W. Porter, who 
recently passed away. 








Illinois Association Elects Officers 











Elected at the recent annual convention of the Illinois Retail Hardware Assn., Jan. 30- 
Feb. |, at Springfield, Ill., are, left to right, W. S. Sweetnam, Sweetnam’s Hardware, 
Peoria, president; Stanley Prevo, Prevo Brothers, Watseka, vice-president; Joe O'Neill, 
O'Neill Hdwe., Lake Forest, director; W. S. Watson, W. S. Watson Hdwe. Co., Golconda, 
director; and R. I. Jones, Jones Hdwe. Co., Plainfield, director. William F. Ewert, Chicago, 
is managing director. 
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Ferguson Picks Manager 
of Dealer Training 


J. L. Hooker has been ap- 
pointed manager of the edu- 
cation department of Harry 
Ferguson, Inc., Detroit farm 


J. L. HOOKER 


equipment company, accord- 
ing to an announcement by 
Curry W. Stoup, general 
sales manager of the com- 
pany. Mr. Hooker will direct 
the company’s nation-wide 
product training for dealers 
and salesmen, supervising 
schools and the production 
of literature for the program. 
He will have charge of the 
fundamental sales training 
program. Mr. Hooker has 
been with the Ferguson or- 
ganization since 1946 and has 
held positions as_ regional 
sales manager for the east- 
ern region, and manager of 
the Michigan branch. 





Campbell Heads 
Symphony Group 

Wallace H. Campbell, pres- 
ident of Campbell Hardware 
& Supply Co., Seattle, Wash., 
wholesaler, was elected pres- 
ident of the Seattle Sym- 
phony Orchestra, Inc., in 
February. Mr. Campbell has 
been active in symphony 
affairs during the past sev- 
eral years as a member of 
the board. 





Display Meeting Planned 


A two-day exhibit and 
symposium of window and 
store displays will be held 
April 3rd and 4th at the 
Waldorf Astoria Hotel, New 
York, at the annual meeting 
of the Point of Purchase Ad- 
vertising Institute. The ex- 
hibits will include the new- 
est products of 53 of the na- 
tion’s leading designers and 
manufacturers of displays. 
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“Aw shucks, he has snow melting” 
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Steel pipe is first choice der snow naline 


A boy, a dog and a snow shovel are an irresistible combination for 
loosening heartstrings as well as purse-strings! The first snow brings 
the tinkling of the doorbell and the piping query, ‘‘Want your snow 
shoveled, mister?’’ Often a shy companion lurks just out of vision, 
hoping to share this first youthful adventure in capitalism. 

But even so time honored a money making opportunity must some 
day yield to the march of progress! 

More and more, home owners are installing the ultimate snow- 
removal facilities . . . hot water circulatory systems embedded in the 
concrete sidewalks, driveways and service areas of their properties. 

Steel Pipe is first choice, by far, for such installations . . . because oe ii yea spam 
Steel Pipe has all the desirable qualities of formability, weldability, asl iilianin ae allt Ghteds 


durability, and economy required for successful snow melting systems. with a steel pipe snow melt- 
ing installation. 










Have you seen the new 48-page color booklet, "Radiant Panel Heating with Steel Pipe’’? 
Write for your free copy now. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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W. Proffitt Kansas City 
Housewares President 


William E. Proffitt of the 
Davis Paint Co. was elected 
president of the Kansas City 





W. E. PROFFITT 


Housewares Club for the 
year 1951. Other officers 
elected were as follows: first 
vice-president, Hal E. Reed, 
manufacturers’ representa- 
tive; second vice-president, 
Frank Hruska, Townley 
Metal & Hardware Co.; sec- 
retary, Walter C. Rein, man- 
ufacturers’ representative; 
treasurer, Bert J. Clark, 
manufacturers’ representa- 
tive. 

The following members 
were elected to the board of 
directors: Robert P. Ingram, 
manufacturers’ representa- 
tive; Roy E. Nelson, Western 
Auto Supply Co.; Elmer 
Dvorak, Rival Mfg. Co.; C. P. 
Haas, General Electric Sup- 
ply Corp.; Dorothy Pellet, 
Emery Bird Thayer Co.; Roy 
Busdiecker, Katz Drug Co.; 
L. S. Gershon, manufactur- 
ers’ representative; Robert 
Janda, Graybar Electric Co. 

First on the program of 
the year’s activities was an 
organized trip to Chicago to 
the National Housewares 
Show. Most of the members 
attending this show went in 
a group via railroad in a spe- 
cial car. 





Worthington Acquires 
Wintroath Pumps Inc. 


H. C. Ramsey, president of 
Worthington Pump & Ma- 
chinery Corp., Harrison, 
N. J., announced the acquisi- 
tion of Wintroath Pumps, 
Inc., of Alhambra, Cal., and 
stated that the Wintroath 
company will operate as a 
wholly owned subsidiary of 
Worthington, continuing un- 


192 


der present management with 
Boyd Kern remaining as 
president. Organized in 1929, 
Wintroath has become a lead- 
ing manufacturer of vertical 
turbine well pumps, a type 
used extensively in irrigation 
projects. ‘ 





Telechron Clock Division 
Promotes Five Salesmen 


The promotion of five sales- 
men to the status of district 
manager was announced by 
M. J. Dunn, field sales man- 
ager, clock division, of Tele- 
chron, Inc., Ashland, Mass. 

G. H. Neilson, T. M. 
Sparks, Jr., and E. J. Keefe, 
who have served in sales ca- 
pacities in Syracuse, Pitts- 
burgh and Kansas City, re- 
spectively, have become dis- 
trict managers in those areas. 
A new district office has been 
opened in Syracuse at Room 
317 State Tower Bldg. 

C. J. Fabso, formerly a 
salesman in the New York 
office, has been appointed 
district manager in charge 
of the newly opened Cincin- 
nati Telechron clock:sales of- 
fice at 416 Schmidt Bldg., 431 
Main St. 

H. J. Murphy, Jr., for- 
merly salesman in the Min- 


neapolis area, has been ap- 
pointed district manager at 
St. Louis. 

H. D. Stanton, formerly 
district manager at Cleve- 
land, is now district manager 
in the newly opened Detroit 
office at Room 500, 600 Wood- 
ward Ave. 

J. F. Tigue, formerly in 
St. Louis, has been trans- 
ferred to the Chicago office. 
M. K. Simpson, formerly 
salesman in the Chicago ter- 
ritory, has been transferred 
to Philadelphia. J. T. Casey, 
Jr., has joined the Telechron, 
Inc., clock division in Los 
Angeles, 


Hamberg with 
Plasti-Kote 


Samuel Hamberg has re- 
joined Plasti- Kote, Ince., 
Cleveland, Ohio, as general 
manager, after a year’s ab- 
sence due to illness. 





New Brush Executive 


At the recent annual meet- 
ing of United Brush Manu- 
factories, 116 Wooster St., 
New York City 12, R. B. 
Heine was elected vice-presi- 
dent. Mr. Heine has been 
connected with the company 
for more than 27 years. 


Sales Managers Named 
By Boyle-Midway, Inc. 


Delmar Stidham and J. H. 
Moore have been appointed 
division sales managers of 





DELMAR STIDHAM 


Boyle-Midway, Inc., 22 E. 40 
St., New York City, in Okla- 
homa and California respec- 
tively. 





G.E. Advances Gibson 


Robert C. Gibson has been 
appointed New York district 
representative for General 
Electric Co., Bridgeport 2, 
Conn., heating devices and 
fans. 
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Charles Parton, representative of D. P. Harris Hardware & Manufacturing Co., Inc., 99 
Chambers St., New York City, was recently interviewed by Jimmy Powers, Tv sportscaster. 
Mr. Parton*showed a collection of Rollfast bicycles ranging from a two-wheeler of the 
gay nineties era to the modern Hopalong Cassidy bicycle. Shown are: Jimmy Powers, 
left, and Charles Parton. 
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SHURLOK GLASS KNOB BEDROOM OR 
BATHROOM SET...a “smart looking” mem- 
ber of the new ShurLok line featuring 
sparkling beauty, lifetime quality, econo- 
my and sensational new style construction. 


TEGCO GLASS KNOBS ALWAYS 
WAKE A BETTER IMPRESSION! 
&. 


e ‘ 






The Major’s obsession was to make an impression, 
With his etchings and tales of yore, 

But his best impression was made by the possession, 
Of a TEGCO GLASS KNOB on his door. 


WRITE FOR COMPLETE NEW LITERATURE AND NAME OF NEAREST JOBBER 


TECHNICAL GLASS COMPANY, INC. 


2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA 


TEGCO TUBULAR GLASS 
KNOB SET feotures unex 

celled “Sales-Appeal,” 
quality and distinction... 
The world’- largest selling 
knob style 


Quality 





Since 1920 
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Rubberset Co. Names Brush 
Sales and Division Heads 


Three executive appoint- 
ments have recently been an- 
nounced by Walter R. Dag- 
gatt, vice president in charge 





DAVID T. BARRY 


of sales at Rubberset Co., 
Newark, N. J. David T. 
Barry and James F. Smith 
have been named paint brush 
sales managers and Stanley 
H. Britten was chosen East- 
ern division manager. 

Mr. Barry joined Rubber- 
set in 1946, and in 1949 was 
named assistant sales man- 
ager. He will now direct all 
phases of marketing and pro- 
motion of regular line paint 
brushes and roller products. 

Mr. Smith started in 1930 
as office manager and later 


became assistant to the gen- 
eral sales manager, continu- 
ing in this capacity until 
1947 when he was promoted 





STANLEY H. BRITTEN 


to eastern division manager. 
Mr. Smith will be in charge 


of all special and private 
label business. 
Mr. Britten, succeeding 


Mr. Smith as eastern division 
manager, was formerly a sec- 
tion manager of a New York 
department store, and has 
worked in the credits and col- 
lection field. Since he joined 
the company in 1943, he has 
been one of its top sales rep- 
resentatives. He will super- 
vise the operations of the 11 
eastern territories. 








NPA-OPS Speakers on Palm Beach Program; 
Also Special Sporting Goods Session ' 


Joint sessions of the an- 
nual convention of the South- 
ern Wholesale Hardware As- 
sociation, meeting with the 
semi-annual convention of 
the American Hardware 
Manufacturers Association, 
April 8-12, at the Biltmore 
Hotel, Palm Beach, Fla., will 
feature among its speakers, 
H. B. McCoy, assistant NPA 
administrator, as well as a 
ranking OPS representative, 

Mr. McCoy will talk on 
“Controlling Materials for 
the Defense Program,” while 
the OPS official will discuss 
the Government’s control and 
stabilization program, with 
particular reference to hard- 
ware. Also at these sessions 
will be Brig. Gen. Frank L. 
Howley, formerly director of 
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the U. S. Military Govern- 
ment in Berlin, speaking on 
“America’s Fight Against 
Communism,” and Charles R. 
Hook, Chairman of the 
Board, Armco Steel Corp., 
who will speak on “Steel for 
Hardware and Defense.” 
The wholesalers will meet 
on Monday, April 9, for 
morning and afternoon ses- 
sions devoted entirely to 
sporting goods. Among the 
subjects to be discussed are 
“Promoting Sporting Goods 
Distribution Through The 
Wholesaler,” for which a 
panel consisting of a manu- 
facturer, a manufacturers’ 
representative and a whole- 
saler has_ been _ selected; 
“Sporting Goods Business in 
a War-Time Economy,” by 


G. Marvin Shutt, executive 
secretary, National Sporting 
Goods Association, and open 
discussions on “Results of 
Special Emphasis on Sport- 
ing Goods”; “As The Man- 
ufacturers See It,” comments 
by manufacturers on prob- 
lems of supply and demand; 
“Compensation of Sporting 
Goods Salesmen,” and “Help- 
ing Retailers Increase Their 
Sporting Goods Business.” 

The wholesalers will also 
have separate open sessions 
on the mornings of April 11 
and 12, which will be fol- 
lowed by the joint manufac- 
turer-wholesaler meetings. 
The Southern Association 
will hold its executive session 
on the concluding day of the 
convention, April 12. 

This year, for the first time 
at a hardware convention, 
registration will begin on the 
Saturday preceding the open- 
ing of the convention, in this 
instance, April 7. This reg- 
istration, which will begin at 
10 a.m. and continue until 
4 p.m., will be limited strictly 
to those who sent in advance 
registrations on or _ before 
March 21. Registration will 
be continued on Sunday, be- 
ginning at 10 a.m. and will 
be limited to members and 
manufacturers’ agents. 


Brand Names Elects 
New Vice-President 


Nathan Keats was elected 
to the newly-created position 
of vice president of Brand 
Names Foundation, Inc., 119 
W. 57th St., New York City 
19, at a meeting of that or- 
ganization’s board of direc- 





NATHAN KEATS 


tors, held at the Blackstone 
Hotel, Chicago. 

Mr. Keats joined Brand 
Names Foundation in 1947 as 
manager of news services. 
For the past two years he 
has directed its entire pub- 
licity and promotional pro- 
gram. 








Schoellkopf Rewards 60 Years of Service 





Sixty years of service were rewarded by the Schoellkopf 
Co., Dallas, Texas, wholesaler, with the presentation of a 
gold pin to G. A. Nettleton (left). The presentation was made 
by Hugo W. Schoellkopf (right), president of the company. 
Mr. Nettleton joined Schoellkopf at the age of 13 as an 
office boy, promoted to stenographer book-keeper, and was 
elected secretary-treasurer and director a number of years 


ago. 
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| Ls 4g WOOD-GRAIN VENEER 
~~ lps |N TRANSFER FORM! 


Brand 


m9 


| 1947 as 

services. Here’s something really new in finishing... 

ears he WOOD-GRAIN TRANSFERS that trans- 

we et form ordinary surfaces into beautiful rich 
wood grains! 

—meees TRANSVENEER transforms old furniture 

vice TRANSVENEER PLASTIC into new. It’s ideal for finishing unfinished 


furniture. TRANSVENEER is the perfect 
finishing answer for the home craftsman. 
He can now build with inexpensive mate- 
rials, yet have the finished piece look like 
the most expensive wood, simply by cover- 
ing it with TRANSVENEER. 

Anyone can apply TRANSVENEER right 
at home. It is durable, heat resistant, and 
can be waxed and polished. TRANSVE- 
NEER comes in’ sheets which are applied 
as easily as a decal. All materials for appli- 
cation come in a Kit, which also serves as a 
counter display piece. 


VENEER selections include: 
Prima Vera, Limed Oak, 
Riff Cut Oak, African Ma- 
hogany, Quartered Pencil 
Stripe, Ribbon Walnut, 
French Walnut, Cowhide 
Leather, and two Marbles. 
Many other patterns avail- 
able on special order. 
TRANSVENEER covers 
practically any smooth sur- 
face: Wood, metal, glass, 
plastic, composition board, 
plaster. 


Be the first in your community to sell Transveneer! 









WRITE OR TRANSVENEER is the hottest new finishing product in years. It fills a 

WIRE real need and has a great future. You will profit most if you start selling 

for full dealer TRANSVENEER NOW! Write today. We will rush you full dealer information. 
information. 
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ERIE » PENNSYLVANIA 








For more than 50 years Griffin 
hinges have been known fer their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware. . 


quality produced by 


1B 
Bi Svery DOOR NEEDS THREE! 


~( sRIFFIN- 


anufacturing Company 





SALES OFFICES 
45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, Illinois 
9344 Woodward Avenue, Detroit, Michigan 
115 Broad Street, Boston, Massachusetts 


1355 Market Street, San Franciseo 3, California 


917 St. Charles Avenue, Atlanta, Georgia 
3082 North Harwood, Dallas, Texas 
4524 East 60th Street. Seattle, Washington 


785 North President Street, Jackson 6, Mississippi 


4638 Nichols Parkway, Kansas City, Missouri 


2611 Garrison Bivd., Baltimore 16, Maryland 


1620 Garfield Street, Denver 6, Colorado 











JOHN T. MONAHAN 


American Optical Names 

Asst. Sales Manager 
John T. Monahan has been 

appointed assistant sales 


manager of the safety prod- 
ucts division, American Op- 


tical Co., Southbridge, Mass., 
according to an announce- 
ment by C. H. Gallaway, 
sales manager of the divi- 
sion. 

Mr. Monahan joined the 
concern as a development en- 
gineer in 1943 and worked on 
the development of respira- 
tors. In 1946 he was trans- 
ferred to the safety sales di- 
vision, becoming manager of 
respirator and __ specialty 
sales in 1948. 


a 


X Club Meets April 10 


The X Club will hold its 
luncheon meeting, Tuesday, 
April 10 at 1 p.m. at the 
Palm Beach Biltmore Hotel, 
Palm Beach, Fla. The meet- 
ing is to be held during the 
annual joint convention of 
the Southern Wholesale 
Hardware Association and 
the American Hardware 
Manufacturers Association. 








Janney-Semple 25-Year Club 


(Continued from page 185) 


Bergevin, Minneapolis, Terry 
Berglin, Sioux City, Ia.; 
Jacob B. Beutz, Minneapolis; 
Alger R. Bodin, Minneapolis; 
Marguerite Bohan, Minne- 
apolis; James C. Booth, Min- 
neapolis; Harry Borovsky, 
Minneapolis; Harry N. Carl- 
son, Huron, S. D. 

Also Benton J. Case, Min- 
neapolis; Charles M. Case, 
Jr., Minneapolis, Esther 
Chesney, Minneapolis; Irl D. 
Clark, Minneapolis; Sidney 
B. Cook, Minneapolis; Albert 
E. Cox, Minneapolis; Elmer 
F. Claesgens, Minneapolis; 
Arthur M. Dahl, Minne- 
apolis; Fred A. Doll, Bis- 
marck, N. D.; Walter Dom- 
ning, Minneapolis; Clifford 
R. Englund, Minneapolis; 
Oscar H. Englund, Minne- 
apolis; Norman L. Engstrom, 
Great Falls, Mont.; George 
L. Farkell, Minneapolis; 
Robert M. Fleming, Minne- 
apolis; Walter D. Forschler, 
Minneapolis; Harold M. 
Gaulke, Minneapolis; Her- 
jorn Gjostdahl, Minneapolis; 
John E. Gridley, Minne- 
apolis. 

Also John Gross, Minne- 


|apolis; Raymond C. Gruye, 


Minneapolis; Hilding F. 
Hagberg, Minneapolis; Clar- 
ence F. Hallen, Minneapolis; 
Werner Halvorson, Minne- 
apolis; Allan J. Hill, Minne- 
apolis; Henry W. Hill, Min- 
neapolis; Horace P. Hill, 
Minneapolis; Carl R. Hol- 
steen, Minneapolis; Joseph 


J. Hozempa, Minneapolis; 
Adrian Jasper, Minneapolis; 
Carl A. Johnson, Minne- 
apolis; Walter B. Johnson, 
Appleton, Wisc. 

Also Wallace L. Johnson, 
Minneapolis; Homer R. Klar- 
quist, Minneapolis; Alvin E. 
Knaeble, Minneapolis; 
George Lamb, Minneapolis; 
Elmer G. Lande, Minne- 
apolis; Howard E. Lemmon, 
Minneapolis; Cavour Lind- 
berg, Minneapolis; Clarence 
Lindblad, Minneapolis; Helen 
E. Loosen, Minneapolis; Al- 
vin J. Miller, Minneapolis; 
Edwin J. Moles, Minne- 
apolis; John R. Monahan, 
Minneapolis; Clifford M. Ole- 
sen, Minneapolis; Gustave 
W. Olsen, Minneapolis; Brid- 
get O’Shea, Minneapolis; 
Arthur N. Paulson, Detroit 
Lakes, Minn. 

Also Helen Peterson, Min- 
neapolis; Ethel Pettijohn, 
Minneapolis; Edward A. 
Reinke, Mineapolis; Albert 
J. Roberts, Minneapolis; An- 
ton Rohrer, Minneapolis; 
Arthur G. Roos, Minot, N.D.; 
Clarence Schnitzius, Minne- 
apolis; Helen Sheridan, Min- 


‘neapolis; Herbert W. Smith, 


Minneapolis; Arthur J. 
Springer, Minneapolis; Rich- 
ard S. Stone, Minneapolis; 
Albin T. Swanson, Minnea- 
apolis; Carl J. Waldmann, 
Brainerd, Minn.; James W. 
Walsh, Mineapolis; John A. 
Winn, Minneapolis. 
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Campbell Named Assn. 
President 


George J. Campbell, Jr., 
president of Campbell Chain 
York, Pa., 


Co., has. been 





GEORGE J. CAMPBELL, JR. 


elected president of the Man- 


ufacturers’ Association of 
York. Mr. Campbell suc- 
ceeds James B. Sechrist, 


president of Red Lion Cab- 
inet Co. 

The new president, who 
previously served for several 
years as a member of the 
board of directors of the As- 
sociation, was vice-president 
of the organization during 
the past year. 

Mr. Campbell joined his 
firm in 1926 and has been 
president since the death of 
his father, George J. Camp- 


bell, in 1941. The late Mr. | 


Campbell founded the busi- 
ness in 1922 as the Interna- 
tional Chain & Mfg. Co., but 
the concern’s identification 
later was changed to the 
Campbell name. 





Honored for 60 Years‘ 
Service With One Firm 


The employees of Geuder, 
Paeschke & Frey Co., Mil- 
waukee, Wis., held a dinner 
recently in honor of Henry 
F. Millmann, who retired 
from the company January 
15, 1951, after having spent 
60 years with the company. 
He started with the company 
as a clerk and worked up 
through various’ depart- 
ments, finally becoming pres- 
ident and chairman of the 
board. On the occasion of 
his retirement, the sales de- 
partment of consumer prod- 
ucts division, under sales 
manager Henry J. Stephany, 
presented him with a scroll 
listing the various district 
managers of G. P. & F. Co. 
in the consumer products di- 
vision. 


Hercules Moves Office 


The San Francisco office 
of Hercules Powder Co., Wil- 
mington, Del., has been 
moved to the Standard Oil 
Building, 225 Bush St. The 
company’s headquarters in 
San Francisco were formerly 
located at 256 Montgomery 
St. 








Stratton & Terstegge Dinner Party 





Plans for 1951 were outlined to the staff of the southern 





branch of Stratton & Terstegge during a sales meeting held 
at the Tutwiler Hotel in Birmingham, recently by Wilton H. 
Terstegge, president. Specialty men representing the five 
major lines carried by the branch in Birmingham were also 
on the program to explain the 1951 promotion plans of their 
companies. Mr. Terstegge also announced that a new five- 
story and full basement building is being erected at the com- 
pany's headquarters in Louisville, adding many thousands of 
square feet to the present facilities. The Birmingham branch, 
which opened in July, 1948, has made steady progress and 
southern sales manager W. A. Counts, has an operation 
utilizing more than 20,000 square feet of floor space. Speak- 
ers from the Louisville main office included—besides Mr. 
Terstegge—-M. V. Hodapp, vice president; L. R. Stevens, 
buyer, agricultural and housewares; and C. C. Ellis, buyer, 
cutlery, sporting goods and fiishing tackle department. 
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“! want the Genuine 


VISE-GRIP" 


—say Customers 





LOCKS 
CLAMPS 
TWISTS 
TURNS 
PULLS 
CUTS 
HOLDS 





You’ll make More Sales, Bigger Profits by featuring genuine 
VISE-GRIP Wrenches—America’s most versatile hand tools! 
Put ’em out where customers can get their hands on them. 
They try the simple operation .. . see how‘easily it LOCKS 
with a tremendous grip and are reminded of a hundred-and- 
one jobs they can do with this wonder tool. VISE-GRIP is a 
“recognized” name with proven ability. Your customers know 
the difference and appreciate the extra quality and features 
of VISE-GRIP WRENCHES. 





Low Retail Price 


WITH Cutter No. 7W— 7-in. $2.25 
No. 10W—10-in. 2.60 
WITHOUT Cutter No. 7C— 7-in. 1.95 « 
No. 10C—10-in. 2.25 
World famous Straight Jaw model: 
No. 7— 7-in. 1.85 
No. 10—10-in. 2.15 


Order From Your Jobber 


Monutactured VASE Only By 
a A MFG. CO. INC. 
DeWitt, Nebr. 
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HARDWARE BRIEFS 








California 


Pat H. and Effie Bond have 
purchased Phil Lewis Hard- 
ware, 2435 N. Fresno St., 
from L. P. and Bernadette 
Lewis. Mr. Bond plans to 
expand the store’s: lines. 

Kenneth Anderson has 
sold his hardware store, 931 
I St., Los Banos, to S. P. 
Roe. Mr. Roe had formerly 
been employed by Mr. Ander- 
son as manager of the com- 


pany’s hardware _ depart- 
ment. 
Connecticut 


Fire has damaged Pawca- 
tuck Hardware Co., Me- 
chanic St., Pawcatuck, caus- 
ing an _ estimated $5,000 
worth of damage. The fire 
was started from an oil burn- 
er which had overflowed on 
to the floor. Earl F, Babcock 
is the owner. 


Florida 


Charles F. Dirr has sold 
his half interest in Martin 
County Hardware, Stuart, to 
Earl J. Green. Mr. Green 
is now sole owner of the 
business. 





Georgia 

Joe Holbrook, after 40 
years in the hardware busi- 
ness in Cornelia, has sold 
his hardware store. 





St. Aubin Hardware, Man- 
teno, was recently destroyed 
by fire, which apparently 
was started by the explosion 
of a stove in an apartment 
in the rear of his store. 

One of the first tenants 
for Lincoln Village Shopping 
Center, at the intersection of 
Lincoln, Kimball and Peter- 
son Ave. and McCormick 
Blvd., Chicago, is Bain Hard- 
ware Co. 


Indiana 


Village Hardware & Sup- 
ply Co., Leiters Ford, has 
been bought by Vernie 
Bowen and his son Richard. 
Charles Wyland was the for- 
mer owner. 

Fred Kuester, operator of 
Kuester Hardware stores, 60 
S. Weinbach Ave., and 1015 
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Parret St., Evansville, was 
elected president of the In- 
diana Retail Hardware Asso- 
ciation. 

An explosion at Umber 
Hardware, Waynedale, caused 
by a leak in the natural gas 
main near the store, fatally 
burned one and injured three 
others. The gas was appar- 
ently ignited by a spark from 
an electric train being dem- 
onstrated at the time. 





L. A. Barnes Hardware 
Supplies, Hugoton, has been 
newly decorated after moving 
to the west side of the build- 
ing. 

Mr. and Mrs. William Mar- 
tin have started a new hard- 
ware store in the Loeffler 
Building, Clifton. 


Osage Hardware, Osage 
City, has had its interior re- 
decorated. 


Michigan 


Hallie Little Hardware 
Store, Clark St., Canton, was 
destroyed by fire recently. 


Whelchel Hardware, Bran- 
son, has been sold by R. O. 
Whelchel to Mr. and Mrs. 
R. D. Kingdon and Mr. and 
Mrs. Jack Justus. The name 
of the store was changed to 
Whelchel Hardware, Inc. 


Sechrist & Sons Hardware, 
Neosho, has had the wood 


flooring removed and a con- " 


crete floor laid in the front 
part of the building. 


W. R. Whittle has pur- 
chased the stock of Stokes 
Hardware, Crocker, and 
Hedge & Sons, Iberia. The 
stock of Hedge & Sons has 
been moved to Stokes Hard- 
ware. 


Ohio 
Lampson Hardware, Mid- 


dlefield, has been sold to 
Merle Gates. 


Clossman Hardware Co., 
619 Main St., Zanesville, re- 
cently elected directors and 
officers. J. B. Rhodes was 
made president. 


Oklahoma 


Knight Hardware Store, 
Snyder, was purchased from 
Roy Knight by Mr. and Mrs. 
Hugh Cook. 


Harrover & Treece Hard- 
ware, Alva, has closed. The 
store had been operated by 
B. F. Harrover and Pat 
Treece for 27 years. 





Pennsylvania 


Henry Hardware, Valley 
St., Lewistown, was damaged 


by fire’ recently. The fire 
started in the basement 
where paints were stored, 
and caused an_ estimated 


$50,000 loss. 

A fire destroyed Angelo 
Hardware & Plumbing Store, 
Perryopolis. Samuel Angelo 
is the owner of the store. 
Virginia 

A. M. Wheeler Hardware 
& Furniture, Main St., Nar- 
rows, was destroyed by a fire 
of undetermined origin. 








Washington 


Kanjiro Tashiro, owner of 
a hardware store, 101 Pre- 
fontaine Place, Seattle, has 
purchased the building in 
which his store is located. 





RAY M. MOUNTAIN 


Glolite Corp. Advances 
Ray M. Mountain 


Ray M. Mountain has been 
appointed vice president in 
charge of all operations for 
the Glolite Corp., Chicago. 
Mr. Mountain has been sales 
manager of the company 
since 1948. 





Chain Firm Moves Office 


Atlanta offices of American 
Chain & Cable Company, 
Inc., Bridgeport, Conn., are 
now located in a new district 
office and warehouse building 
at 1401 Howell Mill Road, 
N. W., recently erected for 
the company. 








Kentucky Dealers Elect in Convention 





Left to right, are new officers elected by the Kentucky 
Retail Hardware Association, at its annual convention, Feb. 
6-8 in Louisivlle: Joe Kirchdorfer, Jr., Kirchdorfer Hdwe., 
Louisville, new president; Cecil Skidmore, Redd Hdwe., Cyn- 
thiana, advisory board; Kenneth Cayce, Jr., Cayce-Yost Co., 
Hopkinsville, first vice-president; B. F. Norfleet, B. F. Nor- 
fleet Hdwe., Harrodsburg, advisory board; Gus Hank, Hank 
Bros. Hdwe., Paducah, advisory board; Leon B. Parker, Minzes 
Hdwe. Co., Newport, director; Clyde S. Gibson, Brandenburg 


& Gibson, Pineville, director; 


Dwayne W. Laws, Louisville, 


secretary-treasurer; Holly Skidmore, Skidmore Hdwe. Co. 


Elizabethtown, director. 


Not in photo is second vice-presi- 


dent, T. C. Meade, Meade & Co., Paintsville. 

The Association resolved full support of the defense pro- 
gram; endorsed price control on a magrin basis; urged paring 
of non-essential government expenditures; urged Congress to 
take action to tax the tax-exempts. 
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World’s largest selling, 
most heavily advertised 
mothproofer for home use 


LARVEX means sky-high sales and sweet profits for you. Through 
the years LARVEX has remained the largest selling mothproofer for 


district 

building home use. And 1951 will be the biggest LARVEX year yet. So if you 
. ys haven't ordered yet, do it today. Your customers won’t be satisfied 
cte or 


with anything but LARVEX. 


Hard-selling LARVEX ads pre-sell more than 
52,000,000 customers each month 
Sell-packed ads like this in the nation’s leading magazines and 
Sunday supplements tell your customers of LARVEX’s extra advan- 
tages. Your customers know LARVEX has been used for years by large 

woolen mills and is now available for home use. 


LARVEX is the easy, safe, proven way to moth- 


proof — Moths are positively stopped from eating holes in wool- 
ens sprayed with LARVEX. 
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LARVEX penetrates each tiny 
fibre and makes the cloth itself 
mothproof. Thrifty house- 
wives welcome LARVEX’s posi- 
tive protection against moth 
damage . . . protection that 
lasts an entire year with one 
easy spraying. 

Take advantage of this 
gteat product. Put LARVEX on 
your counter. Push it. It pays 
off in big profits. 





R. F. ELLIS 


HOWELL WADDLE 


E. C. Atkins Company Appoints Four 
Executives to Sales Organization 


K. W. Atkins, vice-presi- 
dent and director of sales of 
E. C. Atkins & Co., Indian- 
apolis, has announced recent 


A. L. MARTINSON 
changes in the company’s 
sales organization. This is 
a final step in the moderniza- 
tion program started in 1945 
when construction was _ be- 
gun on a new, straight-line, 
production factory. The 
physical aspects of this pro- 
gram having been completed, 
according to Mr. Atkins, and 
these new assignments will 
add further strength and 
leadership to sales efforts. 


The new appointments are 
Ray F. Ellis as assistant 
director of sales; Augustus 
Vogel as general sales man- 


ae 


AUGUSTUS VOGEL, JR. 


ager of the Industrial Divi- 
sion; and H. Waddle, for- 
merly manager of the New 
Orleans Branch, is now gen- 
eral. sales manager of the 
Mill Division. A. L. Martin- 
son has been appointed gen- 
eral sales manager of the 
hardware division. 








20 Attend P. & F. Corbin 
Fifth Training School 


The P. & F. Corbin Divi- 
sion, The American Hard- 
ware Corp., New Britain, 
Conn., recently ended its 
fifth builder’s Hardware 
Training School on Feb. 2. 

The training sessions, 
which covered a period of 
two weeks, were attended by 
17 customer representatives 
from 14 states and three 
company sales trainees. 
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The school, sponsored by 
the P. & F. Corbin Division, 
is under the direction of 
H. E. Medbery, southern 
sales representative from 
Charlotte, N. C., assisted by 
H. B. Kent, contract sales 
manager. 

During this intensive two 
weeks training period, which 
runs seven hours a day and 
five and one-half days a 
week, every effort is made to 
cover as many and much of 
the technical ramifications of 


hardware as time will allow. 

Those attending this year 
were: Bruce Boyle, United 
Hardware Co., Titusville, 
Pa.; Raymond Donohoe, 
Barber & Ross, Washington, 
D. C.; Cliff Edwards, Jr., 
C. H. Edwards Hardware 
Co., Greenville, N. C.; Robert 
Fickett, King & Dexter, Port- 
land, Maine; Jack Goddy, 
State Hardware Co., Miami, 
Fla.; Dean R. Haase, Mac- 
dean’s, North Platte, Neb.; 
Calvin Hobel, Weed & Co., 
Buffalo, New York; Arden 
Huff, Woodbury Hardware 
Co., Portland, Oregon; Ed- 
ward Korzenowski, Warner 
Hardware Co., Minneapolis, 
Minn.; Frank Kreiger, J. M. 
Warren Co. Troy, New 
York; Irving Librett, Charles 
Librett Co., New Rochelle, 
New York; Wilbur Lutz, 
Muehlig & Lanphear Co., 
Ann Arbor, Michigan; W. J. 
Miller, Building Supplies Co., 
Norfolk, Virginia; Joseph 
Nash, Lloyd H. Daub Co., 
Norristown, Pa.; Charles 
Niemi, Quality Hardware 
Co., Marquette, Michigan; 
Henry Perron, T. J. Scanlon 
Hardware Co., Lawrence, 
Mass.; Drew Willingham, 
Buckelew Hardware Co., 
Schreveport, La.; Harris 
Parsons, Edward Vaznelis 
and R. Zelinka, P. & F. Cor- 
bin, New Britain, Conn. 

In the five schools, the first 
of which was held in 1947, 
a total of 92 students have at- 
tended these Corbin courses. 
These men have come from 
25 different U. S. states and 
Guatamala, C. A.; Columbia, 
S. A.; Honolulu, H. I.; Mex- 
ico City and Manila, P. I. 


Pump Distributor Now 
A Manufacturer 


The Fadden Pump (Co, 
Minneapolis, for the first 
time this year exhibited, asa 
manufacturer, its new shal. 
low well fresh water system 
at a hardware show. The 
manufacture of the Fadden 
Fresh Water System began 
a little over a year ago and 
today the company is tooled 
up to produce 2,000 units per 
month. 

The system was developed 
by Glenn Fadden, founder 
and president of the Fadden 
Pump Co., who has been es- 
tablishing distributors 
throughout the United States 
to handle the product. Mr. 
Fadden has been in the pump 
machinery business for over 
30 years. For 16 years he 
was manager of the pump 
department of The Crane Co. 
and in 1937 opened his own 
office in Minneapolis as a 
manufacturers’ agent serving 
several pump machinery 
firms throughout the North- 
west. 

H. E. Wogamott, who has 
had wide sales experience in 
the hardware and plumbing 
and heating fields, has been 
appointed sales manager of 
the company. 


Federated Metals Names 
Head of Solder Sales 


Wyman L. Wills has been 
placed in charge of extruded 
solder sales at the Whiting, 
Ind., plant of Federated 
Metals Division, American 
Smelting and Refining Co. 
Mr. Wills replaces James C. 
Shaw, deceased. 








New Officers of Oklahoma Association 


At the 48th annual convention of the Oklahoma Hardware 
& Implement Association, Feb. 6-8 at Oklahoma City, the 
following officers were elected: Stewart Martin, Okmulgee, 
president, succeeding C. L. Murphy, Stillwater; Wallace Kelly, 
Tulsa, vice-president; directors, L. P. Rice, Watonga, J. 
Harlan, Enid; Clyde Reynolds, Carnegie, and Lin Baggerly, 


Beaver; advisory board members, C. L. 


Murphy, Stillwater, 


and J. Dewey Clemens, Ardmore. 
In photo, left to right, are: Messrs. Thomas, Murphy, Mar 
tin, Harlan, Kelly, and Clemens. 
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Features 


Blade and front strap a single unit. 


Blade and straps forged from High 
Carbon Steel. 


Blade and lower section of socket care- 


fully tempered. 
Straps are pre-formed.: 


Uniformity in lift and balance of every 
tool — hang and balance never change. 


Pre-forming of straps the guarantee. 


Strength comes from its tubular shaped 
tempered socket filled by handle driven 


in under great pressure. 


Featherlite meets railroad track shovel 


weight test of 200 pounds. 


tok Your Vobber 


Perfect Galauce 


APPROXIMATE WEIGHT 
3% TO 3% LBS. 











PARKERSBURG, W. VA AMES BALDWIN WYOMING CO. NORTH EASTON, MASS 
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Lewis & Conger Sponsor 
Home Safety Contest 


Manufacturers of home ap- 
pliances and home furnish- 
ings will again compete for 
the annual home safety 
awards sponsored by Lewis 
& Conger, to be presented in 
April at a dinner in the Wal- 
dorf-Astoria. 

This is the sixth annual 
competition for these awards. 
Any manufacturer in the 
United States is eligible to 
compete, and there are no 
entry fees, but the products 
submitted must have been 
placed on the market for the 
first time, in either brand- 
new or improved form, dur- 
ing the year 1950. If not a 
new product, it must have 
been altered or improved dur- 
ing the year so as to make it 
safer for use in the home. 

Winners will be chosen by 
a committee of judges headed 
by Julien Elfenbein, chief 
editor of the Haire Publica- 
tions. Others on the commit- 
tee are Ned H. Dearborn, 
president of the National 
Safety Council, Eloise Davi- 
son, former director of the 
Herald-Tribune Home Insti- 
tute, John Vassos, founder- 
president of the American 
Designers’ Institute, and 
Richardson Wright, editor 
emeritus of House & Garden. 

An important change was 


made recently in the Awards. 
Instead of one main Award, 
with the runners-up receiv- 
ing honorable mention, all of 
the manufacturers selected 
for honors will receive an- 
nual home safety awards, 
while the outstanding winner 
will be awarded the grand 
prize. The grand prize win- 
ner receives a bronze plaque, 
and specially-planned promo- 
tion of his product by Lewis 
& Conger on a nation-wide 
scale, including advertising, 
publicity on radio and televi- 
sion, and window displays. 





Wisconsin Again Offers 
Sales Training Course 


Wisconsin Retail Hard- 
ware Assn., Inc., Stevens 
Point, Wis., is again spon- 
soring two courses at the 
University of Wisconsin. On 
April 2-6, instruction in 
management is offered, and 
on April 9-13, product know- 
ledge and salesmanship. The 
$25.00 tuition for each course 
includes lodging, but no 
meals, which are estimated 
to cost not over $12.50 per 
course. 

The courses will include 
instruction on the key pro- 
blems confronting manage- 
ment and sales personnel, 
and will be limited to a max- 
imum of 50 students. Enrol- 











North Coast Association Meets 





At the annual convention of the North Coast Retail Hard- 
ware Association held Feb. 11-13 in Seattle, the following 
officers elected were, left to right: F. L. Moon, Moon's Hdwe. 
& Furniture, Myrtle Point, Ore., director; Kenneth Musser, 
Musser Hdwe., Mt. Vernon, Wash., director; Jim Maple. John 
Day Hdwe., John Day, Ore., vice-president; Carl Hane, Hane 


Hdwe., Port Townsend, Wash., 


director; D. D. Stewart, Seat- 


tle, secretary-treasurer (reelected); Reynolds Allen, George 
E. Allen Hdwe., Salem, Ore., new president; Charles H. Riley, 
Jolly Crown Hill Hdwe., Seattle, retiring president; James M. 
Bailey, Bailey Furniture & Hdwe., Oregon City, Ore., director; 
Paul Perdue, Perdue’s, Tacoma, Wash., directro; Robert K. 
Waage, Crawford & Waage Hdwe. Co., Seattle, Wash., direc- 


tor; Mel Johnson, 


Fisher Bros. 


Hdwe. en 


& Furniture 


Enumclaw, Wash., director, and M. W. Wilson, Fisher Bros. 


Co., Astoria, Ore., director. 


Other officers, not in photograph are: Lloyd Baumgarten, 
Baumgarten Hdwe., Centralia, Wash., vice-president, and the 


following directors: R 


A. Ort, 


Ort’s Hdwe., 


Paramount 


Springfield, Ore.; Paul B. Semler, Semler Hdwe., Longview, 
Wash.; Elmer Anderson, E. J. Anderson Hdwe., North Bend, 
Wash.; Ed Heydenburk, Rogue River Hdwe., Grants Pass, Ore. 
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Boston Wholesale Firm Holds Open House 


Decatur & Hopkins, hardware wholesalers, held open houg! 
in its warehouse, Feb. 19 to 22, during which period nea 
750 dealers viewed the special exhibits of 27 manufacture 
most of which were attended by factory salesmen. 
to greet their guests were: Frank E. Hopkins, presideni 
William F. Hopkins, vice president; Gordon W 
tary; James N. Jones, treasurer; Albert P. Dodson, gener 
sales manager, and Edward F. Hammond, sales manager. 
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ment may be for either one 
or both courses, and will be 





accepted in the order in 
which received. There are 
no entrance exams or 
requirements. 
Ridge Tool Purchases 
Belmont Stamping 

The entire outstanding 
capital stock of the Belmont 
Stamping and Enameling 


Co., New Philadelphia, Ohio, 
has been purchased by C. H. 
Ingwer, Sr., president of The 
Ridge Tool Co., Elyria, Ohio. 
Belmont will continue to 
manufacture the present line 
of enameled ware and there 
will be no change in oper- 
ating personnel. 


Pyrexware Steps Up 1951 
Sales, Merchandising 


Marking the start of its 
intensified sales-building pro- 
grams for 1951, a two-day 
meeting of the district sales 
managers of the distributor 
sales department of the con- 
sumer products division of 
Corning Glass Works was 
held at the Palmer House, 
Chicago. 

T. H. Truslow, general 
sales manager of the con- 
sumer and technical products 
divisions, and John M. Bred- 
feld, manager of distributor 
sales, reviewed 1950 sales 
programs and results, and 
outlined plans for stepped-up 
sales, merchandising and pro- 
motional activities in 1951. 

All of the speakers stress- 
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the dealer’s requirements an 
problems in formulating th 
1951 programs. Sales of th 
company’s consumer produc 
showed an increase in 19 
as compared with the previ 
ous year, and the intensified 
programs for 1951 are b 
on the company’s confidence 
that the coming year 
provide an opportunity for 
further increase. 
District sales manager 
present at the two-day mee 
ing were: J. B. Hardenbergh, 
New York; Edward H. Kel-Bmy 
ler, Chicago; John Echter- 
nach, Atlanta; John During, 
Dallas; Walter Hansen, San 
Francisco. Corning Glass 
Works is celebrating its 100 
anniversary this year. 


Old Guard Meeting 


The Old Guard, Southern 
Hardware Salesmen’s Ass0- 
ciation, will hold its semi- 
annual dinner, Monday night, 
April 9, at 6 p.m., and its 
meeting Tuesday, April 10th, 
at 10 a.m. Both will be at the 
Palm Beach Biltmore Hotel 
during the annual joint con- 


vention of the Southern 
Wholesale Hardware Ass0- 
ciation and the American 


, 
Hardware Manufacturers 
Association. 


Standard Tool Co. Moves 


Standard Tool Co. has 
moved to its new building, 
3950 Chester Ave., Cleveland 
14, Ohio. 
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CLEARS THE WAY 


TO BIGGER SALES 


With Powerful Nation-Wide Advertising 
in Leading Magazines and Newspapers 


Your Goodall sales are about to go higher—much higher! And 
so are your profits! Because Goodall has prepared a powerful 
new advertising campaign that will attract thousands of new 
customers to your store. These ads will appear regularly in 
carefully selected national magazines and newspapers where 

more than 10,000,000 potential customers will read about the 
advantages of Goodall Power Mowers 


Tie In With This Big Campaign 


With Free Newspaper Mats for Your Local Newspapers 
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Tell the thousands of potential buyers in your area 
that you are the dealer for famous Goodall Power 
Mowers. Goodall furnishes you the newspaper 
mats—at no cost. They are colorful, appealing 
ads. Don’t delay! This new campaign starts in 

February. Order your mats today. 


Makers of world famous power mowers 
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Export and Sales Staffs 
Increased by Perfection 


Perfection Stove Co., 7609 
Platt Ave., Cleveland, Ohio, 
has named an assistant ex- 





J. D. STEVENSON 


port manager and added five 
salesmen to its staff to handle 
areas in Texas, Ohio and 
Kansas. 

Assistant export manager 
is J. D. Stevenson, who left 
the foreign division of the 
Central National Bank, 
Cleveland, to join Perfection. 
He is also a member of the 
Council on World Affairs. 

Kenneth J. Swindling has 
been employed to handle the 
Southern Ohio area for the 


Cleveland sales district. He 
formerly managed a Mich- 
igan district for the Protane 
Corp. 

Stanley P. Bent will re- 
present Perfection in south- 
eastern Texas, Harold S. 
Wright in _ northeastern 
Texas, and Joseph W. Tarin 
southern Texas. Mr. Bent 
previously handled sales and 
service of gas equipment, and 
Mr. Wright was managing 
partner in a retail appliance 
store in Texas. Mr. Tagin 
has been employed in the 
sales field by Dixie Chrome 
Products, Inc., and Noel 
Furniture Co., both of Texas. 

Duane L. Hibbs, formerly 
with Cook & Girling selling 
and servicing appliances, will 
handle the northwestern 
Kansas area. 





Ryerson St. Louis Plant 
Rebuilt and Enlarged 


Joseph T. Ryerson & Son, 
Inc., 5 Clinton St., St. Louis, 
steel distributors, has an- 
nounced an expansion pro- 
gram at its St. Louis plant 
which includes reconstruc- 
tion and new layeut of its 
present plant, and construc- 
tion of additional warehouse 
space totaling approximately 
50,000 sq. ft. Construction 
has begun and the entire 
project will be completed be- 








West Virginia Dealers in Convention 





Nebraska Hardware Dealers Elect 


















New officers of the Nebraska Retail Hardware Association 
in annual convention, Feb. 13-15 at Omaha, are, left to right: 
Wayne Towner, Standard Hdwe., Scottsbluff, first vice-presi- 
dent; Vic Boland, Peterson & Michelsen Co., Omaha, second 
vice-president, and R. L. White, R. L. White Co., Lincoln, who 
succeeds John Lamberty, Lamberty Hdwe., Scribner, C. A. 
McCoy, Lincoln, is secretary-treasurer. Bon Benson, Benson 
Farm Store, Bancroft, was reelected to a two-year term on 
the directorate and Bud Pence, Pence Cash Hdwe., Aurora, 


At the annual convention of the West Virginia Hardware 
Association, Feb. 18-21 at Charleston, J. C. Mallory, Whole- 
sale Paint and Supply Co., Princeton, was elected president, 
succeeding H. Bruce Bacon, South Charleston Hdwe. Co., 
South Charleston, who became ex-officio member of the 
executive committee. Other officers elected include Clyde W. 
Gardner, Gardner Hdwe. Co., Keyser, first vice-president; 
Glenn V. Longacre, Ralph B. Swiger Hdwe. & Furniture, 
Clarksburg, second vice-president. James Fielding, Charles- 
ton, is secretary-treasurer. Executive committee members are 
Rymer Law, Francis Hdwe., Grantsville; William L. Pile, F. M. 
Pile Hdwe. Co., Charleston, and R. F. Cox, Central Hdwe. 
Co., Fairmont. In the photo, left to right, are: Messrs. Mal- 
lory, Fielding and Bacon. 
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is the newly elected director. 








fore the end of this year. To- 
tal warehouse and office 
space of the enlarged plant 
will be about 161,000 sq. ft. 





Heller Brothers Makes 
Sales Area Changes 


Lloyd C. Smith, vice presi- 
dent in charge of sales, Hel- 
ler Brothers Co., Newcomers- 
town, Ohio, has announced 
nine personnel changes in 
many sales territories. 

Albert M. Thomas has been 
promoted to the Chicago ter- 
ritory. He will also super- 
vise the territory consisting 
of Wisconsin, Iowa, Nebras- 
ka, Minnesota, North Da- 
kota, South Dakota, Missouri, 
Arkansas, Oklahoma, and 
Kansas. 

Rudy F. Gerdelman has 
been advanced to the position 
of salesman covering Mis- 
souri, Arkansas, Oklahoma, 
and Kansas. Mr. Gerdelman 
formerly covered this same 
territory for Heller Brothers 
as service engineer. 

Jack Haas has been em- 
ployed as salesman in Minne- 
sota, North Dakota, South 
Dakota, Iowa, and Nebraska 
territory. Mr. Haas formerly 
was buyer for the Nagell 
Stores, Minneapolis. 

J. D. Nicklis has been pro- 
moted to assistant sales man- 
ager. Mr. Nicklis for many 
years served with Manning, 
Maxwell & Moore, Ine., as 
vice president in charge of 
the mill supply department 
and purchasing. 


Maynard C. Jewell has 
deen promoted to salesman in 
the territory consisting of 
western Pennsylvania and 
western New York state. Mr. 
Jewell has been employed by 
Heller as assistant foreman 
in the plant at Newcomers- 
town, Ohio, for the past 10 
years. 

Lester P. Evans, who has 
covered the Los Angeles tey- 
ritory, will add to his terri- 
tory New Mexico, Arizona, 
and El Paso, Texas. 

Donald B. Wilson, who has 
covered San Francisco terri- 
tory for Heller will add to his 
territory Colorado, Utah, and 
Nevada. 

William J. Hopkins, who 
has covered Los Angeles ter- 
ritory as service engineer, 
has been promoted to sales- 
man in the territory consist- 
ing of Washington, Oregon, 
Montana, Idaho, and Wyom- 
ing. 

Edgil C. Fisher, formerly @ 
service engineer in the San 
Francisco area, has_ been 
transferred to the Los An- 
geles territory as_ service 
engineer. 





Horton Distributors 


New distributors have been 
added for the Horton Co. 
Fort Wayne, Ind. 

The new distributors and 
their territories are: The 
Peaslee-Gaulbert Corp., In 
dianapolis, for the central 
Indiana area; The Peaslee- 
Gaulbert Corp., Cincinnati, 
for that area. 
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RIM TYPE 
NIGHT LATCHES 


and 


DEAD LOCKS 


at moderate 
prices and of 
exceptionally - 
fine quality, | 


are ALWAYS ‘tee | 
IN DEMAND! eS 


If your supply of these fine locks has been slow in reaching your 
shelves — remember — we are striving to fill all orders as quickly 
as is possible under the present condition of shortage of materials. 


C 2600 1 
KEIL LOCK CO., inc. 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Union Steel Chest Adds 
New Representatives 


Union Steel Chest Corp., 
LeRoy, N. Y., has appointed 
several new agents to handle 
its line of steel and hardwood 
tool and utility chests, and 
steel fishing tackle boxes. 

Tom Hannagan is the new 
representative in Indiana, 
with headquarters in Indian- 
apolis, succeeding T. P. 
Burke. 

John F. Kegley & Son, Los 
Angeles, represents Union 
Steel Chest Corp. in a newly 
enlarged territory. To the 
states of Arizona, New Mex- 
ico, Colorado, Utah, Nevada, 
Wyoming, and southern Cali- 
fornia, have been’ added 
Washington, Oregon, Idaho 
and Montana. This new ter- 
ritory will be handled for 
Kegley & Son by A. G. Dalla 
Pozza, Seattle, Wash. 


News Notes 





Harry Henkel Associates, 
San Francisco, continues to 
handle northern California. 





C. A. Wagner, Dallas, Tex., 
has been appointed by The 
Billings & Spencer Co., Hart- 
ford, Conn., as its direct rep- 
resentative for Texas, Ar- 
kansas, Louisiana and Okla- 
homa. 





Richard Dulyea 12 Nar- 
wood Ct., Merrick, L. I., has 
been appointed by General 
Filters, Inc. to handle its line 
of fuel oil filters in the 
eastern seaboard territory. 
Mr. Dulyea_ succeeds Les 
Sheldon, who died recently. 





Howard E. Wolferz Co., 
formerly of 74 Coeyman Ave., 
Nutley 10, N. J., is now lo- 
cated in new quarters at 29 
E. Centre St., Nutley. 





Bingham - Herbrand Corp., 
Toledo and Fremont, Ohio, 
and its subsidiary, The Bil- 
lings & Spencer Co., Hart- 
ford, Conn. have appointed 
Dillon Stevens & Co., Los 
Angeles, as their sales repre- 
sentative on the West Coast 
and Alaska. Dillon Stevens 
will handle all their products, 





George E. Tarbox Co., 439 
Williams St., Denver, Colo., 
has been made sales repre- 
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sentative for Ballonoff Metal 
Products Co., Cleveland, in 
Colorado, New Mexico, Utah, 
and Wyoming. 

T. M. James N Co., Ince., 
has moved its offices and fac- 
tory to larger quarters at 220 


Elizabeth Ave., Newark, 
N. J. 
Kenyon Bros. recently 


moved to P. O. Box 43, Sil- 
ver Spring, Md., has been ap- 


pointed agents for Evenizer 
Co., Matawan, N. J., to han- 
dle Evenizer paint rollers in 
Maryland, W. Virginia, and 
District of Columbia. 
Notion Accessories, Inc., 
New York City, has ap- 
pointed the following repre- 
sentatives for its line of iron- 
ing board pads and covers: 
A. J. Cormack in New York 
state; J. Schwartz in Flor- 
ida; L. J. Fortier in Loui- 


Tennes- 


siana, Mississippi, 
see, and Alabama; _ and 
Martin -Falconer, Inc., in 
Oklahoma, Arkansas, Texas, 
and Kansas. 


Correction 


In the February 8, 1951 is. 
sue of HARDWARE AGE, it was 
stated that Eric F. Chemnitz 
Co. had moved from 1158 §, 
Broadway, Los Angeles 1i, 
to 1355 Market St., San 
Francisco, The item should 
have said that Eric F. Chem. 
nitz Co. had moved from 1159 
S. Broadway to 1148 §. 
Grand Ave., Los Angeles 15, 
Calif., also maintaining an 
office at 1355 Market St. 
San Francisco 3, Calif. 








Weisenbacher Named 
Mirro Salesman 
Aluminum Goods Mfg. Co., 
Manitowoc, Wis., has ap- 
pointed Ernest J. Weisen- 
bacher a retail sales repre- 





E. J. WEISENBACHER 


sentative in western Penn- 
sylvania and Ohio. 

M. Weisenbacher was for- 
merly houseware buyer for 
the Carlisle Allen Co., 
Painesville, Ohio. He has 
had over five years’ merchan- 
dising experience in the 
housewares field and recently 
completed the company’s 
sales training program at 
Manitowoc, Wis. 


Cory's Cartoon 
Character 


A cartoon character, Joe- 
No. 306 has been created by 
Cory Corp., 221 N. La Salle 
St., Chicago 1, IIl., to help 
personalize customer repair 
service on Cory products. 

After a product is returned 
for service, the customer re- 





ceives a card from Joe, shown 
red faced with embariass- 
ment. The card says Joe, 
is checking the product—that 
it will be returned in tip-top 
condition and pronto. After 
service, the product is re- 
turned to the owner with a 
Joe card asking,“Got a good 
word for Joe?” The customer 
is requested to check on the 
card either that all is for- 
given and the unit works, or 
tell Joe—. 





Baker's lowa Brarich 
Occupies New Quarters 


A complete new single 
story branch office and ware- 
house is being erected in 


Fort Dodge, Iowa, by the 
Baker Mfg. Co., Evansville, 
Wis. The company’s require. 
ments for improved service 
to its dealers were incorpo- 
rated into the new Fort 
Dodge unit, following the 
modern trend, toward one 
story construction, affording 


greater efficiency. Adequate 
parking and loading dock 
facilities have been _ includ- 


ed in the new branch head- 
quarters. The building is of 
brick construction, has 12,210 
sq ft of floor space, and mod- 
ern show window of slanting 
glass. 

The branch is scheduled to 
open in the Fall, accordiig 
to H. R. Gallatin, manager. 








Myers Honors 


Charles J. 


Veteran Dealer 
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Reindell, 82, Fraser, Mich., hardware dealer, 


was awarded a special gift from The F. E. Myers & Bro. Cou 
Ashland, Ohio, in recognition of his long association with 


the company. 
the presentation. 


Mr. F. E. Myers II, Myers vice-president, made 
Mr. Reindell has been a M 


yers dealer for 


his entire 52-year business career, and is also a holder of 
the Myers Certificate of Merit. Shown above, left to right: 
Cc. B. Sattler, Myers sales training manager; Vere Hodges 
Pontiac distributor; Mr. Reindell, and F. E. Myers II, vice 


president of F. E. Myers Co. 
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Frederick A. Scholl 


Frederick A. Scholl, presi- 
dent and founder of Long 
Island Hardware Co., 27-55 
Jackson Ave., Long Island 
City, N. Y., died recently, 
following a heart attack. 

Mr. Scholl started his ca- 
reer as a member of Topping 
Bros., and in 1911 started the 
Long Island Hardware, re- 
maining president of the 
company from the day of its 
inception until he died. He 
was also chairman of the 
board of the Astoria Federal 
Savings and Loan Associa- 
tion. Mr. Scholl was past 
president of the Hardware 
Trade Association, a member 
of Hardware Boosters, Inc.,; 
and past president and trea- 
surer of the Hardwa re 
Square Club of New York. 

His widow survives him. 


Fk. S. McGowan 


Frederick Sydney Mc- 
Gowan, 62, partner of Mc- 
Gowan Hardware Co., Le- 
noir, N. C., died recently fol- 
lowing an illness of several 
years. He is survived by his 
widow, three brothers, two 
sons and two daughters. 








Walter W. Koester 


Walter W. Koester, former 
proprietor of Koester Hard- 
ware store, 892 Broadway, 
Bayonne, N. J., died suddenly 
at his home at that address. 
Mr. Koester is survived by 
three brothers. 





Thurlow J. Campbell 


Thurlow J. Campbell, 59, 

chairman of the board of 
Valspar Corp., 11 E. 36th 
St. New York City, died re- 
cently at Mercy Hospital 
after a long illness. His 
home was at Oldfield, L. I. 





THURLOW J. CAMPBELL 
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ARIES 








Mr. Campbell began his 
career as a salesman in the 
New York area for Berry 
Bros., Detroit. He became 
veneral sales manager and 
the president of the com- 
pany. Ten years later he ac- 
cepted the presidency of 
Valspar Corp., also serving 
as director. He remained ac- 
tive in this capacity for 15 


years, resigning for his 
health. Mr. Campbell was 
the only living honorary 
member of the executive 
committee of the National 
Paint, Varnish & Lacquer 


Assn., and was a member of 
the Union League and a 
thirty-third degree Mason. 

Mr. Campbell is survived 
by his widow, two daughters, 
and two brothers. 


G. A. C. Woolley 


George A. C. Woolley, for- 
mer vice-president and gen- 
eral sales manager of the 
Shapleigh Hardware Co., 
died recently of a heart ail- 
ment at St. Mary’s hospital 
in St. Louis, Mo. 





GEORGE A. C. WOOLLEY 


Mr. Woolley joined A. F. 
Shapleigh Hardware Co. in 
1901 and served successively 
in the claim, mailing, sample 
and sporting goods depart- 
ments. His first traveling 
assignment was as a special 
sporting goods salesman. In 
1908 he was given a regular 
territory and traveled for 8 
years in So. Carolina, re- 
linquishing this territory to 
become sales manager of the 
southeast sales division. 

Mr. Woolley was elected a 
member of the board of di- 
rectors in 1928 and in 1929 
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general sales man- 
ager. In 1941 he was made 
assistant secretary and in 
1944 was elected a vice-presi- 
dent in charge of sales. 

Mr. Woolley is survived by 
his widow, a son and a 
daughter. 


became 


Oscar A. Lenna 


Oscar A. Lenna, 74, founder 
and president of Blackstone 
Corp., Jamestown, N. Y., 
died in W. C. A. hospital fol- 
lowing a heart attack. 

Mr. Lenna came to this 
country from Sweden at the 
age of 18 and in 1914 or- 
ganized Gabrielson Mfg. Co., 
later Jamestown Metal 





OSCAR A. LENNA 


Equipment Co., makers of 
automobile radiators. He be- 
came president and_ gen- 


eral manager. In 1934, the 
stock and interests of Black- 
stone Mfg. Co. was _ pur- 
chased, and it continued as 
a separate corporation. Mr. 
Lenna was also one of the 
organizers of Jamestown 
Malleable Iron Corp., and 
after serving as_ president 
for 10 years, he became 
chairman of the board of di- 
rectors. In 1947 the three 
companies were joined into 
the single direction of the 
Blackstone Corp., headed by 
Mr. Lenna. He also served 
as vice-president of Ameri- 
can Washer & Ironer Mfrs. 
Assn., vice-president and di- 
rector of Associated Indus- 
tries of New York State, di- 
rector and chairman of the 
board of Union Trust Co., 
and director of the executive 
committee of Jamestown Mu- 
tual Insurance Co. 


Louis G. MacDonald 


Louis G. MacDonald, 74, 
retired executive vice-presi- 
dent of Reynolds Wire Co., 
Dixon, IIll., passed away after 
a short illness. 

Mr. MacDonald was con- 
nected with the U. S. Gov- 
ernment in the Land Dept., 





LOUIS G, MACDONALD 


before associating with the 
American Wire Fabrics Co., 
in 1908. He worked up to the 
position of general manager, 
until, in 1927, he joined the 
staff of Reynolds Wire Co., 
as sales manager. He served 
with Reynolds for 20 years 
in the capacity of secretary, 
executive vice-president, as 
well as being a director of 
the company for a number of 
years. Mr. MacDonald re- 
tired in 1947, but continued 
with the company in an ad- 
visory capacity. 


Leslie Sheldon 


Leslie Sheldon, 56, eastern 
representative of General 
Filters, Inc., died recently. 
Mr. Sheldon joined General 
Filters in 1948, maintaining 
offices at 12 Narwood Ct., 
Merrick, L. I., N. Y. 





LESLIE SHELDON 
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(Continued from page 14) 
Stocks on hand at the end of 1939 
were 25 pct of annual sales. 

Although there were 99 fewer 
general line wholesale hardware 
firms in business in 1948 than there 
were in 1939, there were 35 pct 


more people employed in the trade 
than there were 10 years earlier. 
The Bureau of the Census listed 
as general line wholesalers those 
firms which sell a general line of 
hardware, (builders’ hardware, 
heavy hardware, shelf and light 


hardware and hardware specialties 
sufficient to service retail hardwa 


stores and hardware department 


of other outlets. 

HARDWARE AGE interprets t 
term “hardware wholesaler” 
mean a firm which “is in positio 


673 Firms Listed as General Line Hardware Wholesalers in 1948 


This chart shows data released by the Bureau of the Census, on the 1948 Census of Business. It shows num- 
bers of establishments, by geographic divisions and states, for 1948, 1989 and 19385. 





















































Operating Active Paid employees and Stocks a 
Estab- Sales, expense Pay roll, Se J raf pee serge — end 
aphic division and State lish- entire percer.*, entire a . — Se ee ee vd yous 
setiaatind . : ments year of year stteciaad at cost 
(Thousand sales (Thousand Employees | Pay roll (Thousand 
(Number ) dollars) dollars) (Number) | (Numbec) (Dollars) dollars) 
United States, total..e.seelMB.ee. 673 | 1,698,107 15.0 170,678 140 49,104 | 3,098,716 | 309,172 
1939.06 772 539,540 18.0 5@ , 302 219 36,358 n.a. 134,807 
1935006 610 387,020 17.9 41,214 137 n.@. n.&. 97 ,427 
GN DRMRORES. 6.6.0 cob ocerediscoerssnceveseeee 44 (x5 (x) (x} (x) (x) (x) (x) 
MAIN@cccccccvcvcccccvccecsescccececees ° 8 12,556 15.8 1,218 eee 431 20,533 3,147 
New Hampshire...ccsesoee Ceccccccccees coe 3 2,332 21.6 313 eee 139 5,439 545 
SEES Se ot ee eee eee eye iia 4 (x) (x) (x) (x) (x) (x5 (x) 
16 22,167 19.8 3,069 1 857 53,212 3,761 
6 4,911 17.0 568 L 198 9,148 1,278 
7 6,953 15.9 686 2 162 11,364 1,058 
142 222,682 17.4 24, 97% 48 7,258 444,881 34,681 
83 125,800 17.9} 16,618 29 3,864 248, 304 18,089 
12 10,022 19.5 | 1,365 6 381 21,831 1,755 
47 86,860 16.4 8,991 13 3,013 174,746 14 ,837 
108 307,903 14.9}; 32,816 10 9,043 589,716 54,559 
25 102 ,796 13.8 11,154 7 2,869 196,948 17,853 
14 37,125 15.7! 4,148 Pee 1,248 79,403 7,584 
28 59,964 14.9 | 5,926 1 1,656 108 , 321 10,679 
Michigan...... ed dein nuancaest soa OOeD : 27 64,534 17.1 7,570 2 2,087 128,960 10,803 
AES TRS 962 4 43,484 13.5 4,018 is 1,183 76,084 7,640 
Matt att CONGUE oiv sides cediiccccsveess 46 (x) (x) | (x) (x) (x) (x) (x) 
Minnesota...... Coccccccccccrcccccccepece 13 107,519 l4.~ 9,345 oe 2,786 178 ,643 14,603 
Sa CaS a oF wa 11 24,520 14.8 2,423 2 804 42,387 4 ,87% 
EE oni rere a ae és 11 79,519 14.8 8,707 aes 2,625 164,820 14, 354 
North D@KOt@. ccocccccccccccccccceccces . eee eee eee eee see eee eee eee 
PN ER cnc ciidctceeeeincees wade , 3 (x) (x) (x) (x) (x) (x) (x) 
ER spa pkictdiasacinierswecdicrene " 3 11,137 12.1 922 ie 382 17,244 2,001 
KQNBGBe cccccccccccscccccccccsccece eeoee 5 13,903 11.9 1,151 229 14,657 2,966 
CR PUR 65. 000586556505000er eae’ eee 100 (x) (x) (x) (x) (x) (x) (x) 
PN coca catevnceusscdeeiasesas ine 1 (x) (x) (x) (x) (x) (x) (x) 
EEE ee ee a6 9 11,020 15.4 1,150 5 330 17,972 2,069 
District of Columbia.......ceccecseeees 4 10,565 19.6 1,520 = 421 28,016 1,998 
EEE ee osad 19 28 548 14.0 2,847 2 711 46,373 6,646 
WOSE VATZINIAs ccccvccccvcssceccccscese . 20 42,475 14.1 3,850 eee 1,027 74,568 7,635 
HOFER CaTOLINGs...0cccccccsvsecscoee dae 13 30,921 13.0 2,669 on 704 47,081 4,57 
MA ENOTIORS sone chee ssusiccccrnens of 13 21,890 10.2 1,573 et 466 26,568 3,11 
NING 85k, scaee ities con eveen pales 14 24,290 14.5 2,443 4 650 42,969 4,945 
DEON Sousic sr caccusdasoncssnaceteacs 7 15,157 13.8 1,317 a 437 25,154 2,750 
DASE Giasthh COmtE Oss siccsicceccccccdeesac 53 212,079 14.1 20,292 19 6,138 363,099 | 38,107 
EMR G cae rcs bests i. docasaaeesueenes ‘ 11 1,819 16.7 8,013 13 2,464 137,516 13,277 
NR sre seo cei teccenestdtgmkenoete 17 67,186 12.7 6,028 ee 1,753 108 , 282 12,207 
MR ae iate secweccdsavendedeesees 16 61,219 12.4 5,435 » 1,682 103,470 11,101 
MERI Lic ccscsecccccccecevcesséocwes ° 9 8,855 14.8 816 oe 239 13,831 1,522 
West South Central.....ccccsccccccrescces ° 59 169 ,842 13.2 14,737 8 4,312 262,650 29,460 
APUBTBEB so vc ccccccccvcccccccccccccccces 6 16,164 12.6 1,440 oe 427 26,752 3,271 
PR csedisdccesverecesscaseovesse 3 13 46,363 13.2 3,968 1 1,142 68 , 338 7,610 
MSs neha seks ssinve+venseess a 5 6,883 15.0 684 6s 207 12,056 1,399 
SR ee ear ore «s 35 100,432 13.1 8,645 7 2,536 155,504 17,160 
is tia: «dancer edesecsceseesere ee 35 (x) (x) (x) (x) (x) (x) (x) 
MG Heiakosech ita earics acecnge skeen 7 12,491 12.0 923 — 315 16,470 2,589 
Idaho...-+++ Coc ccvcccccccccvcccecccccce 6 9,876 13.6 855 eee 222 18,078 1,9% 
Wyoming..«.+++. Coecccccs Occccrevccoece . eee eee see eee eee eee eee eee 
COLOPERO ec ccc ccccccsccvccccccccccccccces 8 13,168 16.2 1,251 2 399 29,334 2,6% 
NEW HORIOGs ooo rcvecscccccvsccccesseeees 3 3,713 43.1 323 ove 106 5,610 1,164 
Arizona....... Cerersrecsrccccssccocesos 4 7,781 15.2 739 cee 285 14,576 1,407 
DE iscvdicerdbareeehteekeeresonueenus ‘ 5 (x) (x) (x) {3} fx} (x$ (x) 
Nevada..... iagelelecdudiasitevssscesoes ‘ 2 (x) (x) (x) x) (x (x) (x) 
Pacific....... Sodlaes nitude saotsegadacids 86} 232,614 16.1 24,167 32 6,603 | 450,052 53,504 
Washington.....ssseees Wccernvteeras 0 23 51,758 15.0 5,288 7 1,503 99,620 11,352 
NGM ccsccsnveveseccesvcsccceeseocsee 14 32,988 16.1 3,157 3 967 61,224 6,923 
California...... sabbsdacdaredossseoeets 49 148 , 068 16.4 15,722 22 4,133 289,008 35,229 








“Proprietors of unincorporated businesses. x Withheld to avoid disclosure. n.a. Not available or not applicable. 
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to (under normal conditions) sup- 
ply approximately 80 pct of an 
opening stock order for a retail 
hardware store and also equipped 
to render a constant service of sup- 
ply that will enable such stores to 
stay in business, as distinct from 
the many hundred of firms which 
are specialty wholesalers for limited 
lines and therefore able to render 
oly a partial wholesaling service.” 

At this time the HARDWARE AGE 
Verified List shows 542 firms which 
fit the foregoing description. 

Specialty -line hardware con- 
cerns, as classified by the Bureau 
of the Census, are those primarily 
engaged in selling one or only a 
few of the specialty hardware lines, 
such as tools, cutlery, builders’ 
hardware, nuts, bolts, keys and the 
like. Establishments selling these 
items as secondary lines, and sales 
branches and offices of manufac- 
turers are not included. 

New York state had the greatest 
number of firms listed as general 
line wholesalers in 1948, followed 
by California with 49, Pennsylvania 
with 47 and Texas with 35. 

New York also had by far the 
greatest number of specialty line 
hardware wholesalers, 452; followed 
by California with 132; Illinois, 91; 
Pennsylvania, 85; New Jersey, 81. 
and Texas, 60. 





(Continued from page 14) 
rise of 18 pct over the comparable 
period of 1950. The gain of the pre- 
vious week had been 24 pct over 
the like week in 1950. 


The wholesale inventory picture 
has changed noticeably, especially 
in two sections of the country, New 
England and the Pacific Coast. 
Hardware stocks in the warehouses 
of wholesalers in those two sec- 
tions, at the end of January were 
valued at 1 pet higher than at the 
end of the previous month. 

In the Pacific states, wholesalers 
had only 9.7 weeks’ supply of in- 
ventory on hand, as compared with 
20.5 weeks’ supply at the end of 
January, 1950. New England 
Wholesalers’ stocks, according to re- 
ports regularly made to the Dept. 
of Commerce, showed 12.8 weeks’ 
supply on hand, compared to 23 
weeks last January. 

Wholesale hardware stocks ap- 
peared to be tightest of all in the 
Middle Atlantic States, where there 
was only an 8.8 weeks’ supply on 
hand. 


(Resume reading on page 210) 
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@ The familiar items show here are representative of the wide range of 
Mell-Hoffmann merchandise ...complete, dependable in quality, con- 
stantly expanding with the addition of new and sales-sure items. From in- 
expensive counter items such as a salt-and-pepper set to the versatile and 
popular ‘“‘Tote-Table”, every item is built to established standards of 
genuine utility, excellence of construction and workmanship, worthwhile 
value honestly priced. Count on Mell-Hoffmann products for lasting cus- 
tomer appeal that pays year-around profits to you. Get full details now... 
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The Business Outlook—Markets and Price News 


Hardware Dealers Enjoyed Unusually Heavy Trade 


In January; Was Record Month 


January sales of hardware stores, 
adjusted for seasonal variations, 
soared to unprecedented heights, 
the Dept. of Commerce reports. 

The adjusted total for January 
was $244 million, as compared with 
$213 million in December, the pre- 
vious high adjusted sales figure. It 
exceeded the adjusted sales total 
for January, 1948, by 21 pct. 

Unadjusted sales of hardware 
dealers in January, as computed by 
the Dept. of Commerce, were $193 
million as compared with $262 mil- 
lion in December. The January un- 
adjusted total of $193 million was 
152 pet higher than the $127 mil- 
lion sales of last January. 

In computing adjusted sales to- 
tals, the Dept. of Commerce uses 
an equation which considers the 
number of shopping days, weather 
changes and similar factors affect- 
ing buying habits in the same way 
at the same season of the year. 

It has been found that on the 
average—that is apart from the 
general rising or falling trend of 
business — the change from a 
month like December to the follow- 
ing January is fairly constant from 


year to year. For example, in the 
case of hardware stores, January 
sales average about 40 pct lower 
than the month before. 

The following table of adjusted 
sales totals makes possible a com- 
parison of the business done in suc- 
cessive months. It shows that hard- 
ware stores had a much greater 
volume of business than they nor- 
mally have in January. 

January, 1951, sales, unadjusted, 
were 74 pct as high as December, 
1950, sales but January, 1950, sales 
were only 58 pct as high as the un- 
adjusted sales total of December, 
1949, 


(add 000,000) 
51 


19 1950 1949 1948 
Jan. $244 167 185 202 
Feb. 168 181 198 
Mar. 164 171 196 
Apr. 166 177 200 
May 176 183 198 
June 189 177 198 
July ae 210 177 196 
Aug. 210 165 200 
Sept. 198 168 196 
Oct. 192 166 191 
Nov. 191 165 188 
Dec. 213 173 191 
244 2244 2088 2354 


Fair Trade Goods May 
Carry Uniform Ceiling Prices 


Special provisions of Ceiling 
Price Regulation 7, issued by OPS 
on Feb. 27, permit Fair-Trading 
manufacturers of the commodities 
covered to establish uniform ceil- 
ing prices. 

Manufacturers of Fair Traded 
merchandise which is covered by 
Regulation 7 are permitted to make 
application to the OPS for the es. 
tablishment of uniform ceiling 
prices under Article IV, Sec. 23, 
which permits ceiling prices in cer- 
tain cases. 

This provision states that the 
OPS may by order establish dollar- 
and-cent retail ceiling prices for 
branded articles: (1) in cases 
where the manufacturer can show 
that he had a policy of uniform re- 
tail prices for his branded merchan- 
dise and can show that the article 
was sold at substantially uniform 
prices except for a limited area, and 
(2) and when the price requested 
for the article is no higher than the 
existing level of ceiling prices un- 
der this regulation. 


Seattle Hardware Stores 
Had 105% Rise in January 


Seattle hardware stores increased 
their January sales over the same 
month of 1950 by 105 pet, the Cer- 
sus Bureau of the Dept. of Com- 
merce reports. The Seattle stores, 
that report their sales to the Dept. 
of Commerce, had 27 pct less busi- 
ness than in December. 

Sales increases for January over 
the same month of last year were 
reported by hardware stores in 
leading cities as follows: Los An- 





Estimated Sales of Wholesale Hardware Distributors 





By Months 1939 to January 1951 
($000,000 omitted) 








1951 1950 1949 1948 1947 1946 1945 1944 1943 1942 1941 1940 1939 

January...............-+.. 295 160 184 204 185 120 87 72 59 89 55 44 39 
February...... 173 178 207 191 126 85 82 64 83 52 41 37 
See ae ee 219 222 246 219 = 141 103 89 73 93 61 49 48 
April..... 207 +204 256 227 ~# 154 97 85 74 93 74 55 47 
May...... 231 206 233 «66216 8§=6159 93 86 71 78 77 57 52 
BR inecs no Peaeane ene 243 #198 237 202 157 92 89 76 80 77 56 51 
July... 272 171 227 200 ~~ 162 89 82 73 73 79 55 45 
August... 324 192 248 204 174 96 91 75 74 82 59 50 
September. . . 284° «213 263 222 = 8 176 97 90 73 73 87 63 60 
October. . . 288 212 262 254 214 = 113 94 76 74 91 71 60 
November. 259 #197 241 212 195 108 89 77 58 80 65 54 
December. . . 253 175 «212 =—s« 185 103 82 75 58 82 67 49 
Total for Year... 29138 2852 2826 2543 1963 1168 10381 866 926 897 682 59% 





Source: Bureau of Census. 
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}) Frices Ff oct; New York City, 43 pet; Phila- HOW YO U 
f Ceiling§ delphia, 42 pct; Toledo, 35 pct, and 
d by OPS§ Detroit, 29 pct. 
ir-Trading Business of the Chicago hard- LOOK 
mmodities {| ware stores in January was only 1 
form ceil-§ pet less than in December, and 
Washington sales were off only 3 
ir Traded § pet from December. 
overed by - 
1d to make i 
or the es- | Gladding Places All ‘3 
, Pog Lines on Allocations + 
am in pr Allocation of all of its types of : 
fishing lines in 1951 has been an- ee 
that the § nounced by the B. F. Gladding Co., 
ish dollar- § South Otselic, N. Y. The growing . 
srices for | Shortages of all materials used in . 
in cases § the manufacture of its lines and a ‘ 
can show § Substantial increase in demand o 
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probably at a peak and no major 
increases are anticipated. Prices 
of this type of floor covering have 
risen only 30 pct since 1941, he 
noted. Asphalt tile prices are only 
6 pet above the 1941 level. 


Simplified Practice for 
Weldless Chain Under Study 


Copies of a proposed Simplified 
Practice Recommendation for Weld- 
less Chain and Chain Products, de- 
veloped at the request of, and in co- 
operation with, the Chain Institute, 
Inc., has been circulated to produc- 
ers, distributors, users and other in- 
terested in weldless chain and chain 
products. 

The recommendation represents 
the results of an extensive survey, 
started in 1948, of the needs of con- 
sumers of weldless chain, and of the 
manufacturing and marketing prob- 
lems involved. 

According to the Chain Institute, 
whose members produce the major 
portion of weldless chain, the pro- 
fusion of trade names and special 
sizes which has existed in the in- 
dustry for many years has led to 
confusion in the minds of pur- 
chasers. 

The need for stocking a large 
variety of special sizes has in turn 
made it necessary for manufac- 
turers to carry slow-moving stocks 
of steel wire and other items. 

Based on the results of its survey, 
the Institute believes that this con- 
fusion and the slow-moving steel 
stocks can be virtually eliminated 
without detriment to the trade re- 
sulting from the simplification in 
variety. 


Manufacturers’ Shipments Rose $1 Billion 
In January; New Orders Up $3.4 Billion 


Sales of chain store and mail 
order houses in January, reported 
the department, amounted to 
$2,324,000,000, as against $1,872, 


January shipments of manufac- 
turers totaled $22,800,000,000, the 
Dept. of Commerce reported. This 
compared with $21,800,000,000 in 
December. Despite this increase, 
it was exceeded by the rise in new 
orders. These rose to $26,500,000,- 
000 in January from $23,100,000,- 
000 in December, bringing the 
backlog of new orders to $41,700,- 
000,000. Inventories, which 
amounted to $34,200,000,000 at the 
end of the year, were up to $35,- 
200,000,000 on January 31. 

January shipments on a season- 
ally adjusted basis, increased 8 pct 
over December and about equalled 
the high set last August at the 
height of the post-Korea scare 
buying. 


000,000 in January, 1950 and 
$3,388,000,000 in December, 1950. 


Value of All Inventories 
Were Higher on Jan. 31 


After allowance for seasonal va- 
riations, the book value of inven- 
tories at the end of January was 
about $1.8 billion above December 
with somewhat over one-half of 
the increase reflecting higher re 
placement costs, reports the U. 8. 
Office of Business Economics. 

Manufacturers’ book values were 





Wholesale Hardware Sales' 
By Geographic Divisions, for January 1951 

















SALES REPORTED 
Percent Change, 
January 1951 vs. Amount (Add 000) 
Number 
Geographic 0 January December January January December 
Division Firms? 1950 1950 1951 1950 1950 
UNITED STATES TOTAL.. 330 + 84 +14 $104,335 $56 ,676 $91,544 
New England......... F 18 + 77 +12 1,850 1,044 1,653 
Middle Atlantic........... 71 + +9 13 ,588 7,397 12,459 
East North Central.......... 48 + 96 +7 17,783 9,084 16,621 
West North Central. . * 34 + 70 +14 15,300 8,997 13 ,435 
South Atlantic......... 57 + 70 +15 15,597 9,187 13,516 
East South Central. . . 21 + 78 +22 7,332 4,129 6,015 
West South Central..... 42 + 61 +19 12,090 7,505 10, 181 
Mountain......... 10 + 65 —13 2,567 1,555 2,945 
PU Wicd oceed oe 29 +134 +24 18,228 7,778 14,719 
| 





1Includes 5 reports received too late to be incorporated in Census Bureau published 


releases. 


2Number does not apply in all cases to the cumulative figures. 





Wholesale Hardware Inventories' 


Ul 


By Geographic Divisions, for January 1951 





Number 
Geographic of 
Division Firms 

UNITED STATES TOTAL 255 
New England.... 13 
CI ccc kcvviviens’ve-0 50 
East North Central......... 43 
West North Central... . 30 
South Atlantic......... 50 
East South Central 17 
EE I COMIED . oc vinicccwscvesceccsenens 26 
Mountain........ 6 
Pacific. 20 








End-of-Month Inventories (Cost) 

Percent Change 

January 1951 vs. Amount (Add 000) 

January December} January January December 
1950 1950 1951 1950 1950 
+26 +9 $155,113 $123,509 $142,233 
-1 +1 3,271 3,311 3,232 
+34 + 8 16,208 12,081 14,941 
+29 + 5 28,812 22,392 27,400 
+24 +12 28 , 284 22,799 25,192 
+39 +20 25,064 18,081 852 
+32 +10 11,786 8,914 10,761 
+20 +8 15,364 12,816 14,182 
+32 +22 1,748 1,322 1,435 
+13 +1 24,576 21,793 24,238 











Weeks’ Supply 
Stock-Sales Ratios? of Inventory 
on Hand* 
January January December January January 

1951 1950 1950 1951 1950 
180 265 189 10.6 15.6 
217 390 240 12.8 23.0 
149 204 148 8.8 12.0 
174 264 176 10.3 15.6 
214 296 222 12.6 17.5 
182 226 174 10.7 13.3 
182 252 203 10.7 14.9 
184 248 200 10.9 14.6 
262 187 204 15.5 11.0 
164 347 204 9.7 20.5 





1Includes 5 reports received too late to be incorporated in Census Bureau published releases. 


* Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
* Calculated i dividing end-of-month inventories at cost pl 
n the month. (Use 4 weeks for 28-day month; 


number of weeks 


us mark-up by sales during month and multiplying the quotient 
42/7 weeks for 30-day month and 43/7 for 31-day month.) 


the 


by 
Sales 


include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned siocks. 
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$850 million higher than in the pre- 
vious month, while retailers’ and 
wholesalers’ stocks rose $600 mil- 
lion and $400 million respectively. 


Seasonally adjusted totals of 
building material and hardware in- 
ventories were: Jan., 1951, $2,628 
million; Dec., 1950, $2,445 million, 
and Nov., 1950, $2,370 million. 


Consumers Reduce Debts; 
Owe Less on Time Payments 


There was a drop of $212 million 
in outstanding consumer install- 
ment credit in January, the Federal 
Reserve Board reported. This indi- 
cated that the consuming public 
was starting to pay off its debts. 
Although no figures were available 
for February, it was believed by 
the Reserve Board economists, that 
the drop continued during that 
month. . 

The decline was larger than 
normal for that month in this type 
of credit, the board declared. This 
was attributed to the effects of the 
board’s restrictions on consumer 
credit. 

Consumer installment credit 
dropped to $13,255,000,000, the 
lowest total reported since last 
August. Total consumer credit was 
estimated at $19,903,000,000 as of 
Jan. 31, a drop of $199,000,000 
from the previous month. However, 
the total was $3,535,000,000 over 
the total at the end of January, 
1950. Installment credit was up 
$2,419,000,000 from a year ago. 


Wholesale Price Index 
Again Sets Record 


A new record high for wholesale 
prices was reached in the week end- 
ed March 6, after a two-week level- 
ing off. Prices rose 0.3 pct during 
the week to 183.5 pct of the 1926 
average. 

This was 17 pct above the month 
immediately before the Korean war 
broke, and 20 pct above a year ago. 

The index had 18 consecutive 
weeks of advances and 14 advances 
over previously established highs, 
the Bureau of Labor Statistics re- 
ported. 


NPA Ban on Building Metals 
Appealed By Contractors 

A request was made to the Office 
of Defense Mobilization by the 
Associated General Contractors of 
America Inc. that the government 
agency resurvey an order barring 
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AGAIN! 
YOU CAN BUILD PROFITS 
WITH REPUTATION 





Q- 


CORRECTLY HARDENED 
JAWS AND TEETH 


\ 
‘ 
é ag 


RUST AND CORROSION RESISTANT 


with the New Finish * 
,— Standard of Quality Since 1869 


Today, the Walworth GENUINE Stillson 
wrench is sold at hardware counters all over 
America. Design- and quality-wise, it is 

the standard by which all other wrenches may be 
judged, and it is known everywhere as the 

wrench with “TEETH THAT KEEP THEIR BITE.” 

A new process of heat treating, and a special electroplated 
zinc coating makes the Genuine Stillson hard, strong, 
tough, rust and corrosion resistant. 

The Genuine Stillson comes in a full range of sizes from 6” to 48” 
... and with the ever-growing demand it will pay you to have 
a stock of Genuine Stillsons on hand. 

Order from your jobber. 


WALWORTH 


valves and fittings 


60 East 42nd Street, New York 17, N. Y. 
DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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For Extra Power 


DEPENDABILITY 
ann SALES APPEAL 
STOCK THE LINE WITH 
CONTINENTAL ENGINE 


When a lawnmower, tractor or other 















Red Seal AC5—AC6. Ultra-low profile 
models. % to 1% h.p. The line 
includes five series covering the 
¥Y% to 2/2 h.p. range. 








machine is powered by one of these 
Continental four-cycle air-cooled en- 
gines, there’s no stalling or faltering when the going gets tough. All 
models develop power well in excess of their ratings, and their torque 
at moderate speeds is unusually high. Add to this their quick, sure starts 
and unsurpassed dependability, as proved by thousands 
of users, and you know why equipment with Con- 
tinental Red Seal power won't gather dust on your floor. 





YOU’LL MOVE MORE UNITS, MAKE MORE PROFIT, 
BY STOCKING LINES WITH CONTINENTAL POWER 








Continental Motors [orporation 


AIR-COOLED INDUSTRIAL ENGINE DIVISION 
620 FORD BUILDING «+ DETROIT 26, MICHIGAN 

































TOPS in QUALITY 
TOPS for PROFIT 
TOPS in TRADE POLICY 


You'll enjoy selling UNIVERSAL hand 
and compressed air sprayers. Exceptional 
quality produces quick sales and staunch 
repeat customers. Our method of pric- 
ing provides for the most generous 
mark-up in the trade and the same 
square deal for EVERY dealer. They are 
sold solely through the Jobbers’ sales- 
man. He can show you in a hurry why 
UNIVERSAL. is by long odds the best 
line to handle. Ask him about it. 


UNIVERSAL METAL PRODUCTS CO. 


SARANAC, MICHIGAN 


214 








further use of certain copper, brass 


and aluminum products in con- 
struction. The NPA order, would, 
the contractors declared, “seriously 
delay, if not stop, building projects 
Federal, State municipal and pri- 
vate—inasmuch as the _ buildings 
must be redesigned to eliminate the 
use of brass mill products.” 
“Substitute materials, such ° as 
steel pipe or wrought iron pipe, not 
only are even now in short supply 
but their use will decrease the life 
and usefulness of the building.” 


Chain Stores Registered 
February Sales Gains 


A February sales gain of 24 pet 
over a year ago was reported by 
Sears, Roebuck. The January sales 
volume was up 47 pet. 

Montgomery Ward sales in Feb- 
ruary were 22 pct greater than the 


year before. This firm’s January fl 


sales were 44 pct higher than they 
were in the same month of 1950. 

Sears, Roebuck sales in the year 
ended Jan. 31, were 18.2 pct higher 
than in the previous year, and 
Montgomery-Ward sales were 7.6 
pet higher for the same period. 

Sears’ sales were $2,690 million 
in the year ended Jan. 31, and 
Montgomery-Ward sales were $1,- 
258 million in the same year. 


U. S. Stops Tin Stockpiling 
And Price Drops Sharply 


The government halted the buy- 
ing of tin for stockpiling purposes, 
and General Services Administrator 
Jess Larson said the suspension 
would continue until the price of 
the metal reaches a “reasonable” 
level. Immediate reaction to the 
suspension of buying was a sharp 
break in prices in world markets. 
In: New York there was 4814¢ a lb. 
drop in grade A tin prices to a 
nominal quotation of $1.34 asked. 
There were virtually no bids placed. 
Prices were down markedly in 
London and Singapore. 


Over 12!/, Million Nimrods 
Were Licensed Last Year 


The greatest number of hunters 
in history took to the field in the 
year ending June 30, 1950. In that 
year 12,758,698 hunting licenses, 
valued at over $37 million, were 
issued. 

The ten states which led in li- 
cense issuance were: Michigan, 
Pennsylvania, New York, Ohio. 
Illinois, California, Minnesota, Wis- 
consin, Washington and Indiana. 
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Hibbards' Net Earnings 
Topped $1 Million Mark 


J. C. Whipple, chairman of the} | 


mm 


board, 
president, revealed to stockholders 
of Hibbard, Spencer, 
(o., Evanston, IIl., wholesalers, that 
the company had disposed of its 
retail store at Sterling, Ill. 

The firm heads also announced | 


° ° ; 
that negotiations are under way| ; 


for the sale of two of its remaining 


retail outlets, which are at Clinton, 
lowa, Chicago Heights, IIl., and in| 
its own plant in Evanston. 

The financial report showed net | 
earnings for the fiscal year ended | 
Jan. 31, 1951 at $1,165,745 or $5.91 | 
pr share, as compared with $251,- | 
140 or $1.30 a share for the previ- | 
ous year. 


Greenfield Tap & Die 
Expects $6 Million Rise 


Sales of Greenfield Tap & Die| 
Corp. will amount to about $18 mil- 
lion in 1951, compared with less 
than $12 million in 1950, Donald 
G. Millar, president, said in ad- 
dressing the New York Society of 
Security Analysts recently. Sales 
amounted to about $3 million in 
the first two months of this year. 
Inventory has been built up by the 
company about 50 pct in the past 
year, he said. Defense work ac- 
counts for about 10 pct of the com- 
pany’s business, but Mr. Millar ex- 
pected that this type of orders 
would increase soon. 


Yale & Towne Net Sales 
In 1950 Were $65 Million 


Yale & Towne Mfg. Co. had 1950 
net sales of locks and _ builders’ 
hardware and materials handling 
equipment such as gas and electric 
hoists amounting to $65,153,204, 
Gilbert W. Chapman, president, 
disclosed in the annual report. This 
compared with $56,519,849 in 1949. 
He pointed out also that a marked 
improvement in inventory turn- 
over occurred last year. 





Aluminum Firm To Boost 
Non-vital Metal Goods 


Club Aluminum Products Co. is 
stepping up its advertising and| 
sales promotion on products in its | 
line not made of strategic ma- | 
terials, H. J. Taylor, president, an- | 
hounced. The company had sales of 
$4,671,858 in the six months ended 
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Lightweight, comfortable Seal-Dri 
Products will fold compactly for carrying, 
are sealed electronically for strength, 
and are low priced to sell in quantity. 
Exclusive features such as the “‘Form-Fit- 
Foot”, “shelter-hood”, extra-strong re- 
inforced pockets, Seal-Dri Brown color, 
and colorful, sales-winning display car- 
ton will attract your customers. Order 
today. Be sure and Buy Seal-Dri .. . the 
originators of plastic Waders and 
Hippers. Contact your jobber or write. 


Form Fit 
Foot 


r f. Colorful 
2 Box 


a 























REGULAR 
SOCKET 
OARLOCK 









ANGLE 
SOCKET 


OARLOCK 


A COMPLETE LINE OF OARLOCKS...EACH MADE OF STRONG, 
LONG-WEARING MALLEABLE IRON, HOT-DIPPED GALVANIZED 






ANCHOR LIFT LEADER 


Projects over bow for raising, lower- 
ing anchor easily. 


(Cutaway View) 





Also CLEATS CHOCKS 
BOAT HOOKS — BOW _ EYE 
STRAPS — LIFTING HANDLES. 
Profit with top-selling PEORIA Boat 
Hardware . . . made of only top- 
grade malleable iron for year-after- 
year resistance to rust, wear and 
breakage. 


JOBBERS: SEND FOR CATALOG 





Cader NOW FROM YOUR JOBBER SALESMAN! 


PEORIA MALLEABLE CASTINGS CO., PEORIA, ILLINOIS 
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Packaged to Sell.. ss 


Brass or steel escutcheon pins of fine quality...Packed in attrac- 
tive metal-edge boxes that act as sturdy containers and make 
eye-catching displays—or, if you prefer, in 100 lb. kegs... Stand- 
ard or special sizes...plain or plated finishes...made in special 
metals on request. Special nails, rivets and screws made to order 
...Economy, quality and quick delivery in large or small orders 
...WRITE FOR PRICES...We will send quotations promptly... Ask 
for free Catalog and Decimal Equivalenis Chart. 


LS RIVETS SCREWS 
§ SLIATY STIWN TWI03dS— 


ALNA 


y 


elite | 


JOHN HASSALL, INC. - to 


Manufacturers of Cold-Headed Specialties — Established 1850 





& 


ARMSTRONG-BRAY 


SPRING 
TONIC 
FOR PROFITS 


“ALUMALOY” 


ALUMINUM ALLOY 


SCREEN DOOR 
BRACES 









| or breakage 


Improved designs make them 
easy te set up and safe in use 
—the harder the pull the 
tighter the grip. 


12 types, 40 sizes—2-arm, 





* REG. TM 





3-arm dard and ial 
Sturdy, won’t rust, won't corrode — 4 é 
Alumaloy Braces are quality items that STEELGRIP Pullers with drop 
are priced to sell — retail at 20c uncarded, forged arms and heat treated 
25¢ individually mounted on display cerds. screws as well as CHAINGRIP 


42 inches long, packed in dozens and six 
dozens. Order today from your distributor 
or write us. 


Universal Pullers that reach to 

considerable distances from 

end of shaft. 

CHECK YOUR STOCK Write for Catalog 

OF THESE YEAR 

ROUND BEST SELLERS ARMSTRONG-BRAY 
& COMPANY 

5348 NORTHWEST HIGHWAY 

CHICAGO 30, U.S.A. 


w/7 tuluckles ine 
MICHIGAN 4 


TORY: GRAND BEACH, 


















Dec. 31, as against $4,067,587 in 
the same period of 1949. 

The company is building an ad- 
dition to its Chicago plant to pro- 
vide defense production facilities. 


Electrical Dealers Told 
They Must Sell Harder 


Electrical appliance and televi- 
sion dealers are faced with a selling 
job in 1951, according to Courtnay 
Pitt, vice president of Philco Corp, 
in addressing the Electric Institute 
of Washington recently. Reason for 
the selling task, he said, was that 
there would be adequate merchan- 
dise available, but that dollars in 
the hands of the public would be 
scarcer, due to higher taxes and a 
freeze on wages. 

Despite government restriction 
of materials, he said that sales in 
1951 would top any year except 
1950. So high is the nation’s pro- 
ductive capacity, he felt that all 
military requirements could be met 
and production of most civilian 
goods remain high. 

Mr. Pitt did not anticipate any 
unit restrictions by the National 
Production Authority, and _ he 
believed that the ingenuity of 
industry would offset materials 
shortages. 


Three New ‘Resins’ For 
Paint-making Marketed 


The Plaskon Division of Libbey- 
Owens-Ford Glass Co. is putting on 
the market three new “resins” for 
making paints. They are composed 
of silicone plastics and of alkyd 
resins. 

Silicone plastics, which are based 
on sand and petroleum, are said to 
have unusual resistance to high 
temperatures, salt water and chem- 
ical corrosion. Alkyd resins are 
made from glycerine and coal tar. 
The combination is said to provide 
a superior heavy duty coating. 

According to the company, coat- 
ings made from resins retain gloss 
and color up to 500 deg. F., adding 
that one resin for coating alumi- 
num will stand temperatures up to 
1,500 deg. F. 

The company listed civilian uses 
as including chemical and refinery 
equipment, transformers, X-ray 
equipment, stoves and steam radi- 
ators. Military applications are 
seen in painting motors, ships and 
exhaust pipes. 

The initial price is $1.45 a pound 
with the manufacturer stating 
that a good volume of sales would 
cut the price in half. 
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Furniture Dealers Appeal 
Ceiling Price Regulation 


Marking the first protest by a 
group of retailers against Ceiling 
Price Regulation 7, the National 
Retail Furniture Association has 
asked the Office of Price Stabi- 
lization to amend a provision of the 
order controlling retail prices by 
limiting store mark-ups. The pro- 
vision, known as section 35, rule 4, 
requires a retailer who buys an 
item at a cost different from any 
on the list for his line of merchan- 
dise to use the mark-up on the next 
lowest cost price shown or one 
based on the average for the line, 
whichever is lower. 

Leo J. Heer, vice president of the 
association, said that effect of the 
provision is to make the average 
margin the maximum margin for 
a furniture store. He said in a wire 
to the Price Administrator that the 
provision will alone depress mar- 
gins in most stores as much as the 
typical furniture store’s annual net 
profit averaged over a 10-year 
period. In a substantial number of 
stores the impact will be heavier. 
Other provisions of the order are 
tight and will cause margins to de- 
cline substantially but we single 
out this one feature as being totally 
unbearable.” 


Metal Shortages Slow 
Appliance Shipments 


Factory sales of household wash- 
ers, dryers and ironers in January 
were off from December, giving 
the first indication of increased 
shortages of metals under govern- 
ment controls, the American’ Home 
Laundry Manufacturers’ Associ- 
ation announced. The total of the 
three appliances was down 17.4 pct 
from the previous month. Washers 
were down 14.7 pct, dryers 22.9 pct 
and ironers 36.6 pct. 

January washer sales_ totaled 
821,092, as against 377,013 in Dec- 
ember. Dryer sales totaled 31,935, 
as against 41,418 and ironers 24,600 
compared with 38,800. 

Factory sales remained at levels 
above a year ago, washers being 
16.6 pet over 275,576 units in Jan- 
wary, 1950, dryers 63.8 pct ahead 
of 19,495 and ironers 21.1 pct over 
20,300 in the same month of 1950. 


Crosley Cuts Prices 
On I! TV Models 


Prices have been reduced by 
Crosley Division of Aveo Mfg. 
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\ Display it! Keep it filled! 
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CREW DRIVER & WOOD CHISEL 
SELF-SERVICE DEPARTMENT 








HEADQUARTERS FOR FINE QUALITY 


SCREW ¥ 
DRIVE ERS | 


- POMP aes af age fee 














#2160 


Yours 


FREE 


Fuller Metal 
Display Rack 
in Eye - Striking 
Blue and Orange. 
Worth $5! You 
Pay only for the 


FULLER Screw Drivers and 
COMPLETE BASIC Wood Chisels. 
ASSORTMENT ae RETAIL LIST 
* 4 Dozen Screw Drivers in Wood Chisels $24 40 
complete range of wanted sizes in 3 sizes ° 


Priced for FAST TURNOVER. Plenty of room for your present open stock. 


Shipping weight !2 ibs. 


Order today thru your wholesaler; or directly from Fuller; we'll ship and bill thru your jobber. 


FULLER TOOL CO., 


INC. 


905 FAILE ST., BRONX 59, N. Y. 


World's Largest Producers of Unbreakable Amber Handle Tools 








Corp, on 11 of its 23 television 
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ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 








Sands, Cleans, Smooths, Polishes 
Electrically... 






Designed for industry, for professional 
work, this light, beautifully balanced, 
orbital-motion, SpeedSander is rapidly 


becoming a standard home appliance. 


With its powerful electric motor and all- 

; ball-bearing construction, anyone can 
Y easily re-surface and refinish furniture, 

y woodwork, metal surfaces or walls. It 


will quickly remove old paint, stain, or 
enamel down to the bare wood or metal; will sand- 
paper to a “piano finish”; remove rust and corrosion 
or “feather edge”’ a scraped fender. It will burnish 
pots and pans or with lambs wool bonnet, delicately 
lish fine furniture. It makes tedious, tiresome 
jobs fun—saves hands! In design, convenience and 
efiiciency it is today’s finest sander regardless of 
price. Be first to display this nationally ad- 
vertised’ SpeedSander. 


[7 WRITE FOR 
af CATALOG 


MANUFACTURING CO. 
1836 So. 52nd Ave., Cicero 50, Illinois 
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No 53C 


The Complete 
Gas Heater Line 


* 8 fully vented heaters 
* 20 unvented heaters 





“The Better Gas (— 





SPACE HEATER” | 


No. V170 


No. 3034 


Over 
45 Years 
Stove Experience 








No. 360 


There is a correct size Martin 
Heater for every need. All AGA 
approved for natural, liquified 
and manufactured gases. Ask 
your jobber for complete cata- 
log or write direct. 


MARTIN STAMPING & STOVE CO., Huntsville, ala. 











BRAND 


WEATHERCALK 


—| - Be FAl-2 





|_| ele) 


Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN 6(lilustrated). 
PECORA ASBESTOS FURNACE CEMENT 
PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


ne 





PAINT COMPANY: 
Lawrence & Venango Sts., Phila. 40, Pa. 


Manvfacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glazing Compounds... Stove 
Putties. ..Roof Coatings... Industrial Paints and Finishes 
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NEW TYPE REMOVER 
Peels Off Paint 





CLEAN—NO MESS 
NEEDS NO AFTER-WASH 
NON-INFLAMMABLE 
WORKS ON ANY FINISH 





Order from your jobber. 
Write us for free sample. 


W. M. BARR & CO. 
2342 South Lauderdale, Memphis, Tenn. 











models. The price reduction ranges 
from $40 to $60. 


Furniture Orders Heavy 
Industry Study Shows 


A heavy volume of winter mar- 
ket furniture orders which reached 
“avalanche proportions” was _ re- 
ported in a January study of 
industry conditions by Seidman & 
Seidman, accountant for many fac- 
tories. January production touched 
a new high, the report stated. New 
orders were 57 pct above the dollar 
figure for January 1950 and two- 
and-half times the December 1950 
total. 

Shipments showed a 46 pct rise 
over January, 1950, and a gain of 
5 pct over December. 

Dealers inventories were begin- 
1ing to touch abnormally high levels, 
was stated and the accountants ob- 
served that this was in no way 
deterring dealers from extending 
their commitments. 


Better Electrical Living 
Suggestions in New Book 


A booklet designed to show how 
a contractor can add value and sales 
appeal to any new home has recent- 
ly been published by the Westing- 
house Electric Corp. Six sales fea- 
tures, ranging from a well-planned 
and equipped kitchen to adequate 
wiring throughout the new hom: 
are featured in the book. 

One effective sales incentive, the 
booklet explains, is equipping the 
kitchen with all major appliances 
and including them in the cost of 
the mortgage. Under such a plan, 
an eléctric range, refrigerator, 
dishwater and garbage disposer 
would add only about $3.34 to 
monthly mortgage payments. 

Another sales feature listed is a 
completely automatic laundry. Spe- 
cial features cited for the bathroom 
are electric wall heaters, proper il- 
lumination, the new fluorescent sun 
lamp, a vapor-proof light above 
the shower and a night light. 


Nesco Dollar Volume 
Up Nearly 25% in 1950 


Sales of Nesco, Inc., a leading 
housewares producer, amounted to 
$19,026,561 in 1950, compared with 
$15,272,830 in 1949, a rise of almost 
25 pet, Arthur Keating, president, 
reported. 

The company’s war contract 
business is approaching the $500, 
000-a-month mark, he added. 
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Study Shows Need for 
2,850,000 Water Heaters 


An annual need for 2,850,000 au- 
tomatic water heaters under the 
defense mobilization program was 
revealed in a recent report issued 
by the Water Heater Division of 
the A. O. Smith Corp. 

The report, based on figures from | 
the U. S. Dept. of Commerce, U. S. | 
Bureau of Labor Statistics and | 
other authoritative sources, showed | 
that there were approximately 20 | 
million such heaters in use at the 
end of 1950. This was a tremen- 
dous increase from the less than 
1,500,000 in use in 1937. It repre- 
sented, among other things, auto- 
matic heating of water in 57 pct 
of the single dwelling homes in the 
nation. 

The report showed that the an- 
nual production of replacement 
heaters for civilian and industrial 
use is 2 million units. This is based 
on a conservative estimate of 10 
years for the life of a heater. In 
addition, according to Bureau of 
Labor Statistics, 850,000 heaters 
are needed annually for govern- 
ment and defense housing purposes. 









ANDROCK 


© 1951 


Appliance Firms Get 


5 sizes of Food Strainers 
in matching design. 


5000 LINE OF 


Stainless Steel 


KITCHEN TOOLS 


Bright Polished Finish. 
Red and ivory plastic 
handles. 








THE WASHBURN COMPANY 


WORCESTER, MASS. « ROCKFORD, ILL. 





Defense Work Contracts 


More and more companies which 
produce for the hardware industry 
are announcing new defense con- 
tracts. Typical of these are Thor 
Corp., major appliance manufac- 
turers, which has received a large 
order for artillery shells, and the 
American Stove Co., which has 
been awarded a contract to make 
rocket assemblies for the Army. 

During World War II Thor was 
the country’s largest producer of 
shell boosters. The firm states that 
the production of shells at its 
Bloomington, IIl., plant will not in- 
terfere with that plant’s output of 
wringer-type washing machines. 

American Stove Co. also states 
that the defense work will not in- 
terfere with its output of civilian 
products. 





SPANDY 


the cenrie killer 
IS 
COMING! 


isvessseiibicliiaiietaenteneen 


Natural Gas Reserves 
Are 185 Trillion Cu. Ft. 


Proved recoverable natural gas 
reserves totaled 185.6 trillion cubic | 
feet on Dec. 31, according to es- | 
timates made in a joint report of | 
the Committee on Reserves of the | 
American Gas Association and the | 


American Petroleum Institute. 
This total represented a rise of 5.2 
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McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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DROP FORGED HEAVY 
& SHELF HARDWARE 


Whatever you may need — Drop Forged 
Hooks, Shackles, Wire Rope Sockets, 
Chain Connecting Links, Turnbuckles, 
Thimbles, Eye & Ring Bolts, Swivels, 
Blocks or Pulleys — Wilcox-Crittenden 
is prepared to take care of your needs! 
All items are made in a variety of styles 
and sizes. Drop Forged goods are weld- 
less. Galvanized items are thoroughly 
coated — even the threads —by the Hot 
Dip Galvanizing Process. 

Our Catalog ‘K’ will give you all the 
information you need. If it isn’t at your 
fingertips, write for a free copy today. 


WILCOX-CRITTENDEN 


"TA CENTURY OF DEPENDABILITY’’ 
77 SO. MAIN STREET, MIDDLETOWN, CONN. 























BELT ~ > LACING 








S 





“Foonomy PACKAGES 
in “‘E’’ CARTONS 











1 10 packages of a single size 
to the “E” carton. 4 Five popular sizes 

2 Each package is a complete —Nos. 15, 20, 25, 27, 35, 
sales unit. 5 Eliminates breaking of 


Contains one set of lacing, hinge standard boxes, 
3 and gauge pins fer 12” of belting 
width, 


@rder Cartons From Your Jobber — Ask for Bulletin A-60 


FLEXIBLE STEEL LACING CO., 4616 Lexington St., Chicage 44, HI. 
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trillion cubic feet over the total a 
year earlier and was the largest 
amount of reserves on record. 


Strikes Caused Drop of 
Industrial Output Index 


A slight drop in industrial pro- 
duction in February from the post- 
war record high established in Jan- 
uary was reported by the Federal 
Reserve Board which said the drop 
was due mainly to the railroad and 
woolen mill strikes. The board 
stated that after the end of the 
railroad strike in mid-February, 
steel and coal production recovered 
to about January levels and auto- 
mobile output rose to the highest 
weekly rate since last October. 

The production index in January 
was 219 pct of the 1935-39 average, 


| which equals 100. This was the 


highest mark since the 220 index 
set during the war in June 1945. 


January Vacuum Cleaner 
Output Down Slightly 


Factory sales of standard-size 
household vacuum cleaners in 
January totalled 282,305 units, 
down 2.2 pct from 288,756 in the 
preceding month, according to in- 
dustry-wide figures announced by 
the Vacuum Cleaner Manufactur- 
ers’ Association. 

Sales in January showed an in- 
crease of 13.3 pct over 249,150, the 
total reported for January, 1950. 


New Rubber Usage 
Up 7.5°%, in January 


January consumption of new 
rubber totaled 103,585 long tons, 
compared with 96,319 long tons in 
December, a 7.54 pct gain, reported 
the Rubber Manufacturers Asso- 
ciation, Inc. 


Scrap Sorely Needed by 
Expanding Steel Industry 


The National Production Av- 
thority’s advice to the hardware 
trade and industry generally is to 
dig out obsolete equipment and any- 
thing else that will make good iron 
and steel scrap. 

With the steel industry installing 
new capacity that will give the 
country an all-time high of 117, 
500,000 tons by the end of 1952, 4 
definite scrap shortage is in pros- 
pect for this year and next. 

It is estimated that the deficit 
between now and the end of next 
year might be as much as 5 to7 
million tons. 
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BUZZSAW SAYS: 


How is a good way to build store traf- 
fic, especially in the tool department? 





Start carrying a line of power tools. It only 
takes three or four tools to start in a mini- 
mum way. 


What tools would you recommend asa 
starting power tool stock? 


One of the Shopmaster circle saws. There 
are four of these retailing from $32.95 to 
$105.00. 





Shopmaster 7” tilting arbor saw $45.95. 


A second tool should be a band saw. There 
are two—the 10” at $46.95 and the 12” at 
$79.95. 





The third tool to stock is the jointer, either 
the Shopmaster 4” jointer at $47.95 or the 
6” jointer at $79.95. 


The last of the four ‘‘must”’ tools is the drill 
press. At $44.95 this really rounds out the 
basic tools. 


What is the best power tool for a 12 
year old boy to use? 


The 15” Shopmaster jig saw at $27.95 or 
the saber saw at $17.95. Either of these 
tools is ideal for a boy to use to get started 
in woodworking. 


(Prices shown are in Zone 2. 
Slightly lower in Zone 1.) 


SHOPMASTER Tools are stocked by 
leading jobbers everywhere 


There are 16 different SHOPMASTER Tools 
to Ot every purse . . . To fit every job. 


oe ae if an (e- 








SHOPMASTER, INC. 


1214 Third St 


5. Woarcapolis, Minn 
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While there is some sentiment in 
the government for a big public 
scrap drive, NPA officials who 
would be in charge of such a pro- 
gram shudder at the thought of 
anything like some of the World 
War II fiascos. 


Currently, NPA is directing its | 


main efforts to business and indus- 
try, auto wreckers, local govern- 
ments, and the government’s re- 
serve of World War II ships. Farm- 
ers are also included in NPA plan- 
ning, but this is the closest any 
drive will get to the public at the 
present time. 


Westinghouse Consolidates 
Appliance Renewal Parts 


Westinghouse Electric Appliance 
Division has completed moving 
890,000 pounds of renewal parts 
from its East Springfield, Mass., 
plant to its renewal parts center at 
Newark, O. 

The move, designed to provide a 
faster and more efficient service to 


.dealers and distributors, will con- 


solidate parts for all Westinghouse 
appliances. 


Public Hearings Booked 
For Small Businessmen 
On Mobilization Effort 


A six-week schedule of field hear- 
ings on the impact of the mobiliza- 
tion program upon small business, 
will be started on March 26, by a 
sub-committee of the House Small 
Business Committee. 

“The problems of every segment 
of small business, from the manu- 
facturer to the retailer will be in- 
vestigated,” according to Commit- 
tee Chairman Patman, Dem., Texas. 
“The committee hopes to obtain a 
comprehensive picture of the small 
businessman’s current difficulties 
and his suggestions as to how they 
may be alleviated.” 

The eight-man field subcommit- 
tee headed by Rep. Mansfield, Dem., 
Mont., will deal with the follow- 
ing specific issues: Defense prime 
contracts and_ subcontracts, es- 
sential civilian supplies, scarce ma- 
terials, financial assistance, plant 
utilization, retail and wholesale 
distribution, and the effects of 
price and other controls. 

Rep. Hill, Rep., Fort Collins, 
Colo., hardware dealer, is a mem- 
ber of this subcommittee. 

The hearings will open in Lynch- 
burg, Va., on March 26. Hardware 
dealers wishing to bring their prob- 








The Gillie 






Your 
customers have 
a line on 


UNION HARDWARE’S 
complete line 


of more than 


alien, ani 





The Gillie, and The 


Imp, 


Nyglax (tubular glass), 
Tonkin cane fly 
featured in Union Hardware’s national ad- 


impregnated rods, 
vertising this spring, tip your customers off 
to the values in Union Hardware’s complete 
line of rods. Dollar for dollar, your customers 
can't beat em. The Imp, for example, can't 
be matched for three times its price. And 
there’s a Union rod .. . of glass, bamboo or 
steel... for every type of fishing and every 
angler, novice or expert. 

Your customers are getting the story every 
month this spring in Field and Stream, read 
by more than 3,150,000 of the nation’s most 
active sportsmen. Prepare for them by 
writing today for our new fishing rod catalog 
and price list... and cash in your profit 
potential in Union Hardware rods. 


Don't Neglect Roller Skate Sales 
Union's #5 Sidewalk Skate 
Standard Of The Trade 
Ask for latest skate catalog. 








TORRINGTON, CONNECTICUT 
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No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 





Sharou 
LICENSE 
PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts, For 
older 
model 
cars 









or write direct 


Dy 
Shavott Boil and Scrtu! Lo. 


BOSTON 10, MASS. 





SHARON HAS SHIPPED ITS 
ONE - MILLIONTH 


ASSORTMENT 





PROOF POSITIVE 


THAT SHARON 
REFILLABLE ASSORTMENTS 





TURN LOSSES ON DIME 


SALES INTO PROFITS 


% y fy 
Shavow Boil. aul, Screu! Lo. 


BOSTON 10, MASS. 
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lems to the committee, should check 
the list of cities below and get in 


| touch with the Chamber of Com- 


merce, or similar organization, or 
the nearest Commerce Dept. 

The hearing schedule, through 
May 3, is as follows: March 27 and 
28, Nashville, Tenn.; March 29, At- 
lanta, Ga.; March 30, Raleigh, 
N.C.; April 2, Charleston, W. Va.; 
April 3, Covington, Ky., and Cincin- 
nati, O.; April 4, Indianapolis, Ind.; 
April 5, Lafayette, Ind. 

April 9, Toledo, O.; April 10, 


| Rock Island, IIll., and Davenport, 


Iowa; April 11, St. Louis, Mo.; 


| April 12, Louisville, Ky.; April 16, 


At your | 
favorite jobber | 


Harrisburg, Pa.; April 17, Syra- 
cuse, N. Y.; April 18, Brooklyn, 
N. Y.; April 19, Paterson, N. J. 

April 23, Hartford, Conn.; April 
24, Providence, R. I.; April 25, 
Worcester, Mass.; April 26, Man- 
chester, N. H.; April 30, Little 
Rock, Ark.; May 1, Dallas, Texas; 
May 2, Houston, Texas; and May 3, 
New Orleans, La., or Jackson, Miss. 


Women Say Life of Gas 
Range Is 18!/, Years 


One of the most interesting 
points developed by a survey of 
7000 gas range users, is determina- 
tion of 181% years as the average 
replacement age of a gas range. 
Generally, in the range industry, 12 
years is considered the age at which 


| a modern range is outmoded by im- 


| 





provements. The survey was made 
for the Caloric Home Institute. 


Two-thirds of Farmers 
Pay Cash for Appliances 













In the purchase of durable goods | 


the farmer shows a greater ten- 


dency toward full cash payment | 


than is true of the non-farm buy- 
ers. This is indicated by a study 
made by the Survey Research Cen- 
ter of the University of Michigan, 
and financed by Capper’s Farmer. 
Interviews with 174 farm and 1232 
non-farm buyers of major house- 
hold appliances showed that 66 pct 
of the farm buyers paid full cash; 
only 47 pct of the buyers in the 12 


| largest metropolitan areas and 38 


pet of the buyers in other cities 
of 50,000 or more paid cash. 


17 Million Women Employed 


There are now 17.2 million women 
workers compared to 13.8 million 
in 1940. Almost twice as many are 
married as were in 1940 and 15 pct 
less are unmarried. 


(Resume reading on page 15) 












Tightens loose furniture 
WITHOUT taking it apart 


CHAIR-LOC 


<i WOOD JOINTS TIGHT 


THE CHAIR-LOC COMPANY, Freeport, N.Y. 












CHROME 
BRASS PIPES 


VV," to 4” sizes 


BRASS TUBING 
Y_", Yq", 134", IY)" OLD. 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, ~ 








METAL FLOATS 
3" to 12"* diameter 
ball floats of cop- 
per or stainless 
steel for open 
tank to i50% 

pressure in stock 

—specials of 

various metals 
made to order, 


ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 





Ball 
Type 



























THE NEW Columbiana 
CAM-LOCK HYDRANT 
"*Sold the Werld Over" 

Here's a fast-selling new Cam-Loek Hy- 
drant for use on pressure lines. Sturdily 
bullt with few moving parts, this Colum- 
blana Hydrant has neo springs to rust out 
its many new features include: 

% ONE-PIECE BRONZE VALVE BODY 
~ Sry onnenve VALVE ASSEM- 
* ANTI-FREEZE ACTION 

& CAM-LOCK HANDLE PREVENT? 
DRIPPING AND WATER WASTAGE 
-_ market, Weite today for complete interme. 

= rite te or com. eo in 
= tien. Established 1888. 


Columbiana PUMP CO., Columbiana, Obie, U.S.A 




















IMMEDIATE « + 
DELIVERY! ° 
steel in stock. 
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Also Folding Tables | r 
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j WRITE | e 
FOR 

PRICES . 

Now! x 


~ ADIRONDACK CHAIR CO. 3%.""%"% 


N.Y. 1, N.Y. @ 
eeeeeeeeeeee?e 


: CHAIRS 


All types, wood and 


Churches, 
Schools, 
Clubs, etc. 











Buy 
Savings Bonds 


Now 
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* 
hack saws Panel sq POSS saws ong ne 
Iw. 


sk . 
block Planes & hand Pruning sews 
Mitre saws Saws 


MINEOLA, NEW YORK 





ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices 
Nationally Advertised Products 


GREAT NECK SAW MEFRS., inc. 





tore pion ‘ 
pisels * * 

wood © lon lor 5° 

arivers * ck P anes ire¥ 
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see your jobber 











Peauea( )uLLDY minnows 
pe ™..... GET FISH! 


MAKE CUSTOMERS 


ce) 3 


TRAOE wean 


“Best fish taker | ever used.’’ 
There are sizes for fly casting, 
spinning, baitcasting, and trolling 
for fresh and saltwater. 
Send for complete catalog of leaders, lures and hooks. 


PEQUEA WORKS, INC. * STRASBURG, PA. 


MAKERS OF WORLD’S BEST SNELLED HOOKS 











auger bits | Midway Mirbrite Bits 
for every | “preperred by all 
purpose uke waut the Gest!” 





ae ee 


aap as Bat 
wv Standard auger bits 


_ 17 sizes (4/4 6" to 24/6") 





Auger bits for 
electric drills 
4je” to 12/46" 


Tnhidwag 
THE MIDWAY TOOL’CO., INC. 
ae THE MIDWAY TOOL ¢ 


SPRINGS ARE EASY TO STOCK WITH 


Gardner's 
SPRING CABINETS 


A single convenient metal 
drawer holds 128 selected 
Springs, 40 most popular 
sizes, in coded com- 
partments. Larger 
assortments come in 
2 and 4 = drawer 
cabinets. These are 
top quality, preci- 
sion made, plated 
and burnished 
Springs. Boxed re- 
fills shipped from 
stock. Order from your jobber or write us. 


Gardner Wire Co 1329 So. CICERO AVE. 


CHICAGO 50, ILL. 


*Mirror Bright 





Sales Office and Factory 
Melvin, Ohio 
































| RENDERING DEPENDABLE SERVICE TO AMERICAN INDUSTRIES SINCE 1922 







Boxed & Carded 
¢ popular-priced > 
for LACQUERING, 
VARNISHING 
ENAMELING 
MARKING and 
TOUCH-UP 


_-\ Order From Your Jobber 


UMBACHER. xc. 



























THE BEST WOW...2d for SO years | 


~ — sn ittennt onan os 


“to huang uo Thungs. 
PICTURE HANGERS 


PUSH-PINS . 
Vo faite ufo 


Your customers deserve the best and they'll get it when you sell 
them Moore products. Nationally advertised to help you sell more. 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST. PHILADELPHIA 44, PA 


















ASK FOR IT 
BY NAME 







ACID CORE 


SOLDER 


Why accept less than the Best—when GLASER costs no more? 


GLASER LEAD CO., INC. 
21-31 Wyckoff Avenue, Brooklyn 27, N. Y. 








* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN 
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It’s time we got working mad! 




































As we listen to the latest insults from 
Moscow, we're likely to get fighting 
mad. 


Instead, we’d better use our heads 
and get working mad. ~ 


It is clear by now that Stalin and his 
gang respect just one thing—strength. 
Behind the Iron Curtain they’ve been 
building a huge fighting machine 
while we were reducing ours. Now 
we must rebuild our defenses—fast. 


As things stand today, there is just 
one way to prevent World War III. 
That is to re-earm—to become strong— 
and to stay that way! 


This calls for better productivity all 
along the line. Not just in making 
guns, tanks and planes, but in turn 
ing out civilian goods, too. 


Arms must come first. But we must 
produce arms at the same time we 
produce civilian goods. 


We can do this double job if we all 
work together to turn out more for 
every hour we work—if we use ou" 
ingenuity to step up productivity. 


All of us must now make sacrifices 
for the common good. But we're 
working for the biggest reward of all 
—peace with freedom! 








FOR A FREE COPY OF “THE MIRACLE OF AMERICA” 





MAIL THE COUPON to Public Policy Committee, The Advertising 
Council, Inc., Dept. B.P., 25 West 45th Street, New York 19, N. Y. 
Name 
Address 
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When you sell Coburn Sliding Door Hardware you have the 

advantage of a complete line of hardware for straight-sliding, 

sliding-folding, around-the-corner and roundhouse doors. 
Inclesed track * brackets « hangers « handles * guide rolls 
guides © stops ¢ binders © chafe strips * bolts * hinges 


For full information send for Catalog #200 





APRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
Sales Engineering: 56 Sterling Street, Clinton, Mass. * Executive Office: 500 Fifth Avenue, 


Hew York 18, N.Y..¢ Sales Offices: Atlanta © Boston * Buffalo * Chicago .* Denver | 


Oetroit * Philadelphia © Pacific Coast-The Catifornia Wire Cloth Corporation, Oakland 6, Cal. 











ASK 
YOUR 

JOBBER 
TODAY! ~’ 


STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 





Mede exclusively for 


AMERICAN IMP@RT €0., San Francisco, California 








Clear price marks make QUICK SALES! 


"~Yatsoe7 METAL MARKERS 
PRINT PRICES PLAINLY 


Blaisdell Markers write easily on metal, 
china, glass, plastic or any glossy surface. 


Marksare legible, bril- 
liant and lasting, but 
easy to remove with a 
damp cioth. Made in 
792-T Thin Black and 
795-T Thick Black. 
Order from your dealer—or 
write for Free Sample, naming 
this magazine. 


7Q° > 
792-1 S%aisdes 
ee a Am a a 





METAL MARKER ° 


BLAISDELL PENCIL CO., BETHAYRES, PA. 
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_. fine pruning shears 
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FREE cata! 


i big 


CORUNA 


CLIPPER COMPANY 
CORONA, CALIFORNIA 




















When YouAre Looking 
For a Certain Product 





and only the trade-name is known— 
look in the General Directory Section 
of the Catalog Directory Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade name you 
will find the name of the manufae- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Catalog and Directory 
Number where you can reach it 


quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 




















PATENT PENDING 





DEALERS WANTED 


New Bait Holder Brings Extra Profits 





The ANGLER'Z FREND is making a hit 
with fishermen all over the country. 
This all metal unit is quickl, attached 
to any 9'' round minnow bucket. Its 
four individual compartments make it 
a handy place to keep cut bait, plugs, 
hooks, etc. Better plan now to meet 
the demand when the fishing season 
opens. Priced to you at $11.40 per 
doz., F.O.B. Tulsa. You sell for $1.50. 


WRITE TODAY 
ANGLER’Z FREND 
Manufactured Exclusively by 


B&B INDUSTRIES 


P. O. Box 4134 Tulsa, Okla. 








{ CHAIN FOR EVERY NEED 








17'S GOOD BUSINESS 


70 SELL 


FALIENLD piled 






The Cleveland Chain & Uf Co. 
Cleveland 5, Ohio 


aoe! 
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Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 
Set solid, maximum, 50 words........ $5.00 
Each additional word.......... 10 


Positions Wanted 


(Special Rate) set solid, maximum, 
WN ict zcnpcdcaecacsiue sfeeses. owe 
Each additional word .......... 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order In form 
of check or money order, not currency or 
stamps. 











Help Wanted 


Representatives Wanted 


Representatives Wanted 











STEEL AND HARDWARE 


Wholesale distributors well estab- 
lished in the South seek general 
manager thoroughly experienced 
all phases management steel or 
hardware warehouse. Good salary. 
Excellent opportunity. 


Address Box A-74, care of HARDWARE AGE 
100 East 4Znd Street, New York 17, N. Y. 








AGGRESSIVE MEN! 


Opportunity for advancement or to own your own store 
with expanding national chain of Jim Brown Town & 
Country Stores. Openings for Store or Department 
Managers in Hardware, Appliances, Building Mate- 
rials, Housewares, Farm afd Garden Equipment, Etc. 
Write fully to Public Relations Manager. 


JIM BROWN STORES, INC. 
417 Jim Brown Building, Cleveland 3, Ohio 














Representatives Wanted 


CONTRACT HARDWARE MAN WITH 
SUFFICIENT EXPERIENCE and _ background 
to direct Contract Hardware Dept. of successful 
Builders’ Hardware concern in the state of 
Ohio, a real opportunity for the right man. Write 
full details, experience, references, education, 
etc. Address Box A-78, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 


ADDITIONAL LINE OFFERED 


To salesman now covering industrial and insti- 
tutional trade. Wholesale distributor of all 
major paint manufacturers wants additional 
metropolitan coverage for maintenance and in- 
dustrial sales. Commission basis to proven go- 
getter. 
Address Box A-75, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 























SALESMEN SELLING RETAIL DEALERS 
—opportunity to join sales staff of established 
Hardware, Housewares and Garden Supply whole- 
saler now reorganizing sales organization. Terri- 
tories still open, all Long Island and New York 
State from Tarrytown north to Albany. All re- 
lies confidential. Address Box A-49, care of 
ea AcE, 100 East 42nd Street, New York 





PROFITABLE, EXCLUSIVE TERRITORIES 


OPEN on Septifeed—a new, patented product 
guaranteed to eliminate costly digging up and 
pumping out of Septic Tanks, Cesspools, Seepage 


Pools. Nothing like it on the market. Perfect for 
hardware trade. Write The Septifeed Corporation, 
Chambersburg, Penna. 
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SALES REPRESENTATIVES WANTED 


Calling on the wholesale and retail hardware and 
plumbing trade to handle our ‘‘Fitz-It’’ and ‘Bull 
Deg Grip’’ replacement plumbing handles on an ex- 
clusive commission basis. Several territories open. 
State fully details in your reply regarding your ac- 
tivities and clientele. 


THE STURGIS PLATING & MFG. CO. 
400 Norwood Ave. Sturgis, Michigan 











SALESMEN WANTED 


Experienced hardware jobber salesman, acquainted 
with general trade practice. One, for the Eastern 
Pennsylvania and Northern New Jersey territory. 
Another, for Southern New Jersey and Eastern shore 
of Maryland. Excellent opportunity for the right man, 
Established accounts. Young, progressive jobber; will 
supply car if necessary. Salary and Commission. Reply 
in confidence to Box A-65, care of — AGE, 
100 East 42nd Street, New York 17, 














SALESMEN SELLING LARGER DISCOUNT 
RETAILERS to sell factory inventory of 3 piece 


steel wall cabinet sets $12.75 complete to finish up 
This 


preparatory to changeover to D.O. work. 

is not a permanent position but the quantities 
available are tremendous as inventory of steel 
sheets is high. 10% commission. Address Box 
A-5, care of Haspware Ace, 100 East 42nd | 
Street, New York 17, N. Y. 








SIDELINE SALESMEN 


WITH ESTABLISHED roe Lowne AMONG 
HARD WARE RETAILERS CARRY NATION- 
ALLY ADVERTISED a PUBLICIZED ae 
O-MATIC (THE REVOLVING BRUSH). LIB- 
ERAL COMM/3SION. PROTECTED TERRITORY. 
ADVISE TERKITORY DESIRED. 


MELAIRE DISTRIBUTING COMPANY 
420 Lexington Avenue New York 17, N. Y. 














PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
Firm, Sell to Hardware Stores and Plumbing Con- 
tractors. Choice (protected) Territories open, 
Commission. Replies confidential. Address Box 
A-46, care of — Ack, 100 East 42nd St., 
New York 17, N. 





CHAIN STORE REPRESENTATIVE. 


MANUFACTURERS of « product already na 
tionally distributed in the MAJOR CHAIN 
STORES are looking for a representative who 
is now selling an electrical goods line to the 
major chain stores. The man we want should 
be earning at least $30,000.00 per year on his 
present line. Our line will add $30,000.00 a year 
or more to his present income. Please give de 
tails in first letter. Address Box A-70, care of 
Harpware Ace, 100 East 42nd Street, New York 


7, a 





| 
| 





SALESMEN SELLING RETAIL DEALERS 
who have established following among hardware 
and power tool dealers representing recognized 
saw manufacturer. Protected territory—advise 
territory desired. Western Saw Manufacturers, 
Inc., 1842 W. Washington Blvd., Los Angeles 7, 
California, 








SALES AGENTS FOR WIDELY KNOWN 
and highly regarded line of quality paints and 
enamels Long established manufacturer offers 
attractive commissions to individuals with con 
nections in hardware, building supply, paint and 
wallpaper field. Territory open on Eastern Sa 
board and adjacent territory. Address Box A-72, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y. 

SALESMEN WITH FOLLOWING AMONG 


RETAILERS wanted by New York Wholesaler 
Good commission, no objection to non-conflicting 
line. Many territories open. Address Box A-77, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y 





Positions Wanted 


EXPERIENCE IN ALL BRANCHES OF 
HARDWARE business, retail and wholesale, 
window and interior display work, Hardware store 
remodeling and departmentizing, show card and 
sign work, capable as store or Dept. manager. 
Prefer position in California. Address Box A-59, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





——— 





ALMOST 15 YEARS’ EX 


wholesale and manufacturing. 


MAN, YOUNG, 
PERIENCE retail, 


Desire inside sales, office or contract hardware 

position with future. Responsible, ambitious. 

Knowledge housewares, stock builders hardware, 

SIDE LINE COMMISSION SALESMAN | tools, paints and mill supplies, Familiar with 

WANTED by nationally advertised package lawn clerical duties, orders, pricing, purchasing, phone, 

grass seed dealer. Address Box A-33, care of | counter-store sales. Will relocate, Address Box 

Harpware Acg, 100 E. 42nd Street, New York | A-76, care of Harpware Ace, 100 East 42n¢ 
i, a © Street, New York 17, N. Y 





SALESMEN WANTED WITH FOLLOW- 
ING IN RETAIL Hardware Stores, New York, 
New Jersey, Pennsylvania, Delaware—to sell a 
top quality line of Brooms, Brushes and Mops. 
Drawing and commission. Can be handled as an 
added line. Address Box A-67, care of Harp- 
ha I Ace, 100 East 42nd Street, New York 17, 





POSITION WANTED BY EXPERIENCED 
RETIRED hardware man. Have had over thirty 


years’ experience as salesman and ownes of suc: 


cessful retail store. Desires position as buyer with 
wholesale house or department, Southwest part of 
country preferred. Best of references. Address 


Box A-56, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 
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through 


EDUCATION 


that saves lives 


The American Cancer Society's 
program of Public Education 
stresses cancer’s danger signals, 
to bring people to their physi- 
cians in time; Professional 
Education brings latest facts to 
doctors, nurses, dentists. Your 
contribution to the Society also 
strikes back at cancer through 
Research and Service to the 
cancer patient. 


AMERICAN 
CANCER SOCIETY 


Mail your contribution to 
“CANCER” in care of 
your local post office 
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1. Coverage: wholesalers, chains and 


key department stores 


2. Sales force: well known and experi- 
enced men 


3. Impressive permanent showroom 


. Straight commission basis 


OLAF K. TACKLE & CO., INC. 
480 Lexington Avenue, New York 17, N. Y. 














SALES REPRESENTATIVE, RESIDENT 
OF BOSTON desires to represent manufacturer 
for sale of hardware or equipment in Eastern 
Massachusetts or New England area, Attractive 


office. Full or part time, Salary or commission 
basis. Francis J], McNulty, 95 Corey St., Boston 
29 ae 
32, Mass, 





REPRESENTATIVE 


MANUFACTURER'S 


OF BUILDERS’ and CABINET hardware cov 
ering New York, New Jersey, Eastern Pennsyl 
vania and Connecticut, seeks additional line. Ad 


of HARDWARE 
York 17, N. 


dress Box A-16, 
East 42nd Street, 


care 


AGE, 
New pas 








MANUFACTURER’S REPRESENTATIVES 
COVERING 
Ca — GEORGIA 


Wholesale Hardware—Mill Supply 
Automotive Supply Jobbers 


Address Box A-73, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











IOWA—OVER 600 HARDWARE STORES 








Need one good line, Please give information in 

a letter to MARK ANTHONY, Mfrs. Agent, 

255 Jewett Building, Des Moines, Iowa. 
REPRESENTATIVE NOW SELIL- 





NATIONALLY known product to best 
rated electrical and hardware jobbers in New 
York City. Want one more good line to sell to 
this same trade. What have you? Address Box 





A-69, care of Harpware Ace, 100 East 42nd 
Street, New York 17, New York. 

TWO TOP NOTCH MANUFACTURERS 
AGENTS available for a leading line on com 
mission bgsis. Territory New York metropolitan 
area, New England and New York State. Large 
following of Hardware, Plumbing Supply Whole 
salers and Jobbers. References. Address Box 
A-71, care of Harpware AcE, 100 East 42nd 
Street, New York 17, N. Y. 





ONE MAN SALES ORGANIZATION ES- 
TABLISHED in Northern Ohio and Michigan. 
Guaranteed volume sales to department stores, 
hardware, paint retailers and jobbers. Inquiries 
invited from responsible manufacturers. Address 
Box A-60, care of Harpwarr Ace, 100 East 42nd 


Street, New. York 17, N. Y 





100 | 


| Central 


SOUTHEASTERN STATES 


Agents. Established 1926. 
Cover trade 4 times yearly. 
Inquiries invited. 


Manufacturer's 
Staff of 5 men. 
Commission basis. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue, Miami 38, Florida 











NEW ITEMS WANTED. 


SALES ORGAN- 
IZATION wishes to add new items for their 
rapidly expanding sales program. Now covering 
Il. and Wisconsin. Will expand to a larger terri 
tory with the right items. Address Box A-64, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N 





Business Opportunities 








WANTED BY MANUFACTURER 


A few accounts to buy putties, glazing compounds and 
caulking one aluminum pain penetrating 
wood sealers, Pliolite S-5* Rubber Based Enamels 
(By re for masonry surfaces, direct from 





8B lo 
accounts. Beautifully packaged 
cans or privately labeled for quick sales and large prof- 
its. Every product unconditionally guaranteed. Write 


PAINTMASTER PRODUCTS Box 844, Holyoke, Mass. 











STORE FOR 
Pennsylvania farming 
3,000 population with three 
major industries and various smaller 
Gross $150,000 annually. Price $85,000. 





Located 
area in town of 
nationally known 
enterprises. 
Rent 


HARDWARE SALE 


| store room and four warehouses $200 per_month, 


| Excellent 





opportunity. Farm_ supplies Building 
Reason selling: other interests. Busi- 
Address Box A-66, care of 


New York 


materials. 
ness established 1863. 
Harpware Ace, 100 East 42nd Street, 
7; ie 





HARDWARE, PLUMBING AND HEATING 

BUSINESS for sale. Top location in upstate New 
York industrial town. Good bottled gas franchise 
and electrical appliance business doing a profitable 
business. Selling because of age and health. Ad- 
dress Box A-52, care of HARDWARE Ace, 100 East 
42nd Street, New York 17, N. 
100,000 PIECES OF KD MAPLE which can 
be reworked into small blocks or handles and 
panels, Pure Ice & Coal Co., Box 396, Seneca 
Falls, New York. 





HARDWARE, PAINTS, APPLIANCES 
AND BOTTLED GAS, Retail store doing $70,000 
New 


a year. Good business town in Southern 
York State. Mr. VAN ATTA, care of May 
Brothers, Business Brokers, Binghamton, N. Y. 
Tel. 2-5067 (reverse charges). 

FOR SALE. RETAIL HARDWARE & 
SPORTING GOODS Store in good location in 
Savannah. We are changing over to Wholesale 


entirely. For particulars write: OGLETHORPE 
HARDWARE COMPANY, 152 Barnard Street, 
Savannah, Georgia, 


FOR SALE OR RENT PAINT AND HARD 


WARE store, along main highway, eastern 
Pennsylvania city. Unlimited possibilities, mod- 
ern merchandising. Inventory and fixtures about 
$12,000. Excellent opportunity, immediate pos- 
session of business. Reason for selling—other 
interests. $20,000 volume first year ahead 25% 
this year. Address Box A-63, care of HaRrDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y 
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SENSATIONAL 

LIFT-OUT TOOL BOX! 

@ Hip roof 

@ Lift-out tray 

@ Heavy gauge steel 

@ Hammer baked enamel 
finish 

@ Continuous piano hinge 

@ Center draw bolt 

@ Size 19" -«-7'"'-x-9"- 
Order this fast seller today! 

SIMONSEN INDUSTRIES INC. 


1410 S. MICHIGAN AVE. 
CHICAGO, ILLINOIS 


















ROYAL ELECTRIC 


PAWTUCKET > 


RHOOE 


CO, Inc. 


ISLAND 


WIRE * PLUG and CARTRIDGE FUSES 


CORD SETS * 


* CHRISTMAS LIGHTING 


TROUBLE LIGHTS 


SETS *° 











| ACE HOMEMAKER 





GIFT SET 


Stainless Steel 

Ivory or Black 

Catalin Handles 
Lifetime Guarantee 
Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 


7-Pieces beautifully 
packaged in Gift Box 


Order from your Whole- 


saler. 4 
1223 


Set 5005 ‘ 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 











‘ 


233 N. California Ave 


228 


W.L.W. MANUFACTURING CO. 


Chicago 12, Ill 


(al-tep PINKING SHEARS 





CONTACT YOUR 
JOBBER OR WRITE 
(oS > clone. 
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Swift & Co., "Vigoro Div." 
Swing-A-Way Mfg. Co. 


T 


Taylor Instrument Cos. .... 
Taylor Lock Co. 
Technical Glass Co. 
Templeton, Kenly & Co. 
Toastmaster Prod. Div. +“ 
Toledo Pipe Threading Mch. Co. 
Tucker Duck & Rubber Co. ; 
Turnbuckles, Inc. 

Turner Brass Works ; 
Turner, & Seymour Mfg. Co. 


U 


U-C Lite Mfg. Co. 
Union Hardware Co. ... 
Universal Metal Prod. Co. 


v 
Van Cleef Bros., Inc. 

Ww 
W.L.W. Mfg. Co. 


Walworth Co. 

Warren Tool Corp. 

Washburn Co. 

Western Tool & Stpg. Co. 
Westfield Mfg. Co. ’ 
Westinghouse Lamp Div. .. 
Wheeling Corrugating Co. 
Wheeling Machine Prod. Co. .. 
Whitney Seed Co., Inc. 
Wilcox-Crittenden . 

Williams Co. ‘ 
Wind-King Electric Mfg. Co. 
Witt Cornice Co. ‘ 
Wooster Brush Co. 

Wooster Rubber Co. 

Worcester Lawn Mower Co. 
Wright Steel & Wire Co., G. F. 


Y 
Yale & Towne Mfg. Co. 


z 
Zonite Products Corp. 
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(DK) BUFFS, COMPOSITIONS 


PACKAGED FOR QUICK SALES! 


@ This compact, attractive Dico 
unit (Retail Value $28.50) contains 
24 buffs, 12 tubes of composition, 
and extra flanges. Buffs individually 
boxed, complete with Buffing Man- 
val, and flanges to fit popular spin- 
dle sizes. Handy sales and use chart Sa 

on back of display. Requires less + 481 Dico $19 

than 1 sq. ft. of counter space. Unit Only Dealer's Cost 


Cc PROMPT DELIVERY FROM YOUR JOBBER, OR DIRECT FROM 
|)ivine Brothers (6mpany + UTICA 1, N.Y. 
L J 


HARDWARE PRODUCTS DIVISION 
/@eeo0neeee ee @& 


NE W Scientifically °* 


Compounded  e 


PAINT THINNER. 













































° @ CHEAPER THAN TURPENTINE ; 
o FOR USE IN ALL PAINTS—INSIDE OR OUTSIDE e 
e Drums (55 Gal.) 65¢ Gal. Quarts 24¢ Qt. ° 
e > Gallon Cans 75¢ Gal. | Pinis 15¢ Pint , 
a. 1 Gallon Cans 80¢ Gal. | 4 Oz. Bottles. 96¢ Doz. os 
: Prices Delivered East of Mississippi River Bottles A 
" —s USE TO THIN: 
A _ nts 6—Goo r 
; @ SEVEN MOV e eens Wet odenmntins eh ° 
- nomical Edge 3—Synthetic Weed, a 
Enamels Metals, 
e Toxic 4—aAuto-Brush- Cements * 
° ; - 1—Non- ing Enamels 7—Dry-Cleaning 
Evaporation 5—Use as a Clothes > 
o grease remover e 
*SPESCO 1744N. W. 1st Ave., Miami 36, Fla. ° 
e “WORLD'S LARGEST PAINT MANUFACTURER" e 
. . 








BY SWING-A-WAY 
IN THE SELF-SERVICE 
DISPLAY PACKAGE 
A complete inventory of 
Swing-A-Way Can Open- 
ers in Metallic Finish and 
Brilliant Colors. 



















© CHERRY RED 
@ LEMON YELLOW © IGLOO WHITE 


SWING-A-WAY MFG. CO., 4100 BECK AVE., 





a 
NS 
~ 
+ 






ST. LOUIS, MO. 





Port Credit, Ont 


Canadian Representative —Fox Agencies, Ltd., 


PORTABLE ELECTRIC 
HAND LAMPS 


Turn Darkness into Daylight 
Anywhere—Any Time 
Nationally Advertised 


Get Details from Your Wholesaler 


U-C LITE MANUFACTURING CO. 
1036 West Hubbard Street, Chicago 22, ill. 
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N e 7 To Build Up 
‘ | That “REPEAT” Trade! 


INTO THE SE. 
It's the customer who “comes 

back" again, and brings others 

to your store, who builds your 

business! And that's the kind 

of tool trade enjoyed by 

XCELITE dealers. For here 

are first-quality tools, unre- 

servedly guaranteed — tools 

that keep the imitators busy 

4 © Ss because of their consistent 

a originality! Do you have an 

4 Youve A XCELITE catalog? If not, Us 

7 ae i_¥ 4 ; _ Hi) write for one, and see the XCELITE 
¢ - a complete line! CK-3 SET 


has Nos. 1, 2 and 
XCELITE originated the ''Com- 3 Phillips blades 
bination - Detachable'' screw- ae, wen - 
; 3 » “ an 
driver, below. 5/16" standard. 
And the handle 
acts as a driver 
for 9/16" hex 
nuts — making a 
7-tooi kit! 





Usually sales more than dou- 
ble each previous year. Your 


letterhead brings full informa- : 
tion. Send TODAY! ynhly 
Wind King Electric Mfg. Co. | Gs Foo PARK METALWARE CO., INC. 


Merrill, lowa Dept. HA-3 PREFERRED BY 











Market Forge makes a five-star 
mop-wringer engineered for 
*ROUND STAINLESS STEEL PAIL ° y 


Capacity 28 quarts. Diameter 
14". Depth 1114". Height with 
casters 12'4"'. Weight 10 Ibs. 


Width 8//,"" 
Depth 9" 
Front to 

Back 6//," 
Capacity 12 to 


36 oz. mops 
Weight 12 Ibs. 








MOST DEALERS 
PREFER ATLAS WICKS 


Our Glaswik, Flamemaster and Top 
Notch brands are preferred by more 


The Market Forge ''Squeeze-Easy” is ‘Five Ways Faster”. . 


@ Fits any mop (back plate slides forward to wring thor- 
oughly any size mop). 


One Piece Steel construction is lighter, stronger, cleaner. 
20 to | leverage multiplies effort . . . keeps worker fresh. 
Squirt-proof louvers force water straight down into pail. 
Tip-proof pail of stainless steel . . . round for easier 
cleaning, and mounted on easy rolling 2" solid rubber 
casters. Heavily corrugated . . . strong bottom con- 
struction . . . two riveted ears . . . leak-proof. Pail is 
also available in galvanized model. 28 or 35 quart models. 


METAL FABRICATORS M » tf qe pany 
SINCE 1897 armel rorge 


EVERETT 49, MASSACHUSETTS 





dealers in America than any other 
brand. The reason is based upon the 
fact that they are superior in qual- 
ity and give greater satisfaction to 
the consumer. 


SOLD EXCLUSIVELY THROUGH JOBBERS 
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standard. 

handle 
a driver 
6" hex 
making a 
! 


. INC. 





